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Here’s proof that we're standing by you. This year we have 
added more than half a million circulation to our advertising 


program in magazines to help you sell more Webster products. 


Do you want to carry the brand of carbon paper and type- 
writer ribbon which is best known and most trusted by your 
customers? Do you want dealer protection? Do you want te 
do business with a company whose reputation for fair-deal- 
ing is unquestioned? Do you want the service and quality 
which can come only from a company specializing in the 
manufacture of carbon papers and typewriter ribbons? Of 
course you do, And that’s why you will continue to make 
safe profits on MultiKopy Carbon Paper and Star Brand 


Typewriter Ribbons during 1935. 


F-S:WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASSACHUSETTS 
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¥OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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¥ SUBSCRIPTION RATES 
ble in advance, in the 
nited States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American d for one year 
and $5.00 for two years. Re- 
mittances may be made by 
rsonal checks, drafts on 
ew York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 


cents. 

§ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses chan as 
often as desired. In ordering 
such changes it is necessa 
that both old and new ad- 


resses be tir 

¥ CONTRIBUTIONS are 
invited upon any oes of in- 
terest to this e. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless a is 
enclosed by the sender. Cor- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 

§Y ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
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¥ Entered as Second-Class 
Matter. July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
q ‘‘Office Appliances"’ is 
registered in the United 
States Patent Office, Wash- 
ington, D. C. 

§¥ COPYRIGHT. Contents 
covered 7 Copyright, 1935, 
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THE ADVERTISEMENTS 





These advertisements present the products sd the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


A L 
Acco Products Ime 146 Leatheroid Seb eenevecer 104 
Ace Fastener Corp 106 Levison & Blythe ‘Mfg. Co.144 
Acme Card System ( 122 Little, A. P Inc.. . et >} 
Acme Staple Co 148 Loose Leaf Metals Co.....140 
Adams, Henry T., Mfe. (o.148 Lutz & Sheinkman, Ine 146 
Aigner, G. J., Co 138 
Allen & Co 140 Manifold ~e9egee CMe ccee OF 
Allen-Wales Add. Mch. Cp. 80 Markilo Co ..147 
Alma Desk Co 110 Martens Type ‘le: ner Co..146 
Am. Automatic Elec. Sales Meilicke ae eee ms, Inc.....137 
Co. peetee ceensenee 108 Metal Office Furniture Co. 90 
Amer. Number Mach. ¢ 146 0 Paes 150 
American Seating Co 142 Meyer & Wenthe 149 
Amer. Writing M h. Co 78 Milwaukee Chair Co eC 
Ames Supply Co 89 Mimeograph, The see . 65 
Artility Metal Products Mittag & Volger, Inc..... 81 
m 149 Mohican Pencil Co....... 134 
Art Steel Co., In 144 Moore Push Pin Co conan 
Atlas Specialty Mfg. Co 147 Munson Supply Co. séeenen 
Automatic Pencil Sharpener 
Co . 138 Nat. Assoc. College Stores.120 
Autopoint Compan) 111 National Blank Book Co... 97 
B Nat. Brief Case Mfg. Co.. .146 
Bankers Box ( 72 Nat. Vulcanized Fibre Co..143 
Barkley, C. L., & Co 32 +4=Neva-Clog Products, Inc. .128 
Bates Mfz. Co 07 New Indiana Chair Co... .126 
bickett, L. M.. Co 4 Niagara Duplicator Co.... 94 


Bristow, Stanley R 


17 Oakville Company 
Browne-Morse C'o { 


l 
l 
l 
Bridges, F. W., Ltd 1 
, were 
1 Oxford Filing Supply Co.. 98 
l 
] 


Buckeye Ribb. & Carb. CC 1 P 
Bushnell, Alvah, C 29 Pacific Cb. & Rib. Mfg. Co 123 
Peerless Key Co., Inc 70 
c Pelouze Mfg. Co 145 
Cameron Cal 130 Phillips Process Co ..148 
Cameron Mfe. Co 135 Pronto File Corp... 00 0 84 
Carpenter, Ek. W., Mfg. Co.147 Pruitt, Ine a9 , ..144 
Carter's Ink Co 139 Prym, William, ‘of Amer. .102 
Case Brothers, In 92 
Check Protector Corp 148 Quality Park Env. Co ..104 
ps mate 4, ; Ang rhe i=. Quicflex Mfg. Co... .148 
Clip-on Corp 2 R 
Colu: rt = Rib. & Carb, C iit Reliable Tw. & A. M. Corp.149 
0 nots 4  ¢ arb o é T) > P ey ‘-o 
Columbia Steel Eq. C« 125 Rite mee ee : “Rk h C Ass 
Columbi Art Works 109 «= Roberts, Weldon, Rub. Co. 9: 
‘caten Seeewsier 03 Rockweil-Barnes Co 114 
oron: y ‘ 7 ene tg .* 147 
enry -wpeeasewe Sts. Crise potoepred Con, Th 119 
Coxhead, Ralph C., Corp...139 Retospred eo. or ; 
Crown Ribbon & Carb. Co.142 eee sidetaiek't 9 1 3. 137, 143 
D Ruxton Products, Inc 112 
” ce S es Corp 
rene : 7. - Cory 3s Schwab Safe Co.. The 141 
Dik taphone Sales Corp 116 Security Steel Equipment - 
Deo elt, Chas., é oO 141 (orp os ee io 
owner, C. L. Go. et Sengbusch Self-Cl. Inkstd 
am-Watson : r Co Se axntesentseves 95 
Dunham i n 14 Sheaffer. W. A.. Pen Go...101 
E Sheppard, C E., Co 130 
Eaton Paper Corp 129 Sherman-Manson Mfg Co 142 
Elliott-Fisher. 93, Back Cover Shipman-Ward Mfg. ¢ 0. . » 121 
Esterbrook Steel Pen C« 115 Sibley, Edw. L., Mfg Co..118 
Smith, Bradner & Co.....144 
d Smith, L. C., & Corona ape 
Faber A. W In 73 Typewriters, Inc. ...... 64 
F. B. Mfg. Co 149 Speed Key Mfg. Co 149 
Fibroin Stencil Corp 110 Stein Brothers Mfg. Co 74 
Fulton Specialty C 136 St. Louis Typewriter Ex- 
change ‘ 147 
. . @ . Storms, H. M., C¢ 25 
at | Fireproofing ‘ ~ Sturgis Posture Chair Co. 77 
: The .... .* : wee 71 Sundstrand 93, Back Cover 
Globe-Wernicke ¢ On, rhe. a Swan Pencil Co ° : 145 
Graff, Geo. B., Co 100 Tenacity Mfg. Co b 137 
Guide System & Supp. Co R88 Toledo Metal Furn Co Ys 
u Triner Scale & Mfg. Co +t 
y ) . F Trussell Mfg. Co 138 
23 ¥2, 3. mee + Tubular Specialty Mfg. Co.133 
Harding, Milo, Company 136 oy B. Harrison Pe a 0 
Harriman-Welts Prod. Co.148 E oO. . ° ; 
Harter Corp., The 68 a i” 
Heyer Corporation 151 I nderwood-Elliott-Fisher 
Higgins, Chas. M., & Co 131 Co. .... 93, Back Cover 
Hotchkiss Sales C 135 uU. S. Tw. Rib. Mfg. Co 147 
I Vv 
Vail Manufacturing Co 121 
Ideal Lino. Top Co 149 \ arityper py ate aA 139 
Ideal School Supply Co L41 Victor Adding Machine Co. 87 
pmperin’ co et Victor Safe & Equip. Co...113 
mperial Mfg. Co i) 
Imperial Methods C _———— co ae 
Indiana Desk C 126 oe “ee 
. Warshaw Mfg. Co ..130 
Zz Webster, F. S., Co 2 
Jasnpe Chair CC 124 Weis Mfg. Co 83. 4. 5, 6 
+ . De sk Co 106 Wholesale Typewriter Co.118 
Jasper Seating C 122 Wiggins, John B., Co 146 
Wilson-Jones Co 76 
x Y 
Kilian Mfg. Corp 126 Yawman & Erbe Mfe. Co 105 








For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to commumcate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machines 


Allen-Wales Add. Mach. Corp 80 
Sundstrand 3. Back Cover 
Victor Adding Machine Co....... 87 


Adding Machines, Rebuilt one Used 


Reliable Tw. & A. M. Cory 149 
Wholesale Typewriter Co 118 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co 1l4 
Smith, Bradner & Co 144 


Adding Typewriters 
Underwood, E. F 93, Back Cover 


Addressing Machines, Used, Rebuilt 
*ruitt, Ine 144 


Adhesives 
(See Inks, Adhesives, etc.) 
Arch and Clipboards 
Globe-Wernicke 79, 103, 127 
Rockwell-Barnes (C« 1l4 
Ash Trays, Office 
Defiance Sales Cor 114 
Oakville Company 14 
Bankers’ Note Cases 
Art Steel Co 144 
General Fireprofing Co — 
Globe-Wernicke Co 79, 103, 127 
Victor Safe & Equip. Co 113 


Billing Machines 


Underwood, E. F 93, Back Cover 


Binders, Catalog and Periodical 
Acco Products, Ine eT?) 
Aigner, G. J., Co 13s 
Blank Books 
National Blank Book (*« 97 
Rockwell-Barnes Co lid 
Wilson-Jones Co 76 
Blue Print and Pian File Cabinets 
Browne-Morse Co 145 
Columbia Steel Equip. Co 125 
General Fireproofing Co 7 
Globe-Wernicke Co 79, 103, 127 
Yawman and Erbe 105 
Bond Boxes 
Art Steel Co 144 
General Fireproofing Co 71 
Globe-Wernicke Co 79, 103, 127 
Book Cases 
Alma Desk Cr 110 
Browne-Morse Co 145 
General Fireproofing ¢ 71 
Globe-Wernicke Co 79, 103 27 
Weis Mfg. Co 83, 84, 85. 86 
Yawman and Erbe 105 
Book Rings 
Adams, Henry T., Mfg. Co 148 
Carpenter, E. W Mfg. Co 147 
Oakville Company 149 
Bookkeeping eigentete 
Underwood, E ) tack Cover 
Box Letter Files 
Art Steel Co 144 
Globe-Wernicke Co 79, 103, 127 
Rockwell-Barnes (« il4 
Weis Mfg. Co s 84, 85, sé 
Brief and Zipper Cases 
Doppelt, Chas., & Co 141 
National Brief Case Mfg. Co 146 
Stein Bros. Mfg. Co oe Be 
Calentating Devices 
ellicke Systems, Inc 137 
nel able Tw. & A. M. Cory 149 
Calculating Machines 
Allen-Wales Add. Mach. Cory gn 
Coxhead, Ralph C., Cort 139 
Sundstrand 9 Back Cover 
Victor Adding Machine Co . 87 
Coloutating Machines, A a 
Reliable Tw. & A Cort 149 
Wholesale <2. ‘ 118 


Carbon Papers 
(See Ribbons 


Card Index Boxes and Trays 


and Carbons) 


Art Steel (¢ 144 
Cameron, ¢ al | iD 
Columbia Steel Equip. Co 125 
Corry-Jamestown Mfg. Cort 146 
Globe-Wernicke Co 79, 103, 127 
Guide System & Supply Co RN 
Imperial Methods Co 122 
Metal Office Furniture Co an 
Security Steel Equipment Corp 75 
Warshaw Mfg. Co 130 
Weis Mfg. Co 83, 84, RH, RE 
Yawman and Erbe 105 


Cash Boxes 
Art Steel Co Ine 144 
General Fireproofing Co 71 


Casters, Caster Bearings, Slides 
Kilian Mfg. Corp.. 126 
Celluloid Envelopes 
Markilo Co 147 
Chair Mats 
Bickett, L. M., C¢ 134 
Ideal Lino. Top. C« 140 
Chairs 
American Seating (« 142 
Artility Metal Products, In 149 
Cameron, Cal A 
General F reproofing ( 71 
Jasper Chair ¢ 124 
Jasper Seating Co 122 
Milwaukee Chair Co a 
New Indiana Chair Co 126 
Sturgis Posture Chair Co 77 


Chairs (Posture) 


American Seating (* 
Artility Metal Products, Inc 
General Fireproofing Co 
Harter Corp 

Jasper Seating Co 


Milwaukee Chair Co 

Sturgis Posture Chair ¢ 

Toledo Metal Furniture (« 
Check Protector & Writer Parts 

Check Protector Cort 


Check Protectors & Writers, Used 
Check Protector Cory 
Reliable Tw. & A. M. Corp 


Checks, Stamped Metal 
Meyer & Wenthe 
Clips, Paper (See 
Coin Bags, Trays and Wrappers 
Downey, C. L., Co 
Copyholders 
Acco Products, inc 
Amer. Automatic Ele« 
Cushions one Sods, Chair 
Bickett 
ideal L = 
Cuspidor om 
Bickett, M., Co 
Dating And 
Amer. Number. Mach. ¢ 
Fulton Specialty Co 
Meyer & Wenthe 
Desk Calendar Pads and Stands 
Columbian Art Works 


paper Clips 


Sales Co 


Top cr 


Detiance Sales Corp 
Cok Pads 
ner, G. oe 





tickett, L. M., C« 

Desk Pending-Letters Holders 
Acco Products, In 

Desk Trays 
Aigner, G. J., Co 
Art Steel Co., Ine 
General Fireproofing Co 
Globe-Wernicke Co 7, 103, 
Imperial Methods ( 


Weis Mfg. Co 83. 84, 85. 


Desk Work Distributors 
Art Steel Co 
Bristow, Stanley R 
Globe We rnicke (< 79 103 
Sengbusch S. Cl. Inkst. Co . 
Victor Safe & Equip. 


Desk Co 
Browne-Morse (« 

Cameron, Cal 

Columbia Steel Equip. (+ 
General Fireprooting ¢ 
Globe-Wernicke Co 79, 103 
Imperial Desk © 

Indiana* Desk Co 

Jasper Desk Co 

Metal Office Furniture ¢ 
Security Steel Equipment Cory 
Wagemaker Co 





Weis Mfg. Co 8 R84, 85 


Yawman and Erbe 


Dictation Machines, Mfrs. of 
Dictaphone Sales Cory 
Dictation Machines (Used) 

Pruitt, Ine 
Duplicating Matinee 
Dick, A 
Harding ‘ * ry 
Heyer Corporation, The 
Levison & Blythe Mfg. Ce 
Mimeograph, The 
Niagara Duplicator Co 


Rotospeed C The 
Smith, L. C., "* Corona Tws 
Syptenting Machines (Used) 
*ruitt, Ine 
austestien Machine Supplies 
ee Ribb. & Carb. Co 
Dick, B., Co 
Sites: Watson C 
Fibroin Stencil Corp 
Harding, Milo, Co 
Hever Corporation, The 
levison & Blythe Mfg. ¢ 
Mittag & Volger, Inc 
Niagara Duplicator ¢ 
Pruitt, Ine 
Roosen, H. D., Ce 
Rotospeed Co., The 
Smith, L. C., & Corona Tws 
Enaraving. Copper Plate 


Wiggins, The John B., C 
Envelopes 

Bushnell, Alvah Co . 

Glohe-Wernicke Co 79, 103 

Quality Park Envelope Co 


Envelopes, Celluloid 
Markilo Co 

Envelope Openers 
Oakville Company 

Eradicators, Ink 
Carter's Ink Co 


HW. A. Ink Eradicator C« 
Heyer Corporation, The 
Erasers, Rubber 
Automatic Pencil Sharpener Co 
Faber, A. W.. In 


Oakville Company 


Roberts, Weldon, Rub. C 
a 
Na Assoc. College Stores 


146 


108 


DD en L = &e D 
ee eee 
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Expense Books 


Oakville Company 149 
Eyelets 

Bates Mfg. Co 107 

Sibley, Edw. L., Mfg. ¢ .118 
File Boxes, Collapsible Corrug. 

Bankers Box Co...... . 72 

Barkley, C. L., & Co 132 

Globe-Wernicke Co 79, 103, 127 

Guide System & Supply Cx s&s 

Oxford Filing Supply Cx Ys 

Pronto File Corp.. 134 


Co . So 


Metal 


Weis Mfg 
File Boxes, 


Art Steel Co ° 144 
Rockwell-Barnes Co. . 1l4 
Victor Safe & Equip. Co 113 
Filing Cab. Bali and Roller Bearings 
Kilian Mfg. Corp 126 
Filing Cabinets, Metal 
Art Steel Co.. . 14 
Browne-Morse Co. .... 145 
Cameron, Cal ° 130 
Columbia Steel Equip. Co 125 
Corry-Jamestown Mfg. Cory 146 
General Fireproofing Co So 
Globe-Wernicke Co.. 79, 103, 127 
Metal Office Furniture Co . 90 
Security Steel Equipment Cory 75 
Victor Safe & Equip. Co 113 
Yawman and Erbe... 105 
Filing Cabinets, Wood 
Globe-Wernicke Co.......79, 103, 127 
Imperial Methods Co 122 
Rockwell-Barnes Co 114 
Wagemaker Co 134 
Weis Mfg. Co 83, 84, 85, 86 
Yawman and Erbe... 105 


Filing Supplies 


Acco Products, Inc 146 
Aigner, G. J., Co 138 
Barkley, C. L., & Co 132 
Browne-Morse Co 145 
Bushnell, Alvah Co 129 
Cameron, Ca 130 
Corry -Jame stown Mfg. ¢ ory 146 
General Fireproofing Co 71 
Globe-Wernicke Co 79, 103, 127 
Guide System & Supply Co . 88 
Imperial Methods Co 122 
Metal Office Furniture Co 90 
Oxford Filing Supply Co 98 
Quality Park Envelope Co 104 
Rockwell-Barnes Co 114 
Victor Safe & Equipment Co 113 
Wagemaker Co .134 
Warshaw Mfg. Co 130 
Weis Mfg. Co 83, S84, 85, 86 
Yawman and Erbe Mfg. 105 
Folders (See Filing Supplies) 
Fountain Pens 
Autopoint Company 111 
Carter's Ink Co 139 
Esterbrook Steel Pen Co 115 
Sheaffer, W. A., Pen ( 101 
Gummed Cloth Rings 
Graff, Geo. B., Co ...100 
Warshaw Mfg. Co + ASD 
Index Card Signals 
Acme Card System Co 122 
Graff, George B., Co 100 
Moore Push Pin Co 129 
Victor Safe & Equip. Co 113 
index Tabs 
Aigner, G. J., Co 138 
Barkley, C. L., & Co 132 
Globe-Wernicke Co 79, 103, 127 
Guide System & Supply Co . 88 
Markilo Co 147 
Victor Safe & Equip. Co 113 
Warshaw Mfg. Co 130 
Inks, Adhesives, Etc. 
Carter's Ink Co 139 
Harriman-Welts Prod. ( .148 
Higgins, Chas. M., & ¢ 131 
Ruxton Products, Inc 112 
Sheaffer, W. A., Pen ¢ 101 
Inkstands 
Defiance Sales Cory 114 
Sengbusch 8. Cl. Inkstand Co 95 
Leads for Mechanical Pencils 
Autopoint Company lll 
Faber, A. W Inc 73 
Rite-Rite Mfg. Co 148 
Sheaffer, W. A., Pen Co 101 
Leather Goods 
Doppelt. Chas., & Co 141 
National Brief Case Mfg. Co 146 
Stein Bros. Mfg. Co +e 
Leather Upholstered Furniture 
Jasper Chair Co... 124 
Letter Trays (See Desk Trays 
Letterheads 
Lutz & Sheinkman, Inc 146 
Wiggins, The John B., ( 146 
Library Equipment 
Art Steel Co 144 
Corry-Jamestown Mfg Cor; 146 
General Fireproofing Co 7l 
Globe-Wernicke Co 79, 103, 127 
Security Steel Equipment Cor} 75 
Linoleum Tops, Desk 
Ideal Lino. Top Co 149 
Lockers and Storage Cabinets 
Art Steel Co.. 144 
Browne-Morse Co. 145 
Corry-Jamestown Mfg. Cory 146 
General Fireproofing Co., The 71 
Globe-Wernicke Co 79, 103, 127 
Metal Office Furniture Co . 90 
Security Steel Equipment Cory 75 
Yawman and Erbe 105 
Loose Leaf Books and Systems 
Adams, Henry . Mfg. Co 148 
Aigner, G. J., Co .138 
F. B. Mfg. Co...... 149 
National Blank Book Co 97 
Sheppard, The C. E., Co 130 
Tenacity Mfg. Co...... 137 
Trussell Mfg. Co... 138 
Wilson-Jones Co ° 76 
Loose Leaf Envelopes, Celluloid 
eee GR cesses 147 
Loose Leaf Metals 
Carpenter, E. W., Mfg. C« 147 
Loose Leaf Metals Co 140 
Tenacity Mfg. Co 137 
Wilson-Jones Co 76 





Maii Distributors 
Bristow, Stanley R.......... 
Globe-Wernicke C« .79, 
Victor Safe & Equip. Co 
Map Tacks 
Graff, George B., Co 
Moore Push Pin Co 
Maps, Globes, Etc. 
Acme Card System Co 
Matched Office Suites 
General Fireproofing Co 
Globe-Wernicke Co 79, 
Memorandum Books 


103, 


National Blank Book Co 
Rockwell-Barnes Co 
Trussell Mfg. Co 


Wilson-Jones Co 
Memorandum Devices 
Acme Card System 
Bates Mfg. Co : 
Bristow, Stanley RK 
Mending Tape (Gummed) 


Co 


WE SE, Giheces cacedccouss 
Moisteners 
Sengbusch 8S. Cl. Inkstand Co 


Numbering Machines 
American Numbering Mach 
Bates Mfg. Co . 

Office Machines, Used and Rebuilt 
Pruitt, Ine 

Office Partitions and mn 
Globe-Wernicke Co 103, 

Pads, Figuring 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson-Jones Co 

Paper 
katon Paper Corporation. 
Rockwell-Barnes Co. . 

& Co 


Co.. 


Smith, Bradner, 
Paper Clamps 
Acco Products, Inc 


Automatic Pencil Sharper 1er Co... 
Esterbrook Steel Pen Co 

Paper Clips 
Acco Products, 
Clip-On Cor} 
Defiance Sales 
Fulton Specialty 
Graff, George B., 
Oakville Company 
Quicfliex Mfg. Co........ 
Rockwell-Barnes Co. . 
Vail Manufacturing Co. 

Paper Fastening Machines 


Inc 
Cory 
Co 
Gaes 


Ace Fastener Corp..... 

Acme Staple Co...... . 86 

Amer, Automatic Elec. Sales Co. . 

Automatic Pencil Sharpener Co... 

Bates Mfg. Co....... awes ‘ 

Cameron, Cal. ....... 

Hotchkiss Sales Co... 

Neva-Clog Products, Inc s 

Sibley, Edw. L., Mfg. Co.... 

Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, etc.) 
Pen and Pencil Clips 

Oakville Company 
Pencil Sharpeners 

Automatic Pencil Sharpener Co 

Graff, George B., Co , 
Pencils, Wood Cased Lead 

Faber, A. W., Inc... 

Mohican Pencil Co 

Se Ge GA conesccesescesenas 
Pencils, Mechanical 

Autopoint Company 

Carter’s Ink Co 

Rite-Rite Mfg. Co 

Sheaffer, W. A., Pen Mfg. Co... 
Penholders 

Sengbusch S. Cl. Inkstand Co..... 
Pen Sockets 

Sengbusch S. Cl. Inkstand Co..... 
Pens 

Esterbrook Steel Pen Co......... 

Sengbusch S. Cl. Inkstand Co 


Turner & Harrison Pen Mfg. Co 
Picture Hooks 

Moore Push Pin Co 
Pins and Pin Containers 

Oakville Company 


.146 
-107 


Prym, William, of America 102 
Vail Manufacturing Co........ -121 
Platens, Typewriter 
Amer. Writing Mach. Co... 78 
Ames Supply Co......... x9 
Shipman-Ward Mfg. Co 121 
St. Louis Typewriter Exch 147 
Wholesale Typewriter Co.. 118 
Postal Scales 
Hanson Scale Co........ 142 
Velouze Mig. Co 145 
Triner Scale & Mfg. Co..... 32 
Pressboard 
Casd Mpethess, BRS. ...cccccccece 92 
Publishers 
Bridges, F. W., Ltd .150 
DEE ntanenscanteeeneSesnated 150 
Punches 
Pe DE, BOG a 6acccennennes 146 
Bates Mfg. eer 107 
Defiance Saies Corp ll 
Globe Wernic ke Co.......79, 103, 127 
National Blank Book Co......... v7 
Wane GA sccecccctcccete 76 
Push Pins 
Moore Push Pim Co............. 129 
Ribbons and Carbons 
SE Ge nb hneeth duck hae soockee 
Buckeye Ribbon & Carbon Co... ..131 
Goes Be, Gi cccenescceote --135 
COUNTS BE Giicwcecacccecsenccs 139 
COD Fe, Gs kanecencsceense 137 
Columbia R. & C. Mfg. Co 117 
Crown Ribbon & Carb. Co....... 142 


Imperial Mfg. 
Latito, A. one 





Pacific Carbon & Ribbon Co 23 

Phillips Process Co........ ..- 148 

Rockwell-Barnes Co, ..........+. 1l4 

Royal Typwtr, Co., Inc........... 

cceseseccesoscece 129, 133, 137, 143 

Ruxton Products, Inc............ 112 

Smith, L. C., & Corona Tws..... 67 

St. Louis Typewriter Exchange... .147 

Storms, H. M., Co..........++. . 125 

Underwood, E F......93, Back Cover 

U. 8S. Typewriter Rib. Mfg. Co...147 

Webster, F. 8., Co............:. 2 
Rubber Bands 

Faber, A. W., Inc.... 73 
Rubber Stamps 

Meyer & Wenthe.......... 149 
Rubber Type Outfits 

Fulton Specialty Co.............. 136 
Safes 

General Fireproofing Co.......... Tl 

Globe-Wernicke Co....... 79, 103, 127 

Schwab Safe Co., The.......ccce 141 

Security Steel Equipment Corp... 75 

Victor Safe & Equip. Co......... 113 

Yawman and Erbe............... 105 
Scales 

Hanson Scale Co.............006. 142 

Me, Wi acs ccsucadebes 145 

Triner Scale & Mfg. Co......... 32 
Sealing Wax 

Higgins, Chas. M., & Co......... 131 
Seals, Notary and Corporation 

Meyer & Wenthe.........s.s00:: 149 
Secretary Desks 

General Fireproofing Co........... 71 

Globe-Wernicke Co....... 79, 103, 127 


Shelf Boxes 
Art Steel Co.. 
General 


Weis Mfg. 
Shelving 
Art Steel Co.. 
Browne - Morse 
General Firepre 
Globe-Wernicke 
Security Steel 
Stamp Pads 
Bates Mfg. 
Carter's Ink © 
Fulton 


Co.. 


Victor Safe & 


Fireproofing Co. 
Globe-Wernicke Co 


Specialty 
Meyer & Wenthe 
Rockwell-Barnes Co 





Co, 
fing Co... ao 
| Se 79, 103, 
Equipment Corp... 


Di ccessceces 
Gare ccccccrvccece 


Equip Co. 





or to replace the 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign = in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, g 
of this bureau; manufacturers in every aie of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


In the execution 


Subscri 
on 


Subscribers’ 














Stands for Office Machines 


Art Steel Co......... . ‘ 144 
General Fireproofing Co.. 
Globe-Wernicke Co. . ..79, 103, 127 
Harter Corp., The...... Perr, 
Sherman-Manson Mfg. Co.. Laz 


Sturgis Posture Chair Co........ 77 


Toledo Metal Furniture Co.. v6 
Tubular Specialty Mfg. Co .133 
Staples, Paper pestening 
Ace Fastener Corp.. 106 
Acme Staple Co......... 148 
Cameron, Cal, ........ .130 
Hotchkiss Sales Co...........«.. 135 
Neva-Clog Products, Inc 128 
Caivite ST pavnecnanedaen 149 
Vail Manufacturing Co........ --121 
Stationery, Engraved, Lithegraghed 
Lutz & Sheinkman...... wa 146 
Wiggins, The John B., Co........ 146 
Stencils, Brass 
Meyer & Wenthe.......... 149 
Stenographers’ Note Books 
National Blank Book Co........ 97 
Rockwell-Barnes Co. ... aa lid 
Trussell Mfg. Co..... 138 
Stools 
Harter Corp., The....... - 68 
Sturgis Posture Chair Co........ 77 
Toledo Metal Furniture Co ¥6 
Storage and Transfer Cases 
OR GE = Geicccccceseasces 144 
Bankers Box Co............++: . 72 
Barkley, C. L., & Co....... 132 
Browne-Morse Co. .........60005 145 
Columbia Steel Equip. Co........ 125 
Corry-Jamestown Mfg. Corp 146 
General Fireproofing Co.......... 7 
Globe-Wernicke Co., The.79, 103, 127 


Guide System & Supply ey 
Imperial Methods ¢ 
Metal Office a "Co... 


Oxford Filing Supply Co......... : 98 

POOR ED Gtccece snaneeeee 134 

Rockwell-Barnes Co, .........s6. 14 

Security Steel Buuipment Corp. . 7 

Weis Mfg. Co.......8% 83, 84, 85, 86 

Yawman & Erbe Mfg. Co....... 105 
Store Fixtures and Equipment 

General Fireproofing Co........... 71 

Globe-Wernicke Co., orgs 103, 127 
Sutogiag Typewriter Sta 

jlobe-Wernicke Co., a 103, 127 

Wels Mfg. Co aha 83, 84, 85, 86 
Tables 

Ase Beees Coico. cvevecevcceteseves 144 

Browne- Morse Co ssene 145 

General Fireproofing ‘Co. - = 

Globe-Wernicke Co., The.79, 103, 127 
Tablets 

Rockwell-Barnes Co. ........ 1l4 
Telephone Accessories 

Amer. Automatic Elec, Sales Co... 108 

aes Eee GA ccanseccess ..107 

Meilicke Systems, Inc...... 137 

Victor Safe & Equip. Co......... 113 
Telephone Stands 

General Fireproofing Co oncane, Ue 

Globe-Wernicke Co., The 79, 103, 127 

Yawman and Erbe..... .--105 
Thumb Tacks 

Graff, George B., Co......... 100 

Moore Push Pin Co..... , 129 

Oakville Company ....... 149 

Vail Manufacturing Co.. 121 
Trimming Boards 

Ideal School Supply Co eT 
Type, Typewriter 

Amer, Writing Machine Co....... 78 

Ames Supply Co..........seeee0> 89 

Shipman-Ward Mfg. Co ows 121 
Typewriter Cleaning Material 


Amer, Writing Machine Co.. . 78 


Clarotype Co, .......... 148 
Martens Type Cleaner Co. 146 
Mittag & Volger, Inc. 81 
Webster, F. S., Co...... 2 
Typewriter Covers 
Atlas Specialty Mfg. Co... 147 
Typewriter Cushion Keys 
Munson Supply Co..... 141 
Peerless Key Co......... ane 70 
Speed Key Mfg. Co......... ° 149 
Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Co > a 
Ames Supply Co.......... 89 
Bickett, L. M., Co....... 134 
Peerless Key —apaigstehaee 70 
Typewriter Parts and Tools 
Amer. Writing Machine Co....... 78 
Ames Supply Co és - 89 
Shipman-Ward Mfg. “Co. 121 
Wholesale Typewriter Co 118 
Typewriters, Mfrs. of " 
Corona Typewriter .......... .. 67 
Coxhead, Ralph C., Corp........- 139 
Royal Typewriter Co.129, 133, 137, 143 
Smith, L. C., & Corona Tws...... 67 
Underwood, E. F. ....93, Back Cover 
Varityper occ cccccccccccvsccess 139 
Typewriters, Rebullt and oe - 
Amer. Writing Machine Co. 7 
Prubtt, EMO. cccccecccccscsesseces 144 
Reliable Tw. & A _. Corp cath ewe As 
Shipman-Ward Mfg. Co.........-- 121 
St. Louis oe Exch. 147 
Wholesale Typewriter Co. 118 
Visible Systems Equipment ee 
Acme Card System Co. ......+++- 122 
Aigner, G. J., CO. «..eeesees .138 
Globe-Wernicke Co. ... 0088, | 103, 127 
National Blank Book Co. ... : 97 
Shipman-Ward Mfg. Co.......++- 121 
Victor Safe & Equip. Co. ......-- 113 
Wilson-Jomes CO. «1.6.6 cece eeneee 76 
Yawman and Erbe........+-««++- 105 
Wardrobes 
Art Steel Co. ...cccccsssscveccess 144 
Browne-Morse Co. ........0-se065 145 
General Fireproofing Co. ........- 71 
Globe-Wernicke Co, ..... 79, 103, 127 
Waste Baskets 
Ast Beedd OO. wnsccsceccccsesecses 144 
> oneral Fireproofing GR wcocassss 7 
Globe-Wernicke, The..... 79, 103, 127 
Metal Office Furniture Co. ....... 90 
National Vulcanized Fibre Co.....143 











RANI Ee): ets 


The rate for classified advertisements is 


SITUATIONS WANTED 


OFFICE FURNITURE SALESMAN originally trained with Library Bu 
reau, later outstanding in selling files, supplies, desks and chairs to the 
trade, now in another field, desires to return to office equipment Well 
grounded in beth wood and steel, also systems work Has moved mer 
chandise in large volume Prefers to travel middle west for office furni- 
ture manufacturer ; will consider other sections. Top references. Address 
C-98, care Office Appliances, Chicago 


TYPEWRITER SALESMAN and repairman with long experience in branch 
offices of leading companies is open for a new connection after an ab 
sence from the office appliance fleld. Familiar with computing machines 
and other mechanical office devices Prefers to establish with dealer in 
some city of not more than five hundred thousand population Excellent 
references Address C-103, care Office Appliances, Chicago 

OFFICE FURNITURE MAN with twenty years’ experience as salesmar 
and as manufacturer would be interested in a proposition to take chargé 
of office furniture department of some well established retail dealer 
Always a good producer Well acquainted with both wood and steel 
Address C-102, care Office Appliances, Chicago 

STATIONERY SALESMAN who has also conducted business of his ow: 
and has managed stationery department for well known dealer prefers to 
change from retail selling to wholesale Would like to call upon the 
trade for manufacturer of any stationery line or furniture line which 
offers suitable possibilities Well grounded in loose leaf and filing sys 
ten Personally acquainted with leading dealers in the middle west 
Address C-99, care Office Appliances, Chicago 


OFFICE SPECIALTY MAN, formerly sales manager for well known man 
ufacturer, desires to act as sales agent for manufacturer of some office 
appliance which will respond to intensive selling At present located in 
Ohio, but will consider any section which offers suitable possibilities 
Address C-101, care Office Appliances, Chicago 


Experienced advertising 
samples Selling ex 
42nd St., New York 


ADVERTISING MAN Young, college trained 
office supplies for outstanding firms Interesting 
perience Box C-105, care Office Appliances, 100 E 


SALESMEN WANTED 
EXCLUSIVE FRANCHISE One salesman or saleswoman in every city 


to sell very profitable specialty direct to offices Reply Airmail Box 
P-126, care Office Appliances, Chicago 


WANTED-An experienced office chair salesman to maintain headquarters 
in Chicago and cover Ulinois, Wisconsin, Minnesota, lowa, Missouri, 
North Dakota, South Dakota, Nebraska and Kansas Would have no 


Give full details as to experience 
Chicago 


arrying good desk line 
Address P-131, care Office Appliances, 


objection to 
and references 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION covering the middle west from headquarters in 
concentrating now on storage files and a specialty line without 
direct competition, has capacity for additional office supply line Prefers 
something which builds up repeat business The principals of this agency 
built excellent records in personal sales when connected with large office 
appliance organization An opportunity is presented for some stationery 
manufacturer for careful intelligent representation in an important sales 
area Address C-100. care Office Appliances, Chicago 


Chicago 


A MANUFACTURERS’ REPRESENTATIVE calling on dealers in Texas, 
Oklahoma, Louisiana and the territory directly west to the Pacific Coast, 
wishes to add lines of steel office furniture and filing equipment, and 
desk lamps Has had several years’ experience and is well known to the 
trade in the territory Address C-104, care Office Appliances, Chicago 


REPRESENTATIVES WANTED 


EXPERIENCED SALESMAN wanted by well known manufacturer of wood 
ind paper filing supplies for southern territory Must be well acquainted 
with the trade Address P-127, care Office Appliances, Chicago 


TRAVELER wanted to represent one of the leading manu 
facturers of typewriter ribbons and carbon papers Strictly high class 
line with attractive and unusual sales features While experience in rib 
bons and carbons is preferred, it is not essential The man sought should 
be some one now contacting stationers in the South who is in a position 
to do justice to one additional line Correspondence will be handled in 
strict confidence Address P-123, care Office Appliances, Chicago 


SOUTHERN 


ESTABLISHED MANUFACTURER'S REPRESENTATIVES in New Eng 
land and Southern territories will find our desk trays, waste baskets, 
costumers, ete., a profitable sideline Full particulars first letter Ad 
dress P-125, care Office Appliances, 100 E. 42nd St., New York, N. ¥Y 


SELL DIRECT TO OFFICES you can sell our high grade Type 
writer Specialty profitably Liberal profit on each sale Protection given 
Quickly becomes a major line Write for details giving territory you 
cover Address P-128. care Office Appliances, Chicago 


IF Yot 


MECHANICS WANTED 


MICHIGAN FIRM, unusually progressive, serving highest possible class 
of clientele, is interested in two typewriter mechanics familiar with all 
prominent machines, Noiseless in particular Please give full particulars 
Stating salary wanted Address P-124, care Office Appliances, Chicago 


BRANCH OFFICE SERVICES 


WASHINGTON, D. ¢ resident agency, office, sales representation, Gov 
ernment supply proposal contracting, analyses, investigations; graduate, 
mic ent, et Box P-130, care Office Appliances 


business. econ $s. govern 


Chicago 


eight cents a word, minimum charge, $1.60. 


BUSINESS OPPORTUNITIES 

AN EXCELLENT OPPORTUNITY is provided for an experienced sta 
tionery man to develop his own business in an unusually attractive and 
prosperous California city Space to be provided by established dealer 
in typewriters and computing machines who will enlarge store Oldest 
established business in the city Excellent location Will share space 
with stationer on reasonable monthly rental Competent store help will 
permit stationer to go out and make personal contacts. A good field for 
stationery business with negligible competition Address P-122, care 
Office Appliances, Chicago 


WANTED: Proven articles of merit for stationery trade, office and fac 
tory use Exclusive royalty only Our progressive manufacturing and 
merchandising facilities established over ten years can help you. Address 
P-129, care Office Appliances, Chicago 


FOUNTAIN PEN REPAIRING 


REPAIRED for the trade since 1904 
Prompt 
Send a 

, Chicago 


ALL MAKES FOUNTAIN PENS 
Standard Prices——regular trade discount All work guaranteed 
service. Send all makes to one place—saves postage and time 
trial package today Welty Pen & Repair Co., 38 S. State St 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now Send me your data for new 


letters, or unsuccessful letters for reshaping Particulars on request 
Address H. M. Goldthwait, care Office Appliances, Chicago 


PATENT ATTORNEY 


specializing in office equipment and appliances 
Benjamin Franklin Station 


PATENT ATTORNEY, 
Address ©. A. Gustafson, P. O. Box 707, 
Washington, D. C 


FOR SALE AND WANTED TO BUY 


BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines Bought 
and sold. Accounting Machines Corporation, 343 S. Dearborn St., Chicago 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma 
chines, bought, sold and rebuilt Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin 


hILLING AND BOOKKEEPING MACHINES. tate models Elliott-Fisher, 
Underwood, Burroughs, etc., bought and sold. Maloney, Gilmore Co., 
508 S. Dearborn St., Chicago 


ELLIOTT-FISHER MACHINES, 
equipment, bought and sold. Chicago Office Appliance Co., 533 So 
born, Chicago 


Typewriters, Adding Machines, all office 
} : Dear 


ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 
equipment bought and sold Ww Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wisconsin 


KEMINGTON BOOKKEEPING MACHINES models 23 and 21 electrics, 
all sizes, front and back feeds. Adding Machine Sales & Service Co., 
1004 Superior Ave., Cleveland, Ohio 

VISIBLE EQUIPMENT Bought and Sold Established over ten years 
and the first concern to deal exclusively in all makes of visible filing 
equipment Special attention to dealers Commercial Card System Co., 
101 Broadway, New York ’ 


FOR SALE 1,000 Duplex IVI panels for 444” and 5” card, 500 8” panels 
$1.00 each in lots of 25 Visible equipment, all makes, dictating, ad 
dressing and duplicating machines bought and sold. Hanover Office Equip 
ment Co., 80 Greenwich St., New York City. 


typewriters, 


adding and bookkeeping machines, 
Perdue Office 


Graphotypes, etc 


KARDEX, cash registers, 
Ediphones, Addressographs, Multigraphs 
Furniture Company, Jacksonville, Florida 


WANTED 
temington No. 23 Bookkeeping machines 
96 Broadway, New York 


Kardex, Acme, Post Index, Comptometers (Models F-H-J), 
: Universal Office Equipment, 


Folders, Sealers, Type 


LaSalle, Chicago 


Multigraphs, Dictaphones, 
Pruitt, 166 N 


ADDRESSOGRAPHS, 
writers Write us, save moncy 


DICTAPHONES, EDIPHONES—rough or rebuilt—special prices to dealers 
Increase your sales and profits—write us American Dictating Machine 
Co., 1141 Broadway, New York City 


MULTIGRAPH RIBBONS re-manufactured Guaranteed work, quick 
service. Send us your old ribbons today 144 yard reels of typewriter 
ribben fabric, with handy winder, a specialty Also two grades of ex 
cellent duplicator ink. Lewis Co., 95la N. 4th St., Milwaukee, Wis 


MILES INTEROFFICE CONNECTOPHONES $8.75 Amplifiers, calling, 
announcing, paging systems. Sound ‘systems for every purpose Miles 
Reproducer Co., 114 West 14th Street, Dept. OA2, New York, N. Y 
WANTED TO BUY—Destandardized—discontinued—closeouts—used Files, 
Safes, Storage Cabinets, also Vault Doors State quantity available, cash 
price. Information confidential. Acme Safe Company, 216 Centre Street, 
New York City 


LINE-A-TIME Copyholders and all makes of Check Protec 


WILL BUY 
Check Protector Corporation, 53 Park Place, 


tors regardless of condition 
New York City 
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Export Statistics by United States Department of Commerce 


















































United States Exports of Typewriters, Duplicating Machines and Office 7770 7772 777 7775 
Supplies, November, 1934 Standard type Portable type Used & rebuilt Type 
rT writers, new writers, new typewriters writer 
i Countries Number Number Number parts 
K Yugoslavia 45 3.150 77 
- Canada SU 5.506 114 185 4,021 25.839 
. . T / . - Cosia Rica 8 557 5 
; m. 4 ; — ca parts Guatemala 12 S00 
4 / pape OTS and suy Honduras ll 633 6 299 
Countries Pounds Pounds Dozens plies for Nicaragua 20 l cee 
Austria 16 §$ T $ 22 § 16 Panama ; ; l 9 ” 55 157 
Be ‘st via 8 25 125 r 129 282 141 Salvador 28 . - ie “A 
bulgaria ( mM . a ran on " e axe aed 
Czechoslovakia ' 2 64 =~ ° ~ ‘ 5 - 150 - — 4 
De nmark i 5 Barbados : l 10 ; ¥ a 
Finland ; 1,010 117 252 Jamaica . 27 1,827 ti 156 1 25 ; 
France 1,298 272 551 ‘ 12 554 852 Trin. & Tob. . 4 318 5 190 l 10 
Germany ml 2.061 4.516 Oth. Br. W. Ind. . 2 58 
Gibraltar : 2) ‘ Cuba coseee 199 15 368 932 
Greece l Dom. Republic l 6 216 2 105 rar 
Italy lt 194 24 108 he 414 7,224 Neth. W. Ind ; 6 182 % 
Netherland 5X8 , sa 1.0 16¢ 548 2744 Fr. W. Indies 4 i3 4178 5 183 : 
Pol a & Dai l v1 70 231 8 log S38 Haiti, Rep. _of tees 4 8 255 ” 100 20 
4 ~ : An , 1 453 Virgin Is 8 a 75 81 
ga | 2 Argentina 72 4,478 145 16 31 693 959 
Ruman a 2 41 997 x4 be 140 Bolivia ‘ nt g 
pain , - ‘ x o2 : 23 
ll ; ; * oes on ; . sean ye - 234 . | oat 418 
Switzerland R54 1,028 1,845 1,857 134 956 17le Colombia =aaacuear Tae 10,833 98 25 87h "60 
Un. Kingdom 5 585 7,511 16! 1,097 3.168 6.84 Ecuador 8 600 ik ‘ rs 
Yugoslavia 25 l 49 85 Br. Guiana oan 1 
Canada 8.255 6,695 2.315 1,368 x9 1,28 6,978 Surinam ..... l SS ‘ 
Costa Rica f 7 be 297 ’ 265 Fr. Guiana ees 7 
Guatemala 1.0% 45 1x9 l 163 65 22 Paraguay : : 15 1,125 
Honduras 1] 451 1 7 117 wo Peru wy 110 6,688 185 5.186 18 679 99R 
neuen - Lae RX Fi ‘ F 12 28 Uruguay 33 1,925 30 Sil ee 
teen: on <0) 1,633 2t : 12 43 124 Venezuela cai I 2,665 63 1,753 7 223 5 
Mexico Lal , ann : - -4 a. e : Sawdi Arabia ...... 2 
Newf. & Lab 144 ‘ 1] . é< -t r,t - Br India ee 274 174 5,657 141 5,662 17,976 
Bermuda 674 18 1 British Malaya 22 123 4,220 8 
Barbados ° Ceylon re ) 224 
Jamaica 1,227 161 29 187 ® 28 ’ China . . . 66 7 902 67 1,422 
Trin. & Tob 138 48 ‘ Neth. India : 189 151 284 7 230 248 
Oth. Br. W. Ind 74 64 Fr. Indo-China 79 x 1,221 12 
Cuba 3.00 1,129 1.21 1 ; as ao ae Hong Kong go 67 2 414 6 234 
Dom. Republic ® re 527 621 p 24 pa 180 Iraq ... cans 15 : 
Neth. W. Ind 6,020 2.081 i ' 10 RR 1 Japan e+ eeeee 57 130 809 166 779 
Haiti, Rep. of 167 71 - 12 om Kwantung t 240 P ; : 
Virgin Is. U.S 10 TH F ‘ _ Palestine , 93 16 60 15 500 15 
Argentina YOR 121 g2] 704 19 1 599 641 Persia paula 18 12 42 
Bolivia 2 - . ‘4 an 10 Phil, Is ; i 106 49 1,896 52 1,068 126 
Brazil 262 19 6.118 7.041 1.60 71 $734 Siam ‘ e 22 12 
Chile 4 me a4 “ “ 420 Syria : . 5 ) 329 
Colombia 1.4 Tle 1 ) 8?) » as j 71 Turkey , 10 tT) 1.375 : 
Br. Guiana 1 2) ss Australia i S08 } 70 2 .07€ 10 148 9,130 
French Guiana j Br. Oceania l 2s 
Peru =/ . 7] n ~~ i790 New Zealand 65 4,312 16 i62 12 272 
Uruguay oy ms ms en as Belgian Congo : 10 15 
Venezuela 4.954 1.018 67 11R a4 194 Ki Br. E. Africa... 14 312 
Aden Te 42 Un. of So. Afr — 132 9,164 0 911 79 2,667 741 
Arabia , , Oth. Br. So. Afr 2 158 15 422 
British India 64 19 7.022 2» 172 192 Gold Coast 7, l & 9 29) 
sritish Malaya 84 ? 1,21 39 127 i 65 Nigeria ‘ 17¢ l 45 
Cevlon ‘ 1 ms ie Egypt 7 2,590 26 936 20 645 
China 124 14 oN 14 ; 504 Algeria & Tun 27 2,195 5 198 28 1,157 
Netherland Ind 1 210 i g - nme 0 Oth. Fr. Africa... l4 1,458 32 975 : 
French Indo-China " on ar ‘ Italian Africa 11 770 13 539 6 249 5 
Hong Kong 2 211 IN 171 F, Liberia . < 47 
Japan 999 ” 12.565 . oy ree >) Morocco ‘ 8 150 195 
Kwantung 8 Fj 9, Canary Is 2 } 21 820 17 646 
Palestine . 27 l 14 & Oth. Span Afr 9 227 
Persia ‘ NT 
Phil Islands 428 169 5.7 9 327 457 1 mr 624 Total 7.764 $512,213 6.940 $216,507 1.276 $99,838 $71,885 
Siam ~o1 
Syria , 40 112 er T an pate Shipments to 
Turkes 182 i :' Hawaii iit 45 $ 3,156 112 $ 4,540 51 $ 1,541 § 248 
Australia ; 9 802 867 1.269 49 827 ane Puerto Rico 70 4,389 1 198 112 4,285 31 
— 7 sr gg : Li United States Exports of Adding—Calculating—Billing 
‘ Lealand xi " i 190 : : 
Br. E. Africa 144 74 ; : and Bookkeeping Machines, November, 1934 
Un. of So. Afr ) 280 1,182 4 547 1,131 1,825 TTh3 
Gold Coast 89 65 7752 Type 
Egypt oT Es 82 8 154 Listing writer 7756 7757 
Italian Africa lt 11 l 24 adding bookkeeping Listing, Calculat 
Liberia .. 158 125 bookkeeping billing adding ing 
- rocco .. 45 machines machines machines machines 
ay ay An sis + - ; . Countries Number ears ; Number : Number 
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Total 103.8 $25,245 62.406 $40.455 1.204 $25,998 $529.189 Belgium ....... ll $ 14,514 5 4,797 18 80 $ 13,180 
Czechoslovakia se « l 1,008 1l4 & 1,130 
Shipments t Denmark ..... vr 2 2,568 5 2,670 92 
Hawa $10,227 832 $ € 290 $1,083 $ 1,145 Estonia ..... : 3 
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Salvador 660 il 
Mexics 2,508 14,051 2,087 j I so 
Newf. & Lab Mi i ’ 








Bermuda we - 
ica 4 88 ] f 
r Brit. W. Indies t 2s 
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Netherland W. Indic 20 57 2 lz S 
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bia 17.646 1.68 4 100 
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lay 157 7; 

lela lll y 4 l 45 y 


Is 11 12,54¢ 1,1 2,181 1,158 ; Hl 





Union of S. Afr 8 23.5 } ! 8 Let 41 1,204 
Madagascar 108 
Morocco f 1 82 
M bique 998 f 
Total $s) ry 17.721 4 7 7.388 £48 1.581 $17,264 
Shipments t 
Haw ¢ 20 12.005 $ 2.8 1 $ 1 ¢ RaQ 
Puert R 17 9,832 1,67 65 174 l I 


(Additional Export Statements are on Page 140) 
> 
SCANT APPROPRIATION LIMITS EXPORT DATA 








Reference as made on Page 8 of the February issue of Office Ap 
pliances to incomplete export statistics covering shipments or rrit 
ing inatruments as recorded by the United States Department of 
Commerce 4 letter dated February 11 from Tho 12 Burke chief 
specialties Division of the Department of Commerce, erplained hy the 
statistics were not complete Beginning July 1 1932 the funda and 
personnel of the Bureau of Foreign and Domestic Co erce were cur 
tailed drastically The acope of the export statistics re curtailed dras 
tically and the statistics were limite to the lines of merchandise shipped 
hy freight This necessitated cutting down on many tabulationa in 
cluding statistics on writing instruments and other items of high value 
md low bulk. which are exported by parcel post 

{1 hearing was held before the sub-committee of the appropriations 
committee of the House of Representatives, at which the department 

is represented Statements were presented outlining the present in 
adequate export statistics so far as fountain pens and other commod 
ities hich are exported by mail—and sufficient funds ere requested 
to resume the tahulating of exports by parcel post, beginning with the 


seal year. July 1935 
Wr. Burke indicated that the department has hopes that the necessary 





funda will he appropriated eufficient funds are of 1de available 
n ‘ of the present inaccuracies of the export rasifications for rit 
ing instruments, this classification will probably be dropped from the 


Department's export statistics 





There is a possibility that stationers and manufacturers of rifting 
inat ents could exert pressure on their representat ea n Congress 
to have sufficient funds appropriated to permit the res ption of fu 
service by the department on the products of the writing istrument 
6 ; 

In case Congress fails to provide the funda necessary to a fi ctor 
erage on the export atatistics covering fountain pens and echanica 
pencils, hoth shipments by parcel post and by freight mm alternative 
ie offered If manufacturers send tabulations on a specified date each 
month Office innliances volunteers to wdertake such tabulationa. to he 
tdded te he other export statiatics provided hy the govern ent 


UNITED STATES-BRAZIL TRADE AGREEMENT 


Commerce Reports indicate favorable progress in the negotiation of a 
trade agreement between the United States and Brazil This insures 
reciprocal treatment, and special safeguards against the impairment of 
trade benefits of this agreement through import quotas, new internal taxé 
of financial exchange control 

As planned this agreement will benefit many American industries. The 
document indicates benefits to users of typewriters, Ca ilating and a 

nting machines, cash registers 

> - 
Italian Office Machine Business 

Die Biro Industrie (Berlin) commented on the Italian Office machine 
business for the first half of 1934 During that period a substantial re 
covery was made from the effects of the crisis of 1933 The mports of 
ndding and calculating machines, which in the first six months of 1932 
smounted to but 354 units, and in the same period of 1931 had arisen to 
420 units, in 1934 had increased to 420 units The share of Germany in 
the Italian trade fell off from seventy-nine to seventy-six units. Imports 
from the United States rose from 268 units to 389 units 

The imports of typewriters showed the same trend as the calculating 
and adding machines. The American machines made a gair 

The Italian governmental statistics show for the first time a separa 
tion of correspondence and portable typewriters, which had heretofore 
been grouped together In the first half year of 1934 Italy imported 
1,995 standard machines, and 2,463 portable machines. Sales of portables 
in 1935 were better than standard machines in 1935. It appears that one 
American typewriter manufacturer does the greater part of the portable 
typewriter business, due to its many sales outlets in Italy 

- a oe 
Russia to Establish Another Typewriter Factory 

Buré-Bedarf Rundschau quoted a report from Russia that a second 
factory for the production of typewriters is to be erecteed at Kasan It is 
to be in operation by 1936, with an annual capacity of 30,000 typewriters 
This capacity is ten times that of the Russian typewriter factory already 
ir 
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patents shown 





here can be obtained 
~ Patents, Washington, 
each in cash, postoffice 
check. Stamps and 


Coptes of 

from the ¢ 

D. C., for ten cents 

orders or certified 
personal checks not accepted. 

Design Patent No. 94,365. Combined ash receptacle 
and match holder. Edward Schultz, Chicago, til. (as- 
signor to the Nagel-Chase Manufacturing Company, 
Chicago, Hll., a corporation of tilinois). Application 
May 4, 1934. Serial No. 51,783. 

Vesign Patent No. 94.412. Combined hectograph 
duplicating machine stand and hectograph roll storage 
cabinet. John J. Flanigan, Oak Park, tli, (assignor 
to L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N. Y., a corporation of New York). Application Oct. 


PM MILSSLONET 


27, 1934. Serial No. 53,793. 
Design Patent No. 94,511. Typewriting machine. 
Lewis C. Myers, Freeport, N. Y. a aa to he - 


Typewriter Company, inc., New York, Ves cor- 
poration of New York). Application aA is. 1934. 
Serial No. 51,074. 

Design Patent No. 94,516. Label holder or similar 


article for filing equipment and the like. Kurt Rettich, 
Grand Rapids, Mich. (assignor to The Keeler Brass 
Company, Grand Rapids, Mich.). Application Oct. 12, 
1934. Serial No. 53,590. 


1,987,622. Duplicator. Julius Hauf, Chicago, II. 
Application Aug. 5, 1932. Serial No. 627,578. 
1,987,742. Keyboard clutch. George W. Lawrence, 


Los Angeles, Calif. 
Los Angeles, Calif.). 
rial Ne. 570,623. 

1,987,764. Sheet metal case. Lawrence H. Walker 
and David E. Hunter, Muskegon, Mich. (assignors to 
The Shaw-Walker Company, Muskegon, Mich., a cor- 
poration of Michigan). Application Sept. 30, 1933. 
Serial No. 691,582. 

1,987,801. Printing device. 
Los Angeles, Calif. (assignor to National Postal Meter 
Company, Los Angeles, Calif., a or ~ of Cali- 
fornia). Application Nov. 27, 933. Serial No. 
699,886. 

1,987,816. Check endorsing machine. Dean S. Bow- 
man, Philadelphia, Penna. (assignor to Lanston Mono- 
type Machine Company, Philadelphia, Penna., a cor- 
poration of Virginia). Application July 19, 1933. Se- 
rial No. 681,067 

1,987,901. Paper and method of making. Ralph A. 
Hayward, Parchment, Mich. (assignor to Kalamazoo 
Vegetable Parchment Company, one. A ene 
Application Sept. 6, 1932. Serial No. 631,7 

1,987,923. Duplicating machine. Ernst J. , 5 
Winnetka, Il. (assionor to A. B. Dick Company, Chi- 
cago, Ill., a corporation 4 Illinois). Application May 
27, 1932. Serial No. 613,845. 

1,987,932. Pedestal. Calvin S. Greenwood and Lewis 
C. Travers, Gardner, Mass. (assignors to P. Derby 
Company, Gardner, Mass., a corporation ef Massachu- 
setts). Application April 30, 1932. Serial No. 608,452. 

1,987,960. Typewriter key cushion. Otto Kretchmer, 
Newark, N. J. (assignor to Peerless Key Company. 
Inc., New York, N. Y.. a corporation of New York). 
ae 6 May 9, 1933. Serial No. 670,082. 

88,037. Supporting and cushioning device for 
nals and the like. Cart Fiirrer, Zug, Switzerland 
(assignor to Landis & Gyr, A.-G., Zug, Switzerland, a 
corporation of Switzerland). Application June 28, 
1930. Serial No. 464,439. in Switzerland, July 12, 


1929. 

1,988. 189. Typewriting machine. William A. Dob- 
son, Bridgeport, Conn. (assignor to Underwood Elliott 
Fisher Company. New York. N. Y., a corporation of 
Delaware). Application Sept. 23, 1931. Serial No. 
564,482. 

1,988,232. Typewriter. John H. Barr, Ithaca, N. 
Y. (assioror to Barr-Morse Corporation, Ithaca, N. Y.. 
a corporation of New York). Application Feb. 16, 
1931. Serial No, 516,195. 

1,988,272. Duplicating machine. John J. Flanigan, 
Vak Park, Ill. (assignor to Vivid, Inc., Chicago, Hl.. 


(assignor to William J. Pearson, 
Application Oct. 23, 1931. Se- 


Commodore D. Ryan 


a corporation of oe. Application Feb, 3, 1932. 
Serial No. 590.619 
1,988,312. Typewriting machine. George G. Going, 


Glenbrook, Stamford, Conn. (assignor to Remington 
Typewriter Company, tlion, N. Y., a corporation of 
Application June 24, 1931. 


New York). Serial No. 
546,466. 

1.988, 368. Filing device. Albert A. Ainsworth. 
Ossining. N. Y. Application April 19, 1932. Serial 
No. 606,209. 

1.988.474. Sharpening device for safety razor blades. 


Charles E. Beardsley, Bethiechem. Conn, (assignor to 
Scovill Manufacturing Company, Waterbury. Conn. a 
corporation of Connecticut). Application March 24, 
1934. Serial No. 717,162 


1,988,723. Marking compound. (No illustration). 
Harold W. A. Dixon, Hollis, N. Y. Application July 
24, 1931. Serial No. 553,001. 


1,988,896. Multiple register machine. John E. W. 
Greve, Chemnitz, Germany (assignor to Astrawerke Ak- 


tiengeselischaft. Chemnitz, Germany). Application 
March 31, 1933. Serial No. 663,838. In Germany 
April 26, 1932. es 

1.988.913 Typewriter. Gine Modiglianu, Ivrea. 
Italy (assignor to firm, Ino. C. Olivetti & C., Ivrea, 
Italy). Application Sept. 30, 1931. Serial No. 566,- 


104. In ttaly June 25, 1931. 
1.988.940. Typewriting machine, William A. Deb- 
son, Bridgeport, Conn. (assignor to Underwood Elli- 
ott Fisher Company. New York, N. Y.. a corporation 
of Delaware). Application May 23, 1930. Serial No. 
454.871 

1.988.973 
Haim Shroitman. 
May 9, 1934. Serial No. 
April 4. 1933. 

1.989.049. 
Youngberg, Meridan, Conn. 
Serial No. 385.650. 

1,989,087. Device for straightening type levers for 
typewriters. Fritz Eibert. Munich, Germany (assignor 
to Dr. Jur., Robert Wolff. Basel. Switzerland). Ap- 
plication Jan. 4, 1933. Serial No, 650,088. In Ger- 
mony Nov. 3, 1932. 

1,989,203. Chair. Lewis Larcen, Menominee. Mich. 
(assignor to Hevwood-Wekefield Company. Roston. 
Mass., a corporation of Massachusetts). Application 
Jan. 28. 1933. Serial No 653.988. 

1,989,313. Cash reoister Maximilian M. Goldberg 
(assionor to The Nations! Cash Resister Company. 
Dayton. Ohio. a corporation of Maryland). Application 
Oct. 23. 1930. Seria! No. 490.703. 

1.989.351. Fountain pen and other markina means. 
Lucius A. Crowell, Chicaoe ti! ‘assianor to The Par- 
ker Pen Company. Janesville. Wis., a corporation of 
Wisconsin), Application Jan. 18, 1934. Serial No. 
707.088. In Mexico Oct. 21. 1933 

1,989,370. Improved graphite writing and drawing 
lead. (No ilustration.) Kari Kreutzer, Nuremberg, 


Adjustable and convertible copy holder. 
Jerusalem. Palestine. Anplication 
724,818. tn Great Britain 


Card handling mechanism. Walter : 
Application Aug. 13, 1928. 


Germany (assignor to the firm of J. S. Staedtier, Nu- 
remberg, Germany). 
rial No. 556,303. 


Application Aug. 10, 1931. 
In Germany Dec. 8, 1930. 
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1,989,412. Temporary blanking mechanism. Stanley 


A. Gruchacz, Bloomfield, New Jersey (assignor to Mon- 
ree Calculating Machine Company, Inc., Orange, N. J.. 
a corporation of “ee Application June 28, 
. Address plate. Warren B. Detwiler, 
North Hills, Penna. (assignor to Curtis Publishing 
Company, Philadelphia, Penna., a corporation of Penn- 
Seen. Application Aug. 8, 1932. Serial No. 627,- 
8! 


1,989,783. Dictating machine. Theodore H. Beard, 
Manfred J. Johnson and John E. Renholt, Bridgeport, 
Conn. (assignor te Dictaphone Corporation, New York, 
N. Y., a corporation of New York). Application Aug. 
16, 1929. Serial No. 386,464. Renewed May 20, 1932. 

1,989,793, Rotary duplicator. James K. Duncan and 
Clifford N. Johnson, Chicago, Ill. (assignor to Ditto, 
Inc., Chicago, I1l., a corporation of West Virginia). 
Acgmentee Jan. 4, 1932. Serial No. 584,642. 

1,989,805. Bank balancing and check writing device. 
Oscar imber and William Howard Altschuler, Brook- 
7 Y. Application Aug. 24, 1927. Serial No. 

1,989,840. Sorting device. John W. Armbruster, 
East Rockaway, N. Y. (assignor to International Busi- 
ness Machines Corporation, New York, N. Y.). Orig- 
inal application Feb. 5, 1930. Serial No. 425,966. 
Divided ead this application July 11, #931. Serial 


No. 550,110 
. Shelving unit. Ernest E. Davies, East 
N. Y. Application March 2, 1933. Serial No 


Paper fastener. John Schade, Holyoke, 
. (assignor to National Blank Book Company, a 
corporation of Massachusetts). Application Oct. 5, 
1933. Serial No. 692,258. 
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1990349 
1,989,911. Pile elevati hani Ernest J 


9451 





assignor to A. B. Dick Com- 


Brasseur, Chicago, Ill. 
. . re Original application 


(ass 
pany, a corporation of Iilinois). 





Oct. 3, —— — No. 309,941 vided and this 
application Apri 1930. Serial No. 445,797. 

1,989,922. "Stencil cutting sheet. Almon A. Heath, 
ag tN Calif. Application Nov. 22, 1932. Serial 

0. 832. 

1,990,019. Indexi device. Robert Officer Black- 
wood, Melbourne, ictoria, Australia. Application 
July 2 1933. Serial No. 682,008. in Australia Sept. 

1,990,104, Attachment for copyholders. Bonnie E. 
Van Alstyne, San Francisco, Calif. Application Aug. 


13, 1934. Serial No. —_— 
1,990,136. Loose leaf structure. John Schade, Holy- 
(assignor to National Biank Book Com- 
Holyoke, angie a corporation of Massachusetts). 
Apotication ae. Serial No. 
ecor 


1,990,300. rece! 
Canton, Ohio ee or to The Diebold Safe 
Company, a corpora’ ion. 4 Ohio). Application Feb. 29, 
1932. jal No. 595,89 

1,990,304. Combined cenarel ng and registering pos- 
tal scales. Frank 8. Mulford and Raymond OD. 
Schnoor, Chicago, I1., said Schnoor assignor to said 
mettre. Application June 9, 1930. Serial No, 459,- 
919 


hi om Ritzer. 
Application may, Se- 
enewed June 27 934, = Ger- 


od typewriter without shifting de- 
Frankfort-on-the-Main, Ger- 
Serial No. 564,390. 


iMntdal 


1,990,349, 
feld. Berlin, Germany. 
rial Ne, 536,255. 
many Jan. 23, 19 

1,990,415. Thrust r 
vice. Heinrich Nocken, 
many. Application . 22, 1931. 
in Germany Oct. 3, 1930. 
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WE DO OUR PART 


EFDITORIAL 


California Faw Trade Act 


@ Under the Fair Trade Act of California, a 
manufacturer may contract with a dealer to sell 
his branded name or trade-marked articles at a 
price established in the contract and the dealer 
is bound to observe this price. Such merchandise 
must be in fair and open competition with other 
merchandise of the same general character. One 
section of the law provides that even though a 
dealer does not buy merchandise direct from a 
manufacturer and has no contract, he cannot sell 
such merchandise at a price other than that cov- 
ered in the regular dealer contract. 

This opens up an interesting field of specula- 
tion. Suppose A desires to buy certain trade- 
marked articles. He orders them from the whole- 
sale stationer. This is a straight out sale, not a 
conditional sale. It would seem that the man who 
bought the goods and paid for them should have 
exclusive title in them including the right to sell 
them at whatever price he deemed profitable. On 
the other hand, the maker claims that his trade- 
marked goods have won a great reputation, that 
the retail price is standard and understood and 
that to cut the price is to a certain extent to de- 
stroy or impair the good name of his product. 

The matter, we understand, has not yet come 
before the Supreme Court of California. It will 
be interesting to read the court’s opinion on this 
matter which seems to go pretty deeply into the 
primary rights of individuals and will influence 
no doubt the trend of thought on how far a pro- 
ducer can control the disposition of his product 
after it has left his hands by bona fide purchase. 


+ @ + 


"What Can Be Done About It” 


A subscriber in the east has forwarded two 
circulars bearing prices on steel files, issued by 
two steel equipment concerns located in the same 
city and having somewhat similar corporate titles 
and close-by street addresses, which give the im- 
pression of their being allied. One circular is 
addressed to dealers and the other to users, yet 
when the dealer figures his discount offered by 
one concern, he finds, if he has access to the cir- 


cular of the other addressed to users, that goods 
bearing identical numbers are offered to users at 
practically the prices which dealers have to pay. 
This may be a case of “not letting the right hand 
know what the left hand doeth.” 

As the distinguishing numbers of the files are 
the same, it is a reasonable assumption that the 
lines announced in the two circulars are identical. 
Our dealer friend is naturally disquieted and won- 
ders what can be done about it. 

What can be done? 

If the two concerns are or are not allied in any 
way, both doubtless are within their legal rights 
under the law and under the steel furniture code. 

One idea will probably occur to all dealers who 
consider the situation. That idea is—to follow 
the suggestion made by the Stationers Associa- 
tion of Greater St. Louis and referred to in the 
January number of Office Appliances. It is that 
dealers buy from manufacturers under whose 
policies they are protected. 

Dealer outlets are becoming increasingly im- 
portant. The majority of leading manufacturers 
recognize this fact and conduct their business 
under policies which afford protection to the 
dealer. 


oo 


Typewriter Cripples Serve Some 
U.S. Anmy Posts 


@&4To become a private soldier in the United 
States Army, a man must be a perfect physical 
specimen, with a mentality above the average. 
Invalids, those afflicted with lurking diseases, 
cripples, the illiterate, men of subnormal intel- 
ligence—none such are wanted among Uncle 
Sam’s regular troops. Rules are applied with 
particular rigidity in time of peace, when there 
is no urgent demand for recruits. This is quite 
as it should be. 

An Office Appliances subscriber brings up the 
point that while every possible means is pro- 
vided to secure good men and to take care of them 
after enlistment, scant attention is paid to the 
typewriter equipment provided at some of the 
army posts for the use of officers and non-coms 











12 
in making out reports, orders, bulletins, etc. It 
is even suspected that some officers have bor- 
rowed the family’s portable typewriter rather 
than face the uncertainties of the official post 
machine. 

Without asserting that all army posts support 
antique and crippled writing machines, the cor- 
respondent does assure us that he knows of three 
army posts where the condition of the typewrit- 
ers in daily use is not a credit to the nation. He 
assures us that machines from ten to twenty 
years old are still in service, and when one of 
them breaks down and refuses ionger to function 
the repair cost is sometimes twice the value of 
the machine. 

It should be remembered that the clerical work 
which must be done at an army post is a real job 
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which requires the services of several men. 
Surely, if the condition described by our corre- 
spondent applies to army posts generally, ‘‘some- 
thing ought to be done about it.” 

We have no doubt that the condition above de- 
scribed, wherever it prevails, is one of those loose 
ends which are likely to occur in organizations 
whose direction is concentrated in a central staff 
having a multitude of things to do which must 
be done according to an inflexible formula. If 
typewriter and office equipment men will study 
the situation, they will find a way to the ear of 
some army headquarters man who can bring 
about the purchase of suitable machines through 
an understanding of the economies to be effected 
by the same periodical equipment renewals that 
private organizations find desirable. 


Mr. Allen Speaks on Georgian 
Pre-History 

Early last month Ivan Allen of the 
Ivan Allen-Marshall Company, Atlanta, 
made an interesting talk on the archae- 
ology of Georgia. He spoke over Sta- 
tion WSB from the Biltmore hotel 
studio under the auspices of the Agnes 
Scott Institute. He referred to the 
coming of Ferdinand DeSoto with six 
hundred soldiers and two hundred thir- 
teen horses—the first horses to be seen 
by the natives of this part of the North 
American continent. DeSoto landed on 
the present site of Tampa, Fla., in 1539 
and marched north a thousand miles 
seeking gold and planning a vast Span- 
ish empire in the new world. Fifty 
years ot more later came Sir Walter 
Raleigh’s attempts to settle colonists in 
Virginia and it was over seventy-five 
years before the Mayflower landed its 
little company on “the stern and rock- 
bound coast” of Massachusetts. 

But hundreds of years before these 
events the Indians or their predecessors 
had built monuments and mounds con- 
taining relics of a vanished or a vanish- 
ing race. 

Mr. Allen referred to the work being 
done in Georgia by the state forestry 
and agricultural department; to the aid 
of the Federal government, and to the 
active interest of the Smithsonian Insti- 
tution in examining the great Ocmulgee 
mounds near Macon, the Etowah 
mounds near Cartersville and mounds 
in other parts of the state, all of which 
will be excavated and their relics brought 
to light. These mounds will be the 
nucleus of a wonderful system of state 
parks, reached by fine automobile roads, 
with accommodations for pleasure tour- 
ists and those seeking knowledge of 
American pre-history. Furthermore, 


the old Spanish missions will be re- 


Here and There 


stored, also the largest of several Span- 
ish forts in North Georgia—a rock wall 
eight hundred feet long and ten feet 
wide at the base. This is on what is 
now known as Fort Mountain, eight 
hundred feet higher than Lookout 
Mountain at Chattanooga. The land 
on top of the mountain where the fort 
stands is to be made into a state park 
accessible by a fine road. The old fort 
will be restored. 

Mr. Allen urged his hearers to attend 
a lecture on February 8 at the Agnes 
Scott Institute by Dr. Charles C. Harold 
of Macon, president of the Georgia 
Archaeological Society. 


co 


Kimball Passes Eightieth 
Birthday 


Office Appliances is in receipt of a 
good word from J. N. Kimball, wishing 
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Reduced Reproduction of the Llustra- 
tion Which Embellished J. N. Kim- 
ball’s Birthday Greetings Sent to 
Friends on His Eightieth Anniversary 


us many happy returns of his birthday. 
He says: “This is a great scheme. When 
we wish the other fellow happy returns 
of his birthday, what do you get out of 


it? Nothing. But my plan works both 
ways. Fifty-fifty. Kind of boomerang, 
you know, and mighty satisfactory to 
the wisher.” 

J. N. Kimball, whose fame as a 
teacher of typewriting and conductor of 
typewriting contests is nation-wide, cele- 
brated the eightieth anniversary of his 
birth on February 26. 

Mr. Kimball has had a colorful and 
interesting career. Before he became 
connected with the typewriter industry 
he was a civil engineer in the employ of 
the New London and Northern rail- 
road. He was the first stenographer 
employed by the Winchester Repeating 
Arms Company of Springfield, Mass., 
and was the first user of a typewriter in 
the Old Bay state. He had to supply 
his own machine which he brought from 
New York City. Later Mr. Kimball 
organized a business school and became 
interested in commercial education and 
alive to the advantages and possibilities 
of speed and accuracy in typing. About 
1906, when Office Appliances donated 
a small silver cup as a trophy to be con- 
tested for in typewriting contests at the 
business show, Mr. Kimball became in- 
terested. The cup carried the title 
Champion of America. Later, the jour- 
nal organized the International Con- 
tests for Speed and Accuracy in Typ- 
ing. Then followed the purchase (by 
contribution of several manufacturers 
and the Business Show Company) of 
the one thousand dollar Office Appli- 
ances silver trophy and the appoint- 
ment of Mr. Kimball as manager of the 
contests, which he supervised until their 
discontinuance years later. 

Several years ago Office Appliances 
and the Business Show Company dis- 
continued official connection with the 
contests and they were carried on inde- 
pendently for a time under Mr. Kim- 
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ball’s direction. In September, 1930, 
he discontinued contest work and re- 
tired to enjoy his favorite hobby, fishing. 

Despite Mr. Kimball’s policy of con- 
gratulating the other fellow, Office Ap- 
pliances extends its felicitations in the 
good old-fashioned way. May he live 
to be a hundred! 

co 

Old Friend’s Address Wanted 

Will some one furnish the address of 
Mr. Vorley Wright? Two of his old 
friends would be glad to have it. 
Neither wishes to “make a touch.” 

Ancient Typewriter Buys 
Barrel of Beer 

This is the story of the exchange of 
an old Bennett typewriter for a barrel 
of beer. 

The Milwaukee Journal got it first 
from Alderman Dietz of Milwaukee 
and played it up. Then came the Asso- 
ciated Press who scented a story of wide 
interest and humor. Result: Many 
columns of publicity, beer for the 
legionnaires of Brownwood, Tex.; fame 
for J. A. Collins, typewriter dealer of 
Brownwood, and another typewriter 
antique for the Milwaukee Museum. 
Here’s how: 

J. A. Collins, a typewriter dealer at 
Brownwood, Tex., after reading the ar- 
ticle in Office Appliances for January 
about the typewriter collection presented 
by Alderman Carl P. Dietz of Mil- 
waukee to the Milwaukee Public Mu- 
seum, wrote to Mr. Dietz, stating that 
he had a Bennett typewriter, a small 
wheel-type machine a little larger than 
a pencil box. Mr. Dietz immediately 
wrote to Mr. Collins who replied with 
a somewhat surprising proposition. “I 
have a plan,” Collins wrote, “by which 
the city of Brownwood might make a 
fair exchange without any cash consid- 
eration. We think of Milwaukee not 
as the home of the typewriter, but as 
the home of beer, that is, some of us 
do. This is one of those dry towns 
where you manage for your beer. It is 
all right to ship it in here if it is ordered 
out of town. 

“Here is what I have in mind. The 
writer is a past commander of the local 
Legion post. I would like to throw a 
party assisted by Alderman Dietz and 
Mr. Schlitz or Mr. Pabst. If you all 
can arrange for the beer, one-half barrel, 
I can arrange for sandwiches and sev- 
enty-five or a hundred Legionnaires and 
have a good time and the Milwaukee 
Museum will have the typewriter.” 
(On learning of this proposition, the 
Schlitz Brewing Company immediately 
undertook to see that the Texas boys 
shall not perish from thirst.) 

The foregoing letter appeared in a 
recent issue of the Milwaukee Journal. 
In a later issue of the Milwaukee Jour- 
nal, it was pointed out that the publica- 


tion of the previous article had disclosed 
a big thirst in Texas and that this in- 
volved a serious mathematical problem 
of dividing one-half barrel of beer 
among all those who wished to attend 





A Hard and Difficult Prospect.—A. W. 

Liebes, manager of the Underwood El- 

liott Fisher Company at Albuquerque, 

N. M., demonstrates the Underwood 

portable typewriter to a “wooden” pros- 

pect—not the Wooden Horse of Ancient 
Troy. 


the party. The ante was raised, there- 
fore, to a barrel of beer and according 
to last reports, there it remained. 

The Associated Press wired the local 
newspaper for a photograph of Mr. 
Collins and the typewriter The Mil- 
waukee Journal had put the story on 
the front page along with the Dionnes, 
the Hauptmanns and Rudy Vallee. He 
suggested that instead of the barrel of 
beer, bottles could be served more con- 
veniently where a barrel would be hard 
to store. So we judge that the equiva- 
lent of a barrel in bottles will be pre- 
sented to the Brownwood Legion post 
in exchange for the Bennett typewriter. 

Several interesting replies to the pub- 
licity have come in unexpectedly. One 
man read the story in a Lubbock, Tex., 
paper, two hundred fifty miles away 
from Brownwood. Another wrote in 
from San Angelo. A Legion member 
said that at Brady, fifty miles south, a 
number would be present at the party 
and so on. 

A copy of the Milwaukee Journal 
was sent to Mr. Collins by Miss Dor- 
riss Gregory, who is working for the 
Milwaukee Journal and is a former 
Brownwood girl. Mr. Collins suggested 
that Alderman Dietz send one of his 
late pictures and a mat for use in the 
local papers. 

The question of packing the type- 
writer for shipment having come up, 
Collins thought it would be a good plan 
to pack the machine in pecans, Brown- 
wood being the home of H. G. Lucas, 
president of the Pecan Growers Na- 
tional Association, and the center of 
the pecan growing industry. The Ramey 
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Pecan Company has offered to supply 
some shelled pecans, “and we are hop- 
ing,” says Mr. Collins, “to find some- 
one who has some good sized pecans on 
hand to help fill the package.” 

Who will get the pecans—whether 
the alderman or the brewery—is a ques- 


tion as yet unanswered. 
o> 


Joe Hildreth En Tour 


Joe Hildreth of the Esterbrook Steel 
Pen Manufacturing Company, Camden, 
N. J., and Chicago, officially retired, 
but holding, hore ~The a roving com- 
mission as Esterbrook salesman emer- 
itus, left the week beginning February 3 
for Honolulu, having revisited most of 
the interesting spots in California dur- 
ing the last eight or ten weeks. After 
a trip through Death Valley, Imperial 
Valley, Palm Springs and other points, 
he returned to San Diego on February 
1, the next point on the itinerary being 
Hawaii. 

A card received early last month pre- 
sents a fascinating picture of the swim- 
ming pool of El Mirador hotel, Palm 
Springs, with the hotel in the middle 
background and a range of precipitous 
hills in the distance. A photo postcard 
shows Joe himself standing beside a 
“bad water” sign in Death Valley, 
279.8 feet below sea level. Joe says that 
nevertheless and notwithstanding, there 
are plenty of potable liquids to be found 
there. 

Observing Joe’s top coat brings the 
reflection that January is a good time to 
visit Death Valley. 

Joe does not operate a camera, but he 
has a photographic memory, which, sup- 
plemented by a well-selected lot of post- 
card pictures, makes an interview always 
worth while. If he could be persuaded 
to use a movie camera on his travels, he 
might become famous as a lecturer— 
who knows? He could collect an audi- 
ence almost anywhere, and with Bill 
Smith to do the introduction, things 
would be sure to go with a bang. 

A day or two on going to press 
members of the Office Appliances staff 
received postcards from Mr. Hildreth 
postmarked Honolulu, Hawaii, Febru- 
ary 16. The hour named is 8:00 A. M., 
so it is not difficult to draw the inference 
that Mr. Hildreth rises reasonably early 
in the morning. (Perhaps he retires after 
the last mail collection at night.) He 
tells us that he had a wonderful trip and 
that Honolulu is a beautiful place. He 
expects to get back to Chicago where he 
will be at home at Esterbrook’s about 
March 10. 

The pictures on the cards vividly por- 
tray the tropical surroundings of the 
principal objects pictured, in the one 
case a statue of the late King Kame- 
hameha and in the other, the Army and 
Navy Y. M. C. A. building at Hono- 


lulu. 
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How One Hundred Percent Cus- 


HE BEST measurement of 

an office equipment sales- 
man’s efficiency is the number 
of customers who buy all of 
their office equipment needs at 
his store. 

I have led the sales force of 
our store during much of the 
past eight years, in total vol- 
ume of my sales, yet the fig- 
ures constantly in my mind 
are not my daily, weekly or 
monthly sales total. The fig- 
ures are percentages—repre- 
senting the portion of each cus- 
tomer’s business that our store 
gets. 

Every month, I manage to 
turn a number of 20-, 30-, 40-, 
per-centers into 100 per-cen- 
ters. 

This isn’t accidental. It 
comes to pass because, start- 
ing out with this store ten 
years ago, I believed that mak- 
ing good consisted in lining up 
100% customers. 

The chief asked me the other 
day to make a talk to the boys 
on how I did it. Here are some 
of the things I jotted down, and 
followed as my notes. 

1. As the servant of the 
buyer, suit his convenience and 
wishes, to the greatest extent 
possible, in serving him. I 
have some customers who like 
to be served in a hurry, and 
others who appreciate it very 
much when I call up over the 
telephone and make a sugges- 
tion. I have others who expect 
me to give them a lot of time, 
and to “visit” with them. 

2. Master the psychology of 
the customer. I want to know 
as many facts about each of 
my customers as I would if he 
were a brother. I mean such 


personal things as character- 
istics of his wife, number of 
his children, where he lives, the 





tomers Are Made 


Nine Rules Given by Successful Office Equip- 


ment Salesmen-—Individual Psychology Im- 


portant 


lodge he belongs to, the section 
of the East he came from (I 
live in one of the newer parts 
of the West), how long he has 
been in his present business or 
occupation, and how he en- 
tered it, his ability and repu- 
tation, his theories about poli- 
tics and life. 

You can’t sell office equip- 
ment, and sell it right, unless 
you know all about it. You 
can’t sell a customer, and sell 
him right, unless you know 
scores of facts about him. 

3. “Why do we not sell him 
more?” There are a number of 
reasons which frequently exist. 
(1) Another office appliance 
store, or a salesman in that 
store, has become a strong fa- 
vorite in the past. (2) The 
customer has some negative 
feeling against salesmen, or 
store. (3) The customer ad- 
heres to the principle that he 
must scatter his buying to buy 
well. (4) The store does not 
stock the kind of goods, or par- 
ticular items, that he wants. 

As regards (1), the course 
of procedure is to make that 
customer like you, or the store, 
better than he does any other, 
and that becomes a matter of 
being personally agreeable, 
plus—and this is most impor- 
tant—actually giving him bet- 
ter service. 

4. How to give better serv- 
ice. “What can I do to help 


‘*Sell Your Store’’ 


this customer?” should be a 
question eternally in the mind 
of the salesman as he ap- 
proaches a customer. I try to 
get the “feel” of each cus- 
tomer’s circumstances. Some 
of my customers know a great 
deal about merchandise, and 
others, seemingly, less the 
older they grow. 

Paradoxically, the customer 
who knows the most is the man 
it is easiest to help. The selling 
task with the customer who 
really knows very little about 
merchandise is to sell him on, 
first, your personal knowledge 
and ability, and, second, the 
confidential way in which you 
will advise him. 

Meeting unusual needs and 
conditions is the real test of 
service, and the sort of thing 
which, more than nearly any- 
thing else, will secure 100% 
loyalty in buying. 

5. If the customer doesn’t 
like you or your store. Cure 
the condition! It can be done, 
if you are a real salesman. 
There are certain things to 
which all human beings react 
in the same way—cheerfulness, 
good nature, favors. done, 
friendly approach. Every lit- 
tle while, in practical store ex- 
perience, an “egg” appears 
among your customers. I mean 
a man—or woman—who seems 
instinctively to react against 
you. I recognize the sign, and 
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will not let any antagonistic 
feelings on my part exist. / 
like these customers all the 
more! 

That’s the kind of psycho- 
logical trick the salesman can 
play on himself. If he won't 
allow antagonistic feelings to 
enter, will continue to like, and 
will do the things which this 


emotion inspires, sooner or 
later the “egg” is bound to 
capitulate. And when he does 


—boy, you have a real friend 
and booster! 

If the store isn’t liked, it is 
probably because of some sit- 
uation over adjustments, past 
due bills, unintentional rude- 


terest myself personally in 
every complaint situation that 
comes up with one of my cus- 
tomers. I don’t like them to be 
handled without my assistance. 
If the office has to be firm, I 
find that I can deliver the in- 
formation much more effec- 
tively than the bookkeeper. If 
an adjustment is to be granted, 
the effect is better if I person- 
ally can report it to my cus- 
tomer. 

8. Sell your store. Not a 
vestige of disloyalty to the 
store ever should feature an 
office appliance salesman’s con- 
versation, yet you and I know 
that this often occurs—the 


The best measurement of an office equipment 


salesman’s efficiency is the number of customers 


who buy ALL of their office equipment needs at 


his store. « « 


turning ten—, twenty 


, thirty—, 


« Making good consists of 


forty percent 


customers into one hundred percenters. 


ness—or perhaps a flagrant 
breach of store etiquette—in 
the past. And, again, the same 
psychological principle holds 
good. A period of small favor- 
able reactions eventually will 
overcome and demolish a large 
initial antagonism. 

6. Sell concentration of buy- 
ing. The man who is sold on 
the idea that he can only buy 
advantageously by scattering 
his business among several 
stores is a rather tough propo- 
sition to handle. In my expe- 
rience, the psychology which 
has been most successful has 
consisted of serving the buyer 
so well and efficiently that, in 
gratitude, he has reacted by 
giving more and more business 
to me. 

7. Personal attention to ad- 
justments. I have found it 
very much worth while to in- 
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salesman taking sides with the 
customer against the house. 
This isn’t necessary. You can 
maintain the character of the 
customer’s best friend, and yet, 
in the right way, constantly 
preach the gospel of your store. 
And you should do it. 

9. Don’t fool yourself on the 
customer’s purchases. When 
you get only small orders, be 
honest with yourself and rec- 
ognize that the great bulk of 
the customer’s business is go- 
ing somewhere else. If you get 
considerable business, don’t kid 
yourself pretending that you 
are getting all—unless you are. 

Success in creating 100% 
customers begins with facing 
the facts of competition, then 
intelligently working to over- 
come unfavorable factors. 

My conviction, after ten 
years, is that a great many of- 
fice equipment buyers really 
would prefer to be on a 100% 
basis, if they only could have 
the service that warranted it. 
In other words, it’s mainly up 
to the store and salesmen, and 
from my own experience, I 
know the trick can be turned. 
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Using the Want Ads to Make Sales 


Note.—Readers are caution- 
ed not to infer from Mr. Far- 
rington’s article that he coun- 
tenances price cutting. Dealers 
always have desirable machines 
at different prices on which 
they make a satisfactory profit. 
It would seem quite as ethical 
to advertise an occasional bar- 
gain in the want and for sale 
columns as to present it in the 
show window. The suggestion 
may stimulate discussion, in 
which event it will not have 
been offered in vain. 


HE users of office supplies 

and equipment, and busi- 
ness appliances of all sorts, are 
diligent newspaper readers. 
Such men and women are in the 
habit of looking through the 
newspapers for information 
when they want to buy. A good 
many of them have learned to 
turn to the classified columns, 
to the “For sale” and “‘Wanted”’ 
and “Business Opportunities” 
advertisements. This is rarely 
done from idle curiosity. It is 
done because the reader is look- 
ing for some specific thing and 
hopes to find a chance to buy it 
at a bargain, or because he 
thinks he may find there some- 
thing he can use. 

Display space in a city news- 
paper costs a lot of money, if 
used regularly. For any but a 
large dealer its cost is beyond 
what the business will warrant. 
No neighborhood office appli- 
ance shop, catering to the trade 
of a limited part of town can 
afford to pay for space, the rate 
for which is based on the whole 
territory covered by the paper. 
Much of that circulation may 
be just waste circulation so far 
as the small dealer is con- 
cerned. 


But classified advertising 


does not cost much. One may 
spend a dollar or two or many 





Suggestions to Dealers as to Effectiveness and 


Economy of the Classified Advertising Columns of 


the Local Newspaper 


dollars in that way. He can 
adjust the cost to his advertis- 
ing budget. Classified adver- 
tising rates run all the way 
from 10 or 15 cents a line in 
the weekly small town or vil- 
lage paper to 10 or 15 cents a 
word or more in the big city 
daily. 

Hardly any commercial sta- 
tioners or dealers in similar 
lines think of the classified col- 
umns as a possible means of 
getting business. They think 
of such space, if they consider 
it at all, as a place where indi- 
viduals not in the trade offer 
personal property and second- 
hand items. A dealer might 
see a used typewriter adver- 
tised by someone in such a place 
without thinking of making use 
of the space himself. 

Such retailers as have used 
classified “For Sale’’ advertise- 
ments have found them profit- 
able. I have made many quick 
sales in that way. Sometimes 
a customer would call up with- 
in 24 hours of the time the 
paper was out and make in- 
quiries and I recall making one 
$25 sale before the paper had 
been in the mails half a day. 
One retailer who has used the 
plan steadily over a consider- 
able period of time, tells me he 
never advertised an item that 
he did not sell it. 

The secret, if it be a secret, is 
in offering special values. The 
people looking through such 
advertisements are looking for 
bargains. The classified col- 
umns offer an opportunity to 


By Frank Farrington 


advertise discontinued models, 
single odd items of left over 
stock, close outs, trade ins, re- 
conditioned or rebuilt office ma- 
chines, shop worn or damaged 
equipment. 

Here is the sort of advertise- 
ment that will pay in classified 
space: 

* * = 

For Sale: Second-hand 
standard make typewriter, re- 
conditioned and in nice work- 
ing order. Good for years of 
service. We can sell it for $25. 
Will arrange easy terms if pre- 
ferred. 

For Sale: 4-drawer letter file, 
dark green. Fine new file just 
received, but slightly damaged 
in transit. The damage affects 
appearance only. A $35 file for 
$25. 

For Sale: Used duplicating 
machine. Will do as good work 
as when new. ,User traded it 
in for a bigger machine and we 
have this to sell for just half 
the new price. Cost you $13.75. 

For Sale: We have four of- 
fice chairs for sale at bargain 
prices. They are new and un- 
used, but we are discontinuing 
that line and taking on a dif- 
ferent one, hence these at half 
price. 

Don’t be afraid to talk cheap 
price and speak of bargains in 
this advertising. Admittedly it 
is in the main a price selling 
proposition and the prospective 
purchasers are looking for spe- 
cial values, rather than for sta- 
ple goods at standard prices. 





Standardizing Our Specifications 


Business Machines, Staple Papers and Other 


Related Lines Leading the Way 


Written Expressly for Office Appliances 


By Waldon Fawcett 


HE old proverb to the ef- 

fect that it’s an ill wind 
that blows nobody good is ap- 
plicable, just now, to the move- 
ment in American commerce 
and industry for unification of 
specifications. As a_ get-to- 
gether project, with no special 
drive behind it, this venture in 
business reform plodded along 
for years, only to show a sud- 
den burst of speed. As for of- 
fice equipment and supplies, it 
is not a case of being caught in 
the flood of progress. Business 
machines, staple papers and 
other lines are actually leading 
the way, in so far as specialties 
are ever “standardized.” 

It cannot truthfully be 
claimed that the New Deal at 
Washington has been wholly 
responsible for gingering up 
the trek to standardization of 
specifications. Albeit some in- 
fluence has been exerted by the 
circumstance that Uncle Sam, 
in his current spending mood, 
is buying more heavily than 
ever before of all manner of 
commodities. And presumably 
is keener to buy by dependable 
and authoritative formula. 

No, what more than any- 
thing else in the present scram- 
bled scene has given a shove to 
standardization of specifica- 
tions is the new concept of self- 
government of business,—with 
its already-realized sequel of 
more complete and more effec- 
tive organization via trade as- 
sociations, institutes, etc. The 
prime essential for “model” 
specifications, in any and all 


lines, is cooperation. So, the 
more closely knit the intra-in- 
dustrial and inter-commercial 
organizations, the better the 
chance of working agreements 
on the set patterns of buying. 

This brings us to one of the 
secrets of the specifications 
story which should be shared 
for the sake of clear under- 
standings in these piping times 
when the Government is sus- 
pected of grabbing every crumb 
of authority in sight. For all 
Uncle Sam’s selfish interest as 
the biggest buyer in the coun- 
try, the cold fact is that the 
scheme for the regimentation 
of specifications isn’t a Federal 
one-man show. On the contrary 
the idea is to work up a coali- 
tion set-up of buyers’ demands 
in each line by means of a sort 
of round robin. And so we see, 
sitting in with the specification 
experts of the U. S. Depart- 
ment of Commerce, the officials 
of technical societies and trade 
associations, the representa- 
tives of testing and research 
laboratories, and the spokes- 
men for any number of private, 
public, and semi-public specifi- 
cation-making and _ specifica- 
tion-using interests. Indeed, 
under the New Deal, behold 
that additional cog, the Con- 
sumers’ Advisory Board horn- 
ing in to “safeguard the con- 
sumer’s interest,” as _ they 
put it. 

Uncle Sam needs to be put in 
his place in this composite pic- 
ture if we are to obtain the prop- 
er focus, because, otherwise, 


somebody might shout “dum- 
my” upon seeing a full-bodied 
Division of Specifications func- 
tioning as one of the Divisions 
of the Commercial Standard- 
ization Group. The alibi at 
the National Bureau of Stand- 
ards is that this central office 
is simply a clearing house and 
contacting agency devoted to 
the job of bringing together 
and composing the differences 
of divergent groups and inter- 
ests that should needs be recon- 
ciled to a compromise specifi- 
cation. To be sure, the Di- 
vision of Specifications has to 
add to the role of go-between, 
the job of official announcer. 
But that is routine,—the publi- 
cation of the Directory of Spe- 
cifications, the Encyclopedia of 
Specifications, and the other 
tools that facilitate the use of 
leveled commercial standards. 

Perhaps there is no better 
way to give the reader of Of- 
fice Appliances a close-up on 
the mobilization of specifica- 
tions than to have a look at the 
system of Standards and Speci- 
fications in the Wood-Using In- 
dustries. This is, of course, get- 
ting close to home because the 
lines involved include wood fur- 
niture and all manufactures of 
wood, paper, and paper prod- 
ucts, etc. The idea in this in- 
stance (and it is so in each re- 
spective commodity line) is not 
to narrowly and arbitrarily dic- 
tate the acceptance of certain 
favored specifications. Rather 
to muster all nationally recog- 
nized standards and specifica- 
tions in use, for purposes of 
selling and buying in the par- 
ticular trade environment af- 
fected. If it falls out, as years 
go by, that there is a shake- 
down of many specifications to 
an ultimate few, that may be 
all to the good. But, at least 
for the time being, the purpose 
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is to put on parade all the speci- 
fications that have good stand- 
ing as “measuring sticks.” 

In the round-up of specifica- 
tions in the wood-using indus- 
tries there were included all 
specifications formulated by 
manufacturers’ groups, by 
trade associations having na- 
tional recognition, and by na- 
tional technical societies. It is 
recognized that even in the 
best-organized lines, what has 
thus far been accomplished in 
sifting specifications is but a 
beginning to be followed by re- 
visions and consolidations. And 
so, in the listings of office equip- 
ment and supplies, the onlooker 
must be prepared to find cer- 
tain important groups of com- 
modities for which there might 
well be, but are not as yet, 
specifications that can be re- 
ferred to as nationally recog- 
nized. 

No sooner did the idea of 
standardized specifications be- 
gin to take root in the soil 
of American buymanship than 
two sequel-questions popped 
up. First, how is the buyer or 
consumer to ascertain, with- 
out tedious first-hand investi- 
gation, where he may obtain 
articles of manufacture, fabri- 
cated in accordance with na- 
tionally-recognized specifica- 
tions? Second, how is a pur- 
chaser to check-up on his buys, 
—how confirm, or verify, com- 
pliance with the specifications, 
which he is depending upon to 
insure him on quality? 

The means which have been 
provided,—provided largely at 
Government expense and labor, 
—to make of standardized spec- 
ifications something more than 
lip-service and promises-on-pa- 
per, constitute perhaps the 
most interesting, as they are 
certainly the most practical 
features of the whole program. 
To take care of the first con- 
tingency we have, under Fed- 
eral auspices, twin institutions 
to vouch for integrity of goods. 
One is known as the Certifica- 


tion-to-Purchaser service. The 
other is designated the Self- 
Identifying, Quality-Guaran- 
teeing Labeling Plan. Thou- 
sands of manufacturers partici- 
pate in one or the other or both. 

The Certification system, as 
its name would imply, is a 
method whereby manufactur- 
ers or marketers certify to 
purchasers (upon the seller’s 
initiative or the buyer's re- 
quest) that material supplied 
on contracts based on indicat- 
ed Federal specifications or 
commercial standards does ac- 
tually comply with the require- 
ments of the _ specifications. 
Nor, indeed, are the blessings 
of Certification only for the 
large operators who cover their 
wants by contracts. Latterly, 
means have been found to pass 
along the benefits in full pro- 
portion to over-the-counter 
buyers. 

Space does not allow a com- 
plete list of the compensations 
of the Certification system. 
But a few of the aims and ob- 
jects will indicate the angle of 
approach. The first ambition is 
to make thoroughly effective 
the benefits to be derived by 
producers and consumers from 
the economies incident to mass- 
production, mass-distribution, 
and mass-consumption. Next, 
ranks the intention to encour- 
age manufacturers to turn out 
staple commodities to comply 
with nationally-recognized 
specifications. Indirectly the 
Certification device is counted 
upon to persuade trade circles 
to snuggle to fewer and more 
comprehensive _ specifications, 
once the commercial accepta- 
bility of these national-size 
specifications has been demon- 
strated. All classes of pur- 
chasers are within the range of 
the educational drive,—large 
quantity buyers, medium-quan- 
tity requisition writers, and the 
small-time, over-the-counter 
shopper. How the Certifica- 
tion idea is spreading may be 
surmised from the fact that in 
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the paper field, alone, upward 
of 130 firms are willing to take- 
the-pledge. 

The Self-Identifying, Qual- 
ity-Guaranteeing, Labeling 
Plan might be described as a 
trailer or supplement to the 
Certification scheme intended 
primarily to implant confidence 
in the minds of non-contract or 
over-the-counter buyers. The 
buy-and-run customer hasn’t 
time to invoke the usual proc- 
esses of the Certification sys- 
tem and his game is not worth 
the candle of taking his pur- 
chase to a testing laboratory 
for critical analysis. So the 
always-obliging manufacturer 
may make things easy for the 
hand-to-mouth buyers by the 
label-vow. 

Old stuff, may be the con- 
clusion of the cynical bystand- 
er from a casual glance at the 
warranty-label device. Prob- 
ably he remembers more or less 
of the scores of inspection-la- 
beling and guaranty-sealing 
schemes which have been in 
operation in years past. At 
least it sticks in his mind that 
no less than one hundred na- 
tional technical societies and 
trade associations have gone in 
for their respective pet versions 
of joint-testimony to commod- 
ity quality. Where, however, 
the super scheme now to the 
fore, differs perceptibly is in 
the prestige behind it. The un- 
derwriting of quality mainte- 
nance is not sheer Federal pa- 
ternalism, yet it smacks suffi- 
ciently of Federal inspiration, 
support, and administration to 
strike an authoritative note 
just a little more assuring to 
the layman than even the best 
trusteeship in industry. The 
labeling plan, operated under 
the wing of the National Bu- 
reau of Standards, has a prac- 
tical, double advantage in that 
it serves to identify both the 
firm or association issuing the 
guaranty and the nationally 
recognized specification which 
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the commodity is guaranteed to 
meet. 

Touting of the Certification 
and Guaranty Labeling plans 
does not mean that the Govern- 
mental-industrial alliance is 
ditching the traditional ideal of 
expert commodity testing as 
the measure of compliance 
with specifications. Hooked up 
with the rest of the plant for 
Standardization of Specifica- 
tions is a unit of activity which 
seeks to facilitate the use of 
testing laboratories by manu- 
facturers, distributors and con- 
sumers. Federal administra- 
tors, naturally, do not assume 
responsibilities for private 
testing, though, even at that, 
many illuminating sidelights 
on commodity character and 
performance may be obtained 
from the Bureau tests of Gov- 
ernmental supplies. What the 
Specifications agency does do is 
to put any interested party in 
touch with all the commercial 
testing and college research 
laboratories that can dissect a 
product and ascertain how 
closely it actually matches up 
with the standard bill of par- 
ticulars which it is supposed to 
fulfill. 


‘*Embowered in 
Flowers.” —C. El- 
mer Anderson 
(left) of Pasadena, 
California, presi- 
dent of the Tourna- 
ment of Roses, and 
Governor Frank F. 
Merriam (right), 
California’s chief 
executive, in the 
parade of the 
Forty-eighth An- 


In their enthusiasm, certain 
disciples of Standardization of 
Specifications insist that the 
maintenance, at Government 
expense of a thoroughly-classi- 
fied and frequently-revised list 
of testing laboratories is 
strengthening greatly what 
would otherwise be the weak- 
est link in the purchasing chain. 
They arrive at this conclusion 
not wholly because of what 
quick-and-easy testing does for 
the buyer who is in doubt. 
Rather are they thinking that 
Uncle Sam’s free directory 
service of testing laboratories, 
with due notation of the facili- 
ties and equipment available at 
each laboratory, makes it eas- 
ier for manufacturers to join 
up with the Certification or 
Guaranty-Labeling member- 
ship. In other words the small- 
er manufacturers are put in the 
way of obtaining, at a mini- 
mum of expense, the needed 
testing and inspection services 
upon which to base their cer- 
tificates, whether issued to in- 
dividual purchasers or distrib- 
uted as labels on goods certified. 
Incidentally, it is said that the 
realization of painless testing 
has resulted in a sharp increase 
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in the amount of testing at in- 
termediate levels,—that is by 
purchasers who buy for resale. 

All of which stirs the final 
thought that, maybe, office 
equipment operators may be 
too hasty in conclusion that 
Standardization of Specifica- 
tions is not so hot for them be- 
cause the labeling plan is all 
but limited to what is often 
called bulk staple merchandise. 
The Certification plan be it re- 
membered can be applied to all 
kinds of commodities for which 
there are nationally-recognized 
specifications and which are 
sold upon contracts based on 
these specifications. This 
means that it presents one of 
the best ways, perhaps the only 
way, of enforcing, at the pri- 
mary sources of production that 
inherent integrity of materials 
which is the only safe founda- 
tion for integrity in manufac- 
tured articles. Furthermore, 
the missionary work that is be- 
ing carried on in behalf of 
standardized specifications will 
result in educating an ever-in- 
creasing proportion of the gen- 
eral public to look for quality 
labels on all purchases. 


nual Rose Tourna- 
ment at Pasadena 
on New Year’s Day. 
Mr. Anderson is 
president of the 
National Type- 
writer and Office 
Machine Dealers 
Association. We 
wish to compli- 
ment the Governor 
on the excellent 
company he keeps. 
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Retail Office Appliance Business 


Different Ways in 
Which Dealers May 
Derive Advantage 
Through Reciprocal 
Relations—By H. R. 


Simpson 


HE following notice posted 

in a western office equip- 
ment store created interested 
comment on the part of store 
employees: 

“To All Employees: 

“You are requested to pre- 
pare a list of all relatives who 
are buyers of goods which Nel- 
son Brothers sell; also a list of 
local business and professional 
men with whom you deal. 

“Submit your lists to the of- 
fice as soon as possible.”’ 

Direct and business-like was 
this approach to reciprocity 
sales of a western office equip- 
ment store. As lists were sub- 
mitted, John Nelson, who is- 
sued the order, had the book- 
keeper check each to determine 
first, if the individual or busi- 


Reciprocity Sales 


ness dealt with Nelson Broth- 
ers, and, if so, the volume of 
purchases. With this informa- 
tion before him (showing strik- 
ing disparities, some employees 
swinging a great deal of busi- 
ness to the store; others none 
at all), Mr. Nelson called in his 
employees one by one for per- 
sonal conference and instruc- 
tion. 

“Reciprocity,” he began, “is 
the first principle of business. 
The people of whom we buy 
goods and otherwise befriend 
owe it to us, other things being 
equal, to give us the prefer- 
ence. Here is Jack’s record: 

“Every one of his relatives— 
the grocer he deals with—the 
doctor he calls in—all those he 
does business with—are bring- 
ing most of their purchases to 
this store. Your record doesn’t 
check up with that. This is 
what we have found. I want 
to discuss with you what we 
can do about it.” 

Out of the conference came 
a definite plan, which usually 
consisted in direct personal 
contacts made by the employee 
with family and business con- 
nections who were not favoring 
Nelson Brothers in their buy- 
ing. Mr. Nelson outlined a can- 
vass. The employee was to de- 
scribe the superior products 
and services of the Nelson 
store, then ask for the pros- 
pect’s business, not being sat- 
isfied until he had secured a 
promise, or a specific explana- 
tion of refusal. The employee 
was strictly ordered to be gen- 
tlemanly, but direct. He was to 
report all negative reactions to 
Mr. Nelson. 


The campaign tripled reci- 
procity sales volume in three 
months! After six months, 
ninety per cent of those em- 
ployee relationships which 
should have been reciprocal, 
but left to chance had not been, 
were producing sales for Nel- 
son Brothers. 

An office equipment store’s 
reciprocal sales (which, in the 
experience of this investigator, 
can be increased by nine stores 
in ten) split into five kinds. 
While business purchases are 
largely from out-of-town con- 
cerns, necessarily, there are al- 
ways considerable services, and 
some merchandise and supplies 
bought locally. To obtain and 
hold the office appliance deal- 
er’s patronage, most sellers 
should be glad to buy in return. 


The owner’s family pur- 
chases, especially if large, 
should produce _ reciprocity 


sales, as should the family pur- 
chases of employees. Customer 
favors, creating good will and 
the desire to repay and enjoy 
future aid, are important. And 
there are the reciprocity sales 
which come from political ef- 
fort. For example, an office 
equipment dealer effectively 
promotes the candidacy of a 
county commissioner, who re- 
ciprocates with his own office 
equipment purchases, and, per- 
haps, other purchases which he 
can “swing.” 

Here are successful reciproc- 
ity plans the investigator has 
observed in use: 

1. The store has a number of 
“reciprocity” rubber stamps, 
which the owner uses on checks 
paying either business or per- 
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sonal accounts. Examples— 
“Tell your friends to patronize 
us,” “Call and look our store 
over,” “Your service pleases us 
—our service will please you,”’ 
and the like. The stamps are 
varied with messages im- 
printed on the statement, re- 
turned with the check. One 
stamp lists main lines carried. 

2. “One hand washes the 
other,” headed a sales letter to 
concerns and individuals, pa- 
tronized by the office equipment 
dealer, who did not patronize 
him. He went on to say, “A 
homely proverb, but true,” and 
solicited the prospect’s busi- 
ness, for which he expressed 
appreciation in advance. 

3. Sometimes it pays office 
equipment dealers to make cer- 
tain purchases on an explicit 
“swap” basis. They agree to 
pay for a painting job with 
merchandise, and for an auto- 
mobile repair job in the same 
way. When such arrangements 
are kept a minor part of all, 
they are unobjectionable, and 
can be used to build sales. 
However, there is virtual ex- 
tension of credit, and it is nec- 
essary to be sure that the party 
dealt with is a good risk. For 
example, can the quality of re- 
pair service be counted on? 
Will the painter deliver as good 


Sheaffer Pen Company Window 
Display in One of the Windows 
of the H. S. Crocker Company’s 
Store in San Francisco.—This is 
an excellent photograph of an 
unusually attractive window. 


The window features Sheaffer's 
pens, Scrip and the new Vac- 
uum Pencil made by the Vac- 
uum-Fil Pen Company of Fort 


Madison, Iowa. The Sheaffer 
Visible Barrel Pen is graphi- 
cally demonstrated by the mo- 
tion display. The filling, cleaning 
and emptying of the pen is one 
of the features of the window. 


a job as if it were a cash deal? 

“Trade deals” are all right if 
handled expertly, but can be- 
come a nuisance and source of 
loss if not so handled. 

4. One office equipment deal- 
er, before hiring a new em- 
ployee, asks specifically what 
business of friends and rela- 
tives he can bring. If it seems 
advisable, the dealer has the 
employee first confer with his 
relatives, getting the definite 
promise of their support in the 
event he is given the position. 

5. Most family expenditures 
can be made to contribute to 
sales volume in one way or an- 
other. Unless, as things work 
out, the seller gives his busi- 
ness to the office equipment 
dealer, the latter transfers his 
own patronage to an apprecia- 
tive seller. In those cases 
where the concern or individual 
dealt with is not an office 
equipment buyer, the merchant 
should capitalize the good will 
condition. He can obtain leads, 
personal introductions. At the 
very least, the seller can be an 
office equipment store “boost- 
er,” and indirectly increase its 
sales. 


6. An occasional dealer un- 
derstands the great opportuni- 
ties there are in cultivating 
chances to favor a prospective 
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customer. For example, the 
dealer brings together a couple 
of farmers, one wishing to buy, 
another to sell, this thing or 
that. 

7. To be classed as reciproc- 
ity sales are the results of an 
interesting cooperative plan 
among stores occupying a block 
in a Pacific Coast town. The 
office appliance dealer, drug- 
gist, grocer, and several others, 
all work for one another, figur- 
ing that increased traffic in the 
block, no matter to what store 
it goes, will help other stores. 

8. One of the most interest- 
ing cases reported to us is that 
of an office equipment dealer 
who, in a recent month, bought 
gasoline at twelve different sta- 
tions in his territory. He re- 
ports that seven out of ten of 
these buyers are now giving 
him business! 

Everybody recognizes the 
basic justice of the reciprocity 
appeal. If one man buys some- 
thing of another, or otherwise 
favors him, certainly he has a 
basic right to expect first con- 
sideration when the seller has 
something to acquire in his 
own line. 

Skilled salesmanship to cap- 
italize all reciprocity opportu- 
nities will make important ad- 
ditions to sales volume.—BS. 














Taking the Greek’ Out 
of Comparative 
Values 


A Discussion of Successful Salesmanship 


Which Interprets the Intrinsic Quality 


Behind Prices 


7 ALUE is always a staple 

commodity, regardless of 
whether prices are high, low, 
rising or falling, and we find 
that, even today, the price- 
minded purchaser is usually 
ready to loosen up and pay 
more for quality merchandise 
after we interpret the value be- 
hind our prices,” said S. Grover 
of Grover Brothers, dealers in 
office appliances and supplies, 


*To ou subscribers n (reece we 
suggest reference to the “American 


inknown 


language” to represent 


Newark, N. J. “The average 
consumer can read a price tag, 
but intrinsic values are ‘all 
Greek to him,’ consequently, 
the dealer must plainly inter- 
pret his values for prospective 
purchasers if he expects to pro- 
cure better-value prices in 
these keen competition days. 
“Take many lines, such as 
carbon paper, pencils, erasers, 
finger tips, etc. There is a big 
difference between quality mer- 
chandise in these lines and 
price merchandise sold by 
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“Without Interpretive Selling, Values Are 
“All Greek’ to a Customer,” Says S. Grover of 


Grover Brothers, Newark, N. J. 


chain stores and other compe- 
titors. However, to the average 
prospect all carbon paper looks 
the same, all pencils are just 
so much lead and wood, all 
erasers are just rubber and all 
filing folders are made merely 
of heavy paper, unless the 
dealer translates the values be- 
hind his prices by utilizing in- 
terpretative salesmanship when 
advertising and sales-talking 
his merchandise. 

“Interpretative salesmanship 
requires a thorough knowledge 
of what competitors are selling 
and the advantages in your 
own lines. Regularly we make 
shopping tours of the mail or- 
der chains, variety chains and 
department stores in this vi- 
cinity. It is surprising what 
an education one gets, not only 
on price merchandising but on 
values, when out on such an 
excursion. 

“For example, the other day 
a customer reported that he 
could buy carbon paper cheaper 
in a certain chain store. We 
never overlook an opportunity 
to investigate a case of this 
kind because our ‘reputation is 
at stake whether the difference 
between our price and someone 
else’s is big or little. In this 
case we found that the carbon 
paper was inferior, did not give 
clean cut impressions, flaked off 
and would dry out in time. 


“In another case, a customer 
stated that he could buy filing 
folders just like ours cheaper 
elsewhere. We got the name of 
the competitor and after check- 
ing up found that our folders 
were made much heavier at the 
top, where the wear is greatest, 
and consequently would last 
much longer. When we ex- 
plained this to the customer 
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later, he bought our folders. 
Had we not checked up on this 
case, he would have bought 
elsewhere. To him one filing 
folder looked just like another 
until we took the ‘Greek’ out of 
comparative values. 

“We purchase specimens of 
competitive products so that 
we can illustrate our interpre- 
tative sales talks effectively. 
Take finger tips. When we get 
complaints that competitors 
sell them cheaper than we do, 
we bring forward a few speci- 
mens purchased in the com- 
munity and which sell for less 
than our finger tips. We show 
that ours are worth more be- 
cause they are made of live rub- 
ber that fits snugly with no 
irritation, that they are well 
ventilated and cupped so that 
they really grip. Cheap finger 
tips have not these advantages 
because they are not made with 
as great care, although they 
may look the same. The 
cheaper lines purposely made 
up to resemble better merchan- 
dise. It is up to the office ap- 
pliance dealer to take the 
‘Greek’ out of such offerings 
and translate into understand- 
able English the values pro and 
con. 

“We could quote many cases 
to substantiate the contention 
that many people are so hyp- 
notized by price that their 
senses are dulled to genuine 
values. The dealer who awak- 
ens them with _interpreta- 
tive salesmanship has a good 
chance to keep out of the red 
and to make substantial profits 
on carbon paper, pencils, filing 
containers and similar lines, 
many sales of which are going 
to chain stores and other com- 
petitors because the office 
equipment dealer does not 
make a vigorous enough effort 
to offset the trend. Then too, 
the customer who walks out 


without buying carbon paper 
or rubber finger tips because 
he imagines he is being quoted 
too high a price, may not pa- 


tronize the dealer when he 
needs office furniture or filing 
cabinets. 

“Even in these hectic days, 
value is still value and our ex- 
perience shows that it is still 
possible to get profitable prices 
for quality merchandise if you 
interpret its make-up and 
clearly translate its advantages 
over sub-standard but similar 
appearing products selling for 
less money, whether these 
products be carbon paper, fil- 
ing cabinets, office chairs or 
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typewriter key-tops. Regard- 
less of conditions, the intrinsic 
value imbedded in a piece of 
merchandise is ‘all Greek’ to 
the average consumer and in 
these days when prices are run- 
ning wild, interpretative sales- 
manship is needed more than 
ever, to show the public that 
price is always a barometer of 
value and that better-value 
merchandise, legitimately sold, 
must command better-value 
prices in good times or bad.” 
—FM 


Take Nothing for Granted 


Note.—Here is a pungent article on selling reprinted from the Reming- 
ton Rand News of February 15. Intended for the eyes of Remington 
Rand salesmen, it nevertheless presents principles that apply to all sell- 
ing. 


URING the early days of California a zealous padre acquired re- 
D nown through his efforts to convert the Indians. At last, one 
winter’s day, he preached with special fervor about the fires of Hell. 
He described Hell as a place of everlasting heat. 

Quaking in their nakedness, the poor Indians rather liked the idea 
of an eternity of warmth. The eloquent padre’s description sounded 
mighty good to them. They demanded he take them straight to Hell 
and forever end their shivering. But he refused—indignantly. 

So the Indians scalped the padre because he oversold his line. 

That’s one good way to lose your scalp—let enthusiasm so unbalance 
your judgment that buyers expect too much. 

But a surer way is to undersell. 

On every order you receive, and on every order a competitor receives, 
there is an invisible but significant note: 

“This order comes to you as the result of comparing all that 

we know about your products with all we know about your com- 

petitors’ products.” 

Maybe the buyer selected the best material for the job in hand. 
Maybe he didn’t. But he probably chose what he considered best in 
the light of information that he had. Frequently he passes up the best 
because he doesn’t know enough about it, isn’t given sufficient chance 
to learn. Quite often he is undersold. 

We sell “commodities”—cards, supplies, files, office furnishings and 
machines—commonplace things, “everyday” things. But are they 
familiar or commonplace? Does a buyer, reordering, remember the 
arguments that impelled him first to buy? Can we rely on a period of 
satisfactory use to counteract the picture presented by a competitor? 

And can we ever assume a new buyer knows all the things Remington 
Rand salesmen require years to learn? If completeness of the sales 
story is essential for preservation of old business, isn’t completeness far 
more necessary when new business is at stake? 

Doesn’t that aspect of our responsibility affect the planning of every 
daily program we formulate? 

Dun and Bradstreet estimate that 390,000 new firms were added to 
their commercial credit listings during the last twelve months. Not 
counting corrections, about 6,000 changes occur every day. Nearly 
400,000 new prospects—new opportunities for 200 complete stories for 
each salesman in Remington Rand—came into existence last year. Isn’t 
that a situation a “territory manager” must always reckon with? 

We simply can’t take knowledge for granted. We can’t assume that 
prospects have the facts. 
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New Treaty Aids Upswing in Cuba 


HILE some people are 

saying it with bombs, 
shooting matches and strikes, 
the office appliance people in 
Cuba are saying it with better 
and bigger sales. Since the 
passage of the commercial 
treaty between this island re- 
public and the United States, 
which took place in September 
of last year, there has been a 
marked upswing in the office 
appliance business. To a lim- 
ited degree this upswing is at- 
tributed to the provisions of 
the treaty that give to these 
appliances a very slight reduc- 
tion in import duties. More 
than this, however, it is be- 
lieved that the improvement in 
business is the result of the op- 
eration of other features of 
the treaty which has done much 
toward rehabilitating Cuba 
economically despite the 
trouble that still continues. 
For instance the fruit and veg- 
etable people are doing a bet- 
ter business than for a long, 
long time, partly because of the 
treaty and partly because of 
the freeze in the States. In 
other lines there has been a 
marked upswing to business, 
all of which has put money into 
circulation. And out of this 
general improvement in busi- 
ness, resulting from the treaty, 
office appliance firms are get- 
ting theirs in no _ uncertain 
way. 

The Burrough’s agency is a 
case in point. In discussing 
the situation with the general 
manager of this agency it was 
brought out that the business 
in 1935 up to the date of the 
interview (February 12) was 
sufficient to cover the entire 
year’s expenses. In other words 
in the month of January and 
in twelve days of February this 
agency has sold enough to pay 


all of the agency’s expense for 
1935. That isn’t a bad record 
anywhere. In Cuba it’s better 
than good. 

Continuing, the general man- 
ager of this agency reported 
that business for 1935 is run- 
ning 300% over the business 
of 1933, which is a good com- 
parison between the month and 
a half of 1935 and the entire 
year of 1933. The 1935 sales 
so far are 160% of the entire 
1934 sales. The 1935 quota 
has been covered between Jan- 
uary 1, 1935, and February 12 
when this interview was ob- 
tained. Ten entire systems 
have been sold so far this year 
and the agency has hardly 
started the ball rolling. 

Others report somewhat sim- 
ilar advances. The National 
Cash Register people, for in- 
stance, formerly had a factory 
branch on Galiano street that 
wasn’t any too attractive to 
look at. It, somehow, didn’t 
seem to look like the National 
Cash Register should look. As 
a result the city was scoured 
and a new location found, right 
in the business heart of Ha- 
vana on Obispo street. A two- 
story property was taken and 
completely gone over so as to 
give it the National Cash Reg- 
ister appearance. And that is 
now the factory branch in 
Cuba. It is easily the most at- 
tractive location that any of- 
fice appliance firm or factory 
has anywhere in all of Latin 
America. And in the short time 
that the branch has been in 
operation it has more than jus- 
tified itself. Business is run- 
ning from 20 to 30% better 
than last year and prospects 
indicate that this increase will 
soon be pushed upward. Not 
only is the new business show- 
ing this marked upswing, but 


Business in Island 
Republic Shows Return- 
ing Prosperity, De- 
spite Political Uncer- 
tainties—_By Stephen 


Porter Lathrop 


collections are keeping pace 
which indicates the generally 
healthy condition of business 
today in this line. 

The National Cash Register 
agency, naturally, operates like 
all other factory branches, us- 
ing all of their well known sys- 
tems and methods. Regular 
classes are held and the door 
to door canvass, so valuable in 
lining up prospects, is insisted 
upon at all times. 

This branch runs through to 
the next street from Obispo 
and has a model repair shop 
where everything is so clean 
that it looks like a living room 
of some fine family. 

The agency of the Royal 
Typewriter Company, Inc., well 
illustrates the change that has 
taken place in Cuba. In the 
later years of the Machado 
regime the Royal agent was 
Benito Texidor y Lopez, who 
brought several associates into 
the business. Adverse political 
influences caused this organiza- 
tion to lose the agency to a firm 
in which Machado was inter- 
ested. This change resulted in 
substantial government orders, 
but caused a loss in the field of 
general business. 

Now that conditions are 
more normal and the Machado 
influences have gone, Benito 
Texidor y Lopez and associates 
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have organized the firm known 
as Equipos de Oficina, S. A. and 
they have the Royal agency 
again. 


Attractive display 





rooms have been fitted up in 
O’Reilly street, the heart of 
Havana, and the business is go- 
ing forward as usual. In Jan- 
uary and up to the 12th of 
February of this year, a total 
of seventy Royals were sold 
and the firm hasn’t started real 
work yet. It is Sr. Texidor y 
Lopez’ opinion that this year 
his firm will be able to place 
1500 Royals in Cuba. The 
prospects warrant that opti- 
mistic view. 

Other agencies report the 
same, so it looks like a good 
year all around. Six or seven 
years ago the typewriter sales 
in Cuba ran around 6,000 to 
7,000 a year. From that level 
they dropped to around 200, 
which isn’t much to talk about 
when it is remembered that 
that is for all makes. Other 
articles of office equipment 
have sold in proportion, with 
the drop in sales most notice- 
able in adding machines and 
bookkeeping equipment. 

Most sales are to govern- 
mental offices and sugar mills, 
since these two classifications 
represent the biggest potential 
buyers. The government seems 
to be straightening itself out 
and the sugar mills are going 
back to grinding and making 
sugar at a better price than 
for some time past. So busi- 
ness is optimistic insofar as 
office equipment is concerned. 

In the matter of equipment 
for bookkeeping purposes there 
is still some trouble caused by 
the fact that, commercially, 
Cuba still is operating under 
the old Spanish laws of 1766 
which makes bound account 


Fine New Quarters of The National 
Cash Register Company Located in the 
Commercial Center of the Cuban Capi- 
tal.—_Top picture: View of the agency 
from the street. Second picture: Main 
floor showing lobby entered directly 
from the street — offices at the rear. 
Third picture: The repair shop, having 
full mechanical equipment. Neatness 
and order prevail as in all other rooms. 
Fourth picture: Mechanical demonstra- 
tion class, pointing out features of the 
National cash register, how they func- 
tion, repair problems, ete. 
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books a necessity. The larger 
firms, however, use the more 
modern system and keep dupli- 
cates when necessary. Efforts 
have been made to have this 
state of affairs changed, but it 
is hard because those who 
make the laws are politicians 
and they have little if any 
knowledge of business and bus- 
iness needs. But even in the 
face of this situation it is felt 
that the outlook for the sale 
of such equipment is good 
when better times come, be- 
cause under more prosperous 
conditions the firms who coul 

well use such systems will put 
them in and keep extra books 
where needed to comply with 
the law. 

The situation as it affects the 
cash register is different be- 
cause the governmental agen- 
cies have taken kindly to it, 
since it gives them a tab on 
sales, on which a tax is levied 
in Cuba. It is not unusual for 
a government inspector to ask 
to see the cash register strips. 
They know that they tell the 
truth and may disprove entries 
in the merchant’s books. 

Most, if not all of the agen. 
cies for other equipment such 
as typewriters and adding ma- 
chines also carry steel cabinets 
and such items. Their sale is 
limited to the larger and more 
prosperous firms and this is 
gauged by the prosperity of 
business. Now, however, with 
business showing an upward 
swing all along the line, it is 
believed that these lines will 
also show a spurt. Already 
steel furniture has made pro- 
gress and indicates that the 
slump is over. 

The smaller specialties that 
are so well known in the States 
and whose annual volume runs 
into sizable figures are not han- 
dled by the same firms and 
agencies that handle typewri- 
ters and other equipment. Such 
items are sold by printers and 
stationers and so come outside 
of the scope of the regular of- 
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fice equipment dealers. Such 
specialties, however, when they 
have utility and are priced 
within reason sell fairly well. 
It is believed by the agents of 
office equipment devices that 
specialties priced at from a dol- 
lar up to ten or fifteen dollars 
and that fulfill real needs will 
sell well in the coming months 
and years in Cuba, especially if 
the business upswing continues. 

There is needed in Cuba an 
organization of specialty and 
office appliance agents. Such 
existed several years ago and 
regular classes were held which 
did much good in raising the 
standard of salesmanship and 
service. But the organization 
broke up. Recently a new one 
was undertaken by one of the 


gentlemen connected with the 
National Cash Register agency 
or, rather, factory branch. But 
the report was at once spread 
over Havana and Cuba that 
this organization was a com- 
munistic affair, which it was 
not, and so it died aborning. In 
view of this situation no fur- 
ther efforts are going forward 
at this time to start a new 
association. But on all sides it 
is felt that one is needed and 
that much good would result 
from a clean-cut business or- 
ganization. 

The general opinion among 
the agents in Cuba is that this 
market is essentially an Ameri- 
can market. Europe is out of 
the picture entirely. Business 
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is on the upswing and getting 
better and if manufacturers 
will co-operate with the agen- 
cies and will develop this mar- 
ket a bit more than they have 
in the past there is no doubt 
but what record sales that were 
had in the years that have 
passed into history will be ex- 
ceeded in a big way. The Cuban 
market is a spending market 
and sales efforts, when prosper- 
ity is near at hand, are always 
rewarded. That time is not 
here yet, real prosperity time, 
but it is on the way, and, re- 
membering the epigram —“the 
early bird catches the worm’’— 
the live ones are cultivating 
Cuba these days more than 
ever. 


An Arkansas office appliance dealer sold appliances to be loaded on the cars at 
a certain point, the dealer was ready to begin loading, but, before he had loaded 
any of the appliances, he received a wire from the buyer. 
“T refuse to accept any of the appliances in question,” the wire stated, and the 
seller sued the buyer for damages for breach of contract. 
“You never loaded the appliances according to your contract,” the buyer main- 
tained when the case came to trial. 
“Your wire refusing to accept the appliances released me from any obligation 
to load the appliances,” the dealer retorted, and the Arkansas Supreme Court ruled 
in his favor in 227 S.W. 408. 
“Tf the buyer refused to accept the appliances, such refusal was a breach of his: 
contract, and it does not lie in his mouth to say that something further remained 


to be done between the seller and the buyer,” the court said. 


+ r “ 


A SOUTH CAROLINA SHIPMENT 


“Ship these appliances, and draw a draft with bill of lading attached, draft to 
be paid on delivery of the bill of lading,” the office appliance dealer ordered, but 
the shipping clerk, being young and careless, shipped the appliances “open and 


unconditional.” 


“Deposit the purchase price to my credit with the X bank,” the dealer wired, 
when he learned of the mistake, the buyer did so, and the bank failed before re- 


mitting to the dealer. 


“The bank held the money in trust for me, and I am entitled to a preference,” 


the dealer contended. 


“The instructions of the dealer were complied with fully and literally, and the 
relation existing between him and the bank at the time it ceased to do business 
was that of debtor and creditor, and there was no trust arising in this case,” said 
the Supreme Court of South Carolina in ruling in favor of the bank. 








On the Subject of Alleged 


Duodecimals 


Being a discussion of the 


Advantages of Numbering by 


Twelves Instead of by Tens— 
By G. C. Perry” 


Note.—Even those who are 
not mathematically inclined 
will find much to interest them 
in the article which appears be- 
low. The idea of numbering by 
twelves instead of tens is of 
course very old, but the present 
writer has worked out a com- 
prehensive plan whereby every 
problem that comes up in busi- 
ness can be solved by the order 
of twelves with celerity and ac- 
curacy. He uses the system in 
his own business, which is the 
manufacture of a valuable line 
of celluloid envelopes and other 
specialties. He even writes 
checks after the twelve system 
to which the banks find no ob- 
jection. He tells us that the use 
of the system in his factory has 
not only expedited the work but 
has effected distinct economies. 
Office Appliances feels that its 
readers will be interested in the 
system here outlined particu- 
larly as the sponsor of it is a 
well known man in the field of 
office equipment. 


HE Atlantic Monthly of 
October, 1934, presented an 
article entitled, “An Excursion 
in Numbers.” This article was 
followed in subsequent issues 
by comments from readers of 


? rte Mr. Perry, who is proprietor of 
the uM arkilo Company of Chicago, manufac 
turers of all-visible celluloid envelope indexes, 
bookmarks, etc., has long been interested in 
promoting the system which he describes, and 
his ideas seem to be arousing the interest of 
accountants, mathematicians, business men 
and others The present article takes us a 
few steps in advance of the article in out 
April, 1928, issue mentioned above 


the magazine. The subject mat- 
ter of the article is “duodeci- 
mals,” for want of a more accu- 
rate term, and its treatment is 
not unlike an exposition of the 
subject by the present writer as 
presented in Office Appliances 
for April, 1928, and later pub- 
lished in pamphlet form. 

Many attempts have been 
made to perfect a system of 
numbers with a base of twelve. 
The subject has been alluring 
enough to tempt writers and in- 
ventors to offer the most un- 
workable and impossible of 
schemes. An early betrayal of 
incompetence on the subject is 
revealed when a writer refers 
to “the duodecimal system.” It 
is such a misapprehension and 
perversion of mathematics that 
calls for this correction. 


There has never been a duo- 
decimal system of numbers. 
System implies order, worka- 
bility and logic. None of these 
virtues are to be found in the 
“duodecimals” or ‘“‘cross multi- 
plication” of old arithmetics or 
more recently available writ- 
ings. The various schemes are 
complicated, incomplete, unin- 
telligible and vend to cloud 
rather than clear the matter. 
Many write at random to pro- 
duce entertaining reading and 
thus do the cause of mathemat- 
ical progress a grave injustice. 

Since the article appeared in 
Office Appliances seven years 
ago there has been a constant 
extension of the dozen sys- 
tem of mathematics with its 
weights and measures. This 
growth has incorporated, as 
far as possible, the present 
American-English names, num- 
bers, weights and measures. 
The development has not been 
mathematical theory alone, for 
the results have been offered 
to the public for a test in work- 
ability and efficiency. For ex- 
ample, the Markilo Company 
has issued many checks with 
amounts specified in the lan- 
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Relative Values and Sizes of Coins in the Dozen System Advocated by Mr. Perry 


Articles stack up even in 
dozens and half dozens 












































Ten and the "half ten" are 
incomplete geometrical forms 









































Diagrammatic Comparison of Stacking by Dozens and Tens 
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Reduced Reproduction of a Check Made Out in the Dozen System. 


guage of the dozen system only, 
i.e. avoiding the familiar tens 
and hundreds of decimals. 
These checks have been ac- 
cepted by the payees in every 
case, cleared and finally paid 
by the local bank. One such 
check is shown in the cut at the 
top of this page. 

It will be observed that the 
worded amount of payment is 
in units, dozens and grosses. 
In the ruled spaces to the right 
appear two new characters or 
figures, T which is called “figure 
ten,” and Z called “figure elev- 
en.”” These characters while 
new among the old characters 
from 1 to 9, are not exactly 
arbitrary. Figure T is that of 
the decimal 10, being a combi- 
nation of the staff of the 1 and 
the upper part of the circle of 
the zero. The figure ¢ is the 
vertical 1, with the second 1 of 
the decimal 11 in a horizontal 
position. Capital letters T and 
L may be used for these figures 
where the regular cast figures 
are not available. A determin- 
ing feature in the selection of 
these characters, in preference 
to Greek or other letters, is to 
aid the memory, since T is the 
first letter in the word ten and 
L, the first syllable in the word 
eleven. Such figures permit us 
to use the values ten and eleven 
in a single column instead of 
the required two columns of 
decimals. 

Zero is the same as at pres- 
ent. The figure zero is simply a 


and deposited in the regular way. 


sign that no numerical value 
exists at a certain place among 
the figures. It is not a number, 
but indicates the absence of 
number. To assert that the 
whole of mathematics is built 
around zero is mostly senti- 
ment for problems can be 
worked without a zero. It is a 
useful sign and nothing more. 

The scale or columns being in 
dozens also requires that the 
mental processes be in dozens. 
For example, 84-5—1 dozen 1. 
¢—1—T. 3x5=1dozen3. T+2 
5. Handle all groups in twelves 
instead of tens “carrying”’ the 
dozens as tens are now carried. 
Read the answers in grosses, 
dozens and units, and less- 
than-unit-parts in twelfths and 
gross-parts instead of tenths 
and hundredths. 

The dozen system of mathe- 
matics is an acknowledgment 
of the heretofore unseen but 
perfect harmony that exists be- 
tween the geometrical, arith- 


THE CIRCLE DOZENALIZES ITSELF 


The Small Part Enclosed by the Short 
Are and the Solid and Dotted Radii, 
Is One-twelfth of the Circle 


It is one of many accepted 


metical and algebraic facts of 
mathematics. Contrarily, the 
decimal system is a misfit sys- 
tem which does not integrate 
but almost completely malad- 
justs the normal agreement 
between form and number. 
Fractions, and a confused sym- 
bolism are the results of the 
application of decimals to the 
problems of mankind. 

The decimal unit of ten parts 
divides into two groups of fives, 
or five groups of twos,— the 
only groups making a total of 
ten. But the unit of twelve 
parts is divisible into 2, 3, 4 
and 6 parts, with 4 and 6 di- 
visible by 2 and 3. Further, 8 
is two-thirds, 9 three-fourths, 
and T is five-sixths of the 
dozen. 

The circle does not divide in- 
to tenths, but, divides itself 
naturally by its radius into 3 
and 6 parts. When a circle is 
divided into three parts and 
then quartered the difference 
between its geometrical third 
and fourth will be equal to the 
difference between an arith- 
metical third and a fourth, or 
a twelfth. This is beautifully 
illustrated on the face of a 
clock where a quarter is three 
sub-divisions or hours; a third 
four; the sixth a two; and a 
half a six. So logical and com- 
prehensible are these twelve 
divisions that the more modern 
clock makers find it unneces- 
sary to number the hours at 
all. This same simplification is 
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available in the other weights 
and measures of the dozen 
system. 

Six, the half dozen (and we 
never speak of a half ten) is 
the first common denominator 
among numbers, the product of 
the first two numbers of a dif- 
ferent class. Two groups of 
threes or three groups of twos, 
each capable of its own geo- 
metrical arrangement, together 
equals six. Six is also the sum 
of the first three numbers, 1 
plus 2 plus three. Again, 1 plus 
2 plus 3 plus 6 equals a dozen. 
This reveals a mathematical 
economy which when applied to 
the coinage of money, as I have 
explained elsewhere, would give 
us a system of coinage, with 2 
dozen and 3 ways of changing 
the twelfth-dollar, against 3 
ways only of changing the dime 
or tenth-dollar, and actually 
with fewer coins involved. The 
dollar, half-dollar and quarter 
would remain as at present. 

The advocates of compulsory 
decimalization, as of the deci- 
mal metric system of measures, 
urge the packaging of articles 
of merchandise by tens and 
hundreds instead of the dozens 
and grosses, in order to make 
practice conform to a theory. 
These people are possibly the 
most ancient and ardent devo- 
tees to brain-trustism. In many 
countries they have unwitting- 
ly gone through the motions of 
annulling mathematical law 


GE HASN'T as much to do with 


by national legislation. Many 
readers will recall the late in- 
ternational propaganda for a 
calendar year of thirteen 
months, a number indivisible 
without a fraction. 

Ten is not the product of 
three numbers or units of di- 
mension. Ten cubes cannot be 
stacked into a solid without 
leaving open spaces. It is pos- 
sible to arrange objects in two 
dimensions as 25 or one long 
string as ten by one. That ends 
the possibilities of packing by 
tens. 

Twelve is the first product of 
three unlike numbers and per- 
mits the arrangement of cubes 
into several forms making sol- 
id, well packed containers. The 
half dozen, 23, is another 
common form of packing a 
smaller number of articles, 
while 5 is not a product, there- 
fore, not a square. I have found 
the word grocer to be derived 
from the root gross, or twelve 
dozen. Evidently at some time 
all wholesalers were called gro- 
cers. So naturally have the 
dozens and grosses taken their 
places in merchandising that 
the people have conformed to 
the law governing cubes even 
when they were unaware of the 
existence of such law. 

Counting by dozens is an- 
other convincing proof of the 
superiority of dozens. We can 
count articles by twos as 2, 4, 
6, 8, T, 1 dozen; by threes as 
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3, 6, 9, 1 dozen; by fours as 4, 
8, 1 dozen; and by sixes as 6, 
1 dozen; 6, 2 dozen, and so 
forth, always by dozens and 
continuing to the gross. 

Space will not permit more 
examples of the congruency of 
number and form, as revealed 
in the dozen system. There are 
many who are highly skilled in 
solving problems; some who 
can untangle even the most 
tangled of book-problems. The 
fundamental, or basic truths of 
mathematics, however, are any- 
thing but obvious and here 
mere cleverness avails but 
little. 

Mathematics is the science of 
measurement. Things tangible 
and intangible can be 
measured, and therefore num- 
bered, if a standard can be es- 
tablished. The Galilean said 
“with what measure ye mete, it 
shall be measured unto you.” 

Those who love the Scriptures 
will find therein a storehouse of 
mathematical substance. The 
first chapter of Genesis shows 
a Creation of six days of twelve 
“evenings and mornings.” In 
Revelation John beheld “a 
woman clothed with the sun 
sacaue and on her head a crown 
of twelve stars.”” The tree of 
life is seen to “bear twelve 
manner of fruits” yielding 
the fruit every month or by 
twelves. The leaves of this tree 
were for the “healing of the na- 
tions.” 


forward there is no place in it for the 


it as has been stressed. Against 
the natural physical advantage of the 
youngster, the elder has the reserve of 
years of experience. And as for en- 
thusiasm and interest—these are men- 


man who can’t or won’t keep up, for 
the man who says: “What I have 
been doing is plenty good enough— 
why should I break my neck to do 


more?” 


tal attributes that any man may possess. The 
youngster may have more exuberance, but the 
elder may have just as much enthusiasm, take 
just as much of an interest, except for a more 


restrained expression. 


From where you are there are only two 
places you can go—forward or backward. You 


solved. 


can’t stand still. Now that business is going 


which it is entitled. 


There are mighty few, if any, territories 
where a business is getting all the business to 
If all territories were to 
become as productive as the few best terri- 
tories, the sales problem would be quickly 


—TIM THRIFT. 
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The Fallacy of Selling Filing 


Equipment on the Basis of Price 


Alone 


A FEW days ago a repre- 
sentative of a manufac- 
turer who specializes in making 
cheaper grades of steel filing 
equipment, solicited business 
from our company. The only 
argument that he advanced to 
justify this type of file was low 
price and reduced selling resist- 
ance. We listened attentively 
and then asked him if he could 
guarantee that our sales would 
increase 100% if we added his 
line. He replied that he was not 
prepared to make any promises 
as to increased sales volume. 

We consider that we station- 
ers are important factors in the 
conduct of everyday business. 
If thru some unusual catas- 
trophe, which would cause 
every stationer, every office 
equipment dealer in every city 
to go out of business today, the 
manufacturer, the jobber, the 
professional man, in fact every 
type of business would be seri- 
ously handicapped without our 
services. 

As a representative dealer we 
maintain a fairly expensive 


place of business in the center 
of our city. We carry a repre- 
sentative stock of the better 
grades of merchandise, we 
maintain payrolls, pay taxes 
and purchase supplies with 
which to operate our estab- 
lishment. We therefore do not 
look with favor upon a manu- 
facturer who deliberately 
cheapens lines and solicits our 
business with one argument, 
namely, price. 

We dealers must analyse the 
meaning of low prices. There 
is only one answer and that is 
that low prices show no profits 
at all. Simple arithmetic proves 
that it requires an enormous 
increase in unit sales of cheap 
files to even approach the gross 
dollar profits on standard lines. 
Certainly, the thinking business 
man still provides a market for 
medium grade and high grade 


By A. L. Larrimore, De- 

partment Manager, 

Young and Selden Com- 

pany, Baltimore, Mary- 
land 


filing equipment. There is un- 
questionably a market for three 
grades of files, namely, the 
Standard Grade, the Commer- 
cial Grade and the Utility 
Grade, but now we find a grade 
even cheaper than the Utility 
Grade, and one which does not 
carry a sufficient profit in dol- 
lars to make it attractive to 
handle. 

There are three reasons why 
these extremely cheap files are 
a menace to our business: 
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First.—Certain types of out- 
side salesmen are inclined to 
sell low priced goods if given 
permission. 

Second—tThe cost of trucking 
into our store, the cost of deliv- 
ery, carrying the account and 
other expenses is as great on 
low price files as on better 
grade files. 

Third—You cannot expect 
the quality or service from 
cheap merchandise, therefore, 
there is an element of risk with 
dissatisfied customers. 

It is a distinct pleasure to 
the dealer when he is fortunate 
in securing the franchise of a 
well-known line of files, as with 
it he is given exclusive repre- 
sentation for that line in his 
city. This manufacturer will 
sell only one dealer. He fur- 
nishes sales cooperation, sends 
in any inquiries or prospects 
that are received from our ter- 
ritory and is endeavoring at all 
times to do a constructive job. 

The manufacturer who solic- 
its our business on cheap mer- 
chandise offers no protection, 
in fact he will sell every dealer 
in town it is possible for him 
to do so. We can appreciate 
the fact that to continue to ex- 
pect sales cooperation from our 
suppliers, we dealers must play 
the game fairly and promote to 
the fullest extent the lines of 
merchandise that we are han- 
dling. 

To properly sell filing equip- 
ment we must render a reason- 
able amount of service. The 
customer expects us to help 
him lay out his systems and to 
spend time frequently to edu- 
cate his file clerks and others 
in his organization. Obviously, 
we cannot do much of this work 
with cheap merchandise, thus 
neglecting the business welfare 
of our customers. 

Let us go over our balance 
sheets, study our fixed operat- 
ing costs and we will find that 
rent, taxes, insurance, sales 
costs, etc. are still important 
factors. Every morning when 


we open the doors of our store 
we are faced with a certain ex- 
pense burden. We must then 
determine to sell a sufficient 
volume in dollar sales to cover 
our expenses. It requires many 
more sales of the cheaper grade 
of files to reach this point, so 
would we not be better off han- 
dling our regular lines, exert- 
ing more sales effort and find 
at the end of the day that we 
have made a legitimate profit? 
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Profits in our business, at the 
best are meagre, it is a struggle 
to keep our business in a 
healthy condition. The station- 
ery and office equipment busi- 
ness is fascinating, however, 
and we are proud to be engaged 
in it, but we hope the better 
dealers of the country will feel 
as we do about handling a reg- 
ular line of files and not add 
these extremely cheap numbers 
to their stocks. 


ee — 
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Parts oF A Bic INSTALLATION oF Metat Orrice Furniture Company Eourr- 


MENT IN THE Offices, ProvipENce JouRNAL, Provipence, R. I. 


The Providence Journal and its as- 
sociated publication, The Evening 
Bulletin, have just moved into the 
new Journal building, said to be one 
of the most modern newspaper plants 
in the country. 


The general offices of the newspapers 
occupy the entire first floor of this 
fine new building. Office furniture 
receives hard use in a newspaper 
office. Things must go with a rush 
and the equipment must be sturdy in 
order to withstand the strain. In 
these new offices, the filing equip- 
ment is Steelcase 1200 line counter 


equipment. 


All drawers have the 
non-rebound feature and the base of 
the files is protected by a rubber 
cove molding which matches the 
floor. The installation is mostly in 
green finish except in the outfitting 


of some of the executive offices, 


where the finish is in walnut. 


The Metal Office Furniture Company 
has equipped no less than sixteen 
prominent newspaper offices from 
New York to California, and pos- 
sesses a fund of information about 
newspaper installations. 








“Dictator” Uses Numbering 


Machine 


Mr. Jewell Mayes,* Assistant to the 


ITH ALL the new office appliances and efficiency 
equipment made available in this generation, 
the working mechanics of the man behind the desk 
dictating letters has remained essentially unchanged. 
Even the adaptation of the recording machine in 
dictation has not lessened the measure of mental and 
physical effort required of the man responsible for the 
correspondence, for whom too few practical short cuts 
have been made available. 

The importance of proper letters is generally appre- 
ciated but in the rush of things a vast number go out 
containing stilted, outworn phrases. Rush work may 
be improved and facilitated with “form books” afford- 
ing appropriate paragraphs and phrases, but “form 
books” cannot be made in a day or week or year. They 
are “critters” that grow up, like Topsy, but, unlike 
Topsy, they become burdens instead of load-lighteners 
in proportion to their length and complexity; possibly 
understood by the “dictator” yet too frequently mis- 
understood and improperly used by the stenographer 
or transcriber. 

Many an office man attempts to and sometimes suc- 
ceeds in unloading a mass of detail on the “poor 
stenographer,” thus putting upon her a larger share 
of mental labor for which her boss draws the pay. 

“Answer this” or “tell him I don’t care what he 
thinks or does, without making him mad” or “say ‘no’ 
in words that will make him like it” or “give him the 
impression that I think he is all right yet promise him 
nothing” or “tell him that you will take the matter up 
at a more convenient date and use your best judgment 
how to say it.”” These and many other variations of the 
theme help to unload some of the burden from the 
shoulders of men who do not have the time personally 
to enter into all of the detail of a voluminous daily 
correspondence. 

Assigning correspondence to different helpers, striv- 
ing to pass the same type of letters to the same person, 
letting each individual draft out in letter form what 
seems to be advisable to say, each letter to be passed 
upon by the man behind the main desk, is one of the 
most practical of “short-cut” methods—a policy that 
fosters and develops the mental initiative of the office 
workers. If redictation of a few of the letters is neces- 
sary, the time and thought factors are reduced and re- 
dictation is easier and faster. 

Office conference discussion of letters to be answered 
has advantages, although it takes up the time of both 
the man behind the desk and the worker. This is 
especially essential for important letters that have to 
do with voicing the administrative policies of an office, 
resulting in putting into each letter the joint men- 
tality of both sides of the desk. 

Twenty years’ experience in striving for dictation 
improvement has discovered a number of ways and 
means and several “short cuts.” And one of the latter 
“time-tried” and “time-tested” and which does not 
conflict with any other methods of time-saving re- 
ferred to is the use of the numbering machine in dic- 
tation. 

The numbering machine is a time-saver in dictation, 
no matter what system one uses, whether shorthand 
or dictating machine. 

Missouri State De- 


One senses that the 
differs in several 


*Mr. Mayes has been connected with the 
partment of Agriculture for twenty years 
considerable correspondence of such an office 


respects from that of general business 


Commissioner of Agriculture in the 
Missouri State Department of Agri- 
culture, Who Handles a Large Daily 
Mail, Comments upon the Tasks of 
and Tells How He 


a “‘Dictator’’ 
Speeds up His Work with an Ordi- 


nary Numbering Machine 


“The numbering machine?” you may ask, uncer- 
tain whether the right compound word has been used! 

Yes, a common consecutive numbering machine on 
your desk is a time-saver, a dictation shortener, a 
guaranty that the right enclosure goes into the right 
letter’s envelope. 

First of all, be it understood that the use of the num- 
bering machine does not add another link in the bur- 
dening chain of office detail, because you do not carry 
the serial number and you do not pay any attention to 
missing numbers. You can “play with” numbering 
machine while answering the telephone, or a visitor 
can “play with” your numberer, without your losing 
anything, since the number you stamp on the chosen 
usual spot on a letter received is the only thing the 
stenographer recognizes. That number is entirely dis- 
connected from all other numbers. 

The following is the procedure of this usage: Pick up 
a letter. Pick up your numbering machine, prefer- 
ably starting at “1.” Number the letter received in the 
“spot” you choose, perhaps preferably the upper left 
just above the usual position of the address and salu- 
tation. The stenographer writes down that number, 
instead of your dictating the address. This identifies 
the letter. If you desire that the letter shall be for the 
personal attention of an individual, you say so at that 
moment. If a special salutation, so indicate, otherwise 
the usual form used by the dictator will be used. 

If you use a “form book” for routine letters, the 
numbering machine fits in equally well. “Letter No. 7, 
form No. 10” tells the story to the lady across the desk 
or to the recording machine. 

The numbering machine, as a part of “standard dic- 
tating equipment” comes into play with peculiar fit- 
ness, when there is an enclosure, especially so when 
there is more than one enclosure. You pick up en- 
closure to “letter No. 8” and strike it in the upper 
left hand corner with “No. 9” saying to the stenog- 
rapher, “enclosure No. 9.” If two enclosures, say “en- 
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closures Nos. 9 and 10,” marking your enclosures with 
your numberer and letting them pass across to the 
stenographer, or piling them with the letter if using a 
recording machine. 

It is advisable to “turn back” your numbering ma- 
chine at the end of the day or some other period to No. 
1, to avoid having numbers that become cumbersome. 
One dictator stamps the number of the last letter’s 
successor of the day on his blotter, preferably on his 
desk calendar pad, showing how many letters plus en- 
closures have been handled that day. The stenog- 
rapher will turn back the numbering machine early 


Typewriter 


By James G. Nolph, dr., Manager, 
Business Service Division, J. G. 
Nolph & Company, Punxsutawney, 


Penna. 


O PROPERLY analyze any given question, one 
gate view the various sides exposed. Let us con- 
Sider the typewriter sales and service division. Whether 
we speak of Pennsylvania or California, the same ob- 
stacle presents itself. 

Every serviceman or salesman will confess that his 
daily clients confront him with the same handicap. 
Every day he is described as an independable fly-by- 
night member of his trade. These characteristic re- 
marks are not made without reason. These descrip- 
tions are offered in many ways but always and always 
boil down to the same description. The trade insist 
that they never know when to expect or where to find 
a service man. This reputation describes so accurately 
that like the proverbial Sailor, they are condemned 
without an even chance to prove their merit. 

The remedy is simple and gains immediate results. 
All travel tours must be mapped so that appearance 
on a given day each week is a certainty. After four or 
five trips you will ride “aces high” with 90 per cent of 
your clients. Their former frowns will mature through 
tolerance to smiles of dependable content, that you 


A Group of Girls from the 
Royal Typewriter Company 
Branch in Philadelphia, Who 
Were Recently Selected to 
Judge a Limerick Contest 


Held by the Philadelphia In- 
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each morning, in case of such an office policy. Others 
will want to let the machine run a week, before chang- 
ing back to “one.” 

This is no random suggestion, being based on actual 
usage for more than fifteen years of the numbering 
machine in desk dictation. It is offered to readers of 
Office Appliances as a little fool-proof help in dicta- 
tion, a minor convenience that the writer of these lines 
has passed along to sundry ‘persons and offices, a 
method that no doubt several other individuals have 
developed on their own initiative, yet had never de- 
scribed it in print. 


Shop Talk 


have arrived. In depending on you, they will make you. 

In a sales talk one must always remember to use an 
analogy rather than a direct and critical contrast. 
Many a pill has refused to sell until sugar-coated. 
When a client inquires as to your opinion of another 
piece of equipment, he is many times not at all in- 
terested in your actual personal opinion but is anxious 
to tabulate your degree of diplomacy and tact. 

Your answer should be straightforward and without 
hesitation, something like this. . . . “It is an excellent 
machine; one of the very best” (assuming it were a 
typewriter) ... “The two major issues to consider 
when purchasing a typewriter are touch and dura- 
bility. These are very much like speed and power in 
an automobile; to gain one, we must sacrifice the 
other. This machine has an excellent touch, not at 
all inferior to ours, but for dependability . . . ours is 
the recognized standard.” This treatment is so elastic 
that a simple question can always be turned to a strong 
sales talk for your own product. 

Service work of office equipment is usually priced on 
a sliding scale basis. When naming these prices, one 
frequently creates and plants a false impression. By 
actual figures one finds almost half the sales lost are 
for this reason. A price when offered will meet with 
objection in 50 per cent of the cases; a second price is 
then presented and many times a third. If you have 
failed to impress your client with the fact that each 
quotation includes less actual work and improvements, 
he will label you unreliable and close like a clam. 
Enumerate the exact repairs included and impress him, 
not with the similarities but with the differences. 


quirer.—Miss Louise Scheu. 

employment manager for 

Royal at Philadelphia, is 

shown on the right of the 

group looking over some of 
the entries. 
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HEYER INTRODUCES NEW AUTOMATIC 
LETTERGRAPH 

The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, announces the Model 34 Lettergraph, a new 
stencil duplicator with several outstanding features. 
It is stated that the new machine was developed in 
answer to a demand for high quality, automatically 
fed stencil duplicators to retail at less than $100.00. 
The new machine is made in two models the 34A open 
cylinder type priced at $75.00 and the 34B closed cylin- 
der machine at $90.00. 

The Model 34 Lettergraph is solidly constructed of 
pressed steel throughout and is attractively finished in 
walnut graining. Among the features of the new ma- 
chine are a simple positive automatic paper feed, direct 
drive, positive paper strippers, five figure counter, full 
legal size and simple, inside inking. The machine has 
very few adjustments, all of them simple. Moving 
parts have been cut to a minimum and gears have been 
discarded through basic new design. The 34 Letter- 
graph is therefore termed by the manufacturer an 
ideal machine for the user who hasn’t a service man 
in the immediate vicinity. The new machine has been 
in the process of development for the last two years. 
It has been subjected to rigid tests and carries a strong 
guarantee. 

The first Heyer stencil duplicator, the Rotary Letter- 
graph, was introduced in 1925 and since that time over 





The Heyer Model 34 Lettergraph 


30,000 machines have been sold. It is a letter size, 
hand fed and hand inked machine. 

The Heyer Corporation has long been identified with 
the duplicator field. The company came into being in 
1903 and has enjoyed a fine reputation for the quality 
of its products and its general business policies. 

a 

POLAR “STICK-STRIP” IN A THINNER GAUGE 

The Polar Manufacturing Company, 401 North Broad 
street, Philadelphia, Penna., recently announced a 
new self adhesive “Stick-Strip” stripping for under the 
edges of glass tops on desks and tables. The new strip- 
ping is three thirty-seconds of an inch thick and is 
offered in walnut, mahogany or green colors. 

The company will continue to produce the original 
“Stick-Strip” which is five thirty-seconds of an inch 
in thickness. Samples of the stripping in both thick- 


nesses are available to dealers on request. 


GRAFFCO INTRODUCES NEW ITEM 

A new device recently placed on the market by the 
George B. Graff Company of Cambridge, Mass., manu- 
facturers of the Graffco line of office necessities, puts 
a new aspect on the job of applying gummed cloth re- 
inforcements to loose-leaf sheets. The Patch Placer, 
as this machine is called, holds one hundred patches, 
and provides for their easy application one at a time. 
The patches are contained in a neat nickel-plated 
cylinder, with only the end patch visible. It is semi- 
automatic in action, and in use it is necessary only 
to moisten the end patch, place in the desired posi- 
tion, and push the plunger. 

The Patch Placer obviates all necessity of keeping 
loose reinforcements in a box which is easily upset, 
with consequent waste of patches. The patches are 
soil-proof, only one being exposed at a time. There is 








The Graffeo Patch Placer in Operation 


no fumbling for loose patches, and no gumming and 
soiling of fingers when work must be kept clean. And 
the simplicity of operation produces an obvious gain 
in the speed with which patches are applied. 

Not the least of the features of the Patch Placer is 
its surprisingly low price. It is so inexpensive that 
it may be thrown away when emptied, but for those 
who seek even greater economy, refill cylinders of one 
hundred patches each are available at low cost. To 
refill, it is necessary merely to remove a cap and drop 
in the supply of reinforcements. , 

The company says that dealers will find this item 
a ready seller, not only for its price appeal, but be- 
cause of its packaging. Each individual Patch Placer 
is mounted on an ingenious orange and black “self- 
selling” counter card arranged with an easel fold. 
These cards clearly tell the story of the device. They 
are eye-catching and use very little counter space. ™ 

Patch Placers are packed twelve to the carton, with 
each ready-mounted on its own display card ready to 
put on the counter. 

> 
NEW COLORS AND LABELS FOR HIGGINS’ 
DRAWING INKS 

The Chas. M. Higgins Company, Inc., manufacturers 
for over half a century of drawing inks, writing inks 
and adhesives, announces interesting improvements in 
the company’s line of drawing inks to become effective 
immediately. 

Three new colors—blue green, light brown and lemon 
yellow—have been added to the line. In conjunction 
with these changes, some of the old colors have been 
renamed more accurately, as follows: green to emerald 
green, brown to dark brown, yellow to chrome yellow, 
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but with no change in hue. As revised, the Higgins’ 
line of drawing inks offers an unusually attractive color 
range consisting of the following waterproof colors: 
carmine, scarlet, vermilion, brick red, dark brown, light 
brown, orange, chrome yellow, lemon yellow, emerald 





\ Higgins Ink Bottle Dressed 
in Its New Label 


green, blue green, blue, indigo, violet, white and neu- 
tral tint. 

Almost as important is an interesting change in de- 
sign of the waterproof colored ink labels, which have 
been simplified and modernized to show a band of color 
corresponding to the ink within the bottle, set off for 
emphasis against double bands of neutral gray on 
which the words “Higgins’ Waterproof Ink” appear in 
white letters outlined in black. 

The design of the two American India ink labels is 
similar in style to that of the colored ink labels. There 
is a black band along the center of the labels, super- 
imposed in the case of the general (soluble) black on 
double bands of distinctive rose shade, and in the case 
of the waterproof black on double bands of neutral 
gray exactly as used for the waterproof colored inks. 

These new labels are striking and easy to read and 
should be welcomed by users because of the facility 
with which the various colors may be identified. New 
display cards and envelope enclosures showing the full 
range of colors have been prepared and are available 
without charge. 

~~ 
NEW TYPE OF BUSINESS RECORD 

The National Blank Book Company of Holyoke, Mass.., 
announces the National Simplex business record book 
No. 370, which has been designed to help the small 
business in Keeping an accurate record of its trans- 
actions and to simplify income tax reporting procedure. 





The Simplex Business Record Book 
Offered by National Blank Book 


Company 
The book contains a full page of instructions clearly 


explaining the use of each form. Actual entries are 
shown on specimen pages of the daily cash journal and 
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cash disbursement forms. The instructions clearly 
describe and illustrate the recording of all transactions. 

The daily cash journal provides space for entering 
purchases, merchandise sales and cash receipts. This 
form provides columns that will enable the manage- 
ment of a small business, for instance, to divide “mer- 
chandise or services” and “purchased and sold” into 
two departments. 

The cash disbursement form is used to record pay- 
ments, whether by cash or check; columns are headed 
with various classifications to show for what the pay- 
ment was made. A special feature is the “Personal 
Drawing” columns. The income tax laws do not per- 
mit the salary of the proprietor or partners of an un- 
incorporated concern to be considered as a salary or 
wage expense. Such payments should be recorded sep- 
arately, and the “Personal Drawings” columns permit 
such a record. 

“Summaries of Income and Expense Form” is to keep 
an up-to-date summary record of the transactions of 
the business, and to make easier the preparation of the 
operating statement and balance sheet. 

On “Property and Equipment Record” all major 
property and minor equipment can be kept separate. 
All the figures needed to make out the operating state- 
ment and balance sheet can be taken directly from the 
summaries. 

These books are end-bound, with red Texhide ends, 
black Texhide sides, and contain “Eye-Ease” Hammer- 
mill ledger. All forms are lithographed in brown ink. 
Size, eleven and one-half by eighteen and one-quarter 
inches. Thickness, fifty-six leaves. Boxed singly. 

———_—@—————_ 
NEW PELOUZE “VICTOR” POSTAL SCALE 


The Pelouze Manufacturing Company, 232 East Ohio 
street, Chicago, has announced a new and improved 
“Victor” postal scale. This scale is made in capacities 
of two pounds and four pounds. In addition to grad- 
uations by ounces, the scale gives the cost of postage 
on all classes of mail matter—air mail, first class mail, 





Victor Postal Scale Of- 
fered by Pelouze 


newspapers, books, catalogues, merchandise, printing, 
and parcel post for all zones up to the capacity of the 
scale. 

The full-sized two-colored dial is glass-covered. The 
scale is handsomely finished in green bronze, the inside 
of the platform being non-tarnishable gold bronze. 

The accuracy, sensitiveness, attractiveness and con- 
sumer appeal of the new “Victor” are such that the 
manufacturer confidently expects this item to become 
a best-seller among postal scales. The manufacturer 
further states that the price is very low for a scale of 
this character. 

—_————_ 
RESPIRATOR CHAIR CUSHIONS IN LARGER SIZE 

The “Respirator” chair cushions made by the L. M. 
Bickett Company, Watertown, Wisc., can now be ob- 
tained in a larger size to fit office chairs of extra width 
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and depth. This cushion, known as the “Director,” 
measures nineteen inches wide and seventeen and one- 
half inches deep. 

To meet conditions existing in the warmer states and 
countries, Respirator cushions can now be furnished 
with linen covers, and in addition to the cover vulcan- 
ized on the cushion, slip-on covers made of linen can 
be used to fit over all types and sizes of Respirator 
cushions. 

Slip-on covers are form fitted and can be applied or 
removed as desired, and when soiled can be laundered. 

— > 
A NEW MODEL OF THE ROTOSPEED 

The Rotospeed Company of Dayton, Ohio, has an- 
nounced Model B Rotospeed automatic duplicator 
which is giving much satisfaction, we are told, to all 
who have used the machine. It is said to be of simple 
construction and easy to operate. Rotospeed engi- 
neers, it is said, have produced a fully automatic 
model with no complicated adjustments and very 
small service requirements. 

The Model B is inked by a new self-contained unit 
revolving on the inside of the cylinder. The paper feeds 
automatically at each forward turn of the handle by 
the oscillation of a newly developed feed bar. Its op- 
eration is said to be silent and swift. The total weight 
of the machine is about twenty-seven pounds. It is 





The Model B Automatic Rotospeed. 


compact and easily movable, yet sturdy. The machine 
has a resettable counter. 


Rotospeed Model B is available with electric motor 


enclosed within the machine at small additional 
charge. 
The finish is crackle black and nickel. 
~~ 
“SPEEDBALL” LINOLEUM CUTTERS 
The C. Howard Hunt Pen Company, Camden, N. 


J., has devised cutting tools for making linoleum print- 
ing blocks. The cutters are made to use in a handle 
into which the individual cutters are secured while 
working on the linoleum block. The use of linoleum 
blocks for printing has a large following among ama- 
teur printers and even artists. The tools used bring 
out the character of the design or pattern in bold or 
fine lines, offering a result which follows the printing 
of early wood cuts. 

The use of linoleum affords an easy means of illus- 
trating books for private circulation. The technique 
of the work is easily acquired through a book, “Block 
Printing with Linoleum,” which is available to users 
of the “Speedball” linoleum cutters. 

The tools are stamped from pen steel, specially tem- 
pered, and individually hand ground. The set of cut- 
ters furnished with the outfit provides suitable cutting 
edges for any type of line engraving. Linoleum as a 
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medium for illustrating is a sympathetic ground, 
working easily and maintaining its character when on 
the printing press. A book on block printing with 
linoleum can be had for twenty-five cents, from the 
manufacturer. 
~~ 
A HAPPY INNOVATION IN WORLD GLOBES 

“Make the water silver instead of blue,” said a color 
expert when Rand McNally & Company, Chicago, asked 
him to suggest improvements on their globes of the 
world for home and office use. The momentary effect 





Rand MeNally Globe with 


“Silver Oceans.” 


of that suggestion on the Rand McNally officials was 
not unlike that which one would expect from a baker 
if he were told to make square pies. Water has been 
blue on maps as long as anyone can remember. Rand 
McNally, however, have more than once pioneered in 
the realms of cartography, and so it was decided to 
try printing the water areas in silver instead of blue. 
The result was very effective. The silver is soft, rich 
and unpretentious and furnishes a fine contrast to the 
softer colors of the land areas. In the average home 
or office, it harmonizes beautifully with the surround- 
ings. 

A twelve-inch globe with water areas in silver is now 
available to the user at a very moderate price. Itisa 
table globe with a simple black base and semi-meridian 
of bright chromium. Other styles are also available 
with silver ball and chromium fittings. 

—_—_—_———— 
HANSON SCALE COMPANY HAS NEW AIRMAIL 
SCALE 

The Hanson Scale Company of Chicago has an- 

nounced a new one-pound mail Scale similar to the 





The Airmail 


One-pound 
Scale. 


Hanson 


company’s No. 1546 two and one-half pound model. 
By decreasing the capacity of the new model to one 
pound, larger quarter ounce graduations are permit- 
ted and a very sensitive and accurate recording of 
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small weights is made possible. The dial is so gradu- 
ated that it has a visibility of one-sixteenth of an 
ounce in weight recording. The scale is automatic, 
instant registering, and computes air mail, first-class 
mail and parcel post up to one pound. 
pameniealiaanicdinte 
SOME NEW AND IMPROVED CHAIRS AT ATTRAC- 
TIVE PRICES 

The Milwaukee Chair Company, Milwaukee, Wisc., 
pioneers in the chair building art, have just brought 
out a new line of “Bank of England” posture chairs 
which sell at an unusually low price when one consid- 
ers the workmanship and quality that have been put 
into it. Some idea of the features of these chairs may 
be gleaned from the following descriptive notes: 

The saddle seat is scooped seven-eighths of an inch 
to ensure correct posture, while flare arms add much 
to the comfort of the user. Posture spindles are shaped 
to the natural curvature of the spine. Revolving types 
of chairs have well-rounded base legs. All edges are 
well rounded and smooth, and finish and construction 
are of unusually high standard. 

On all swivel chairs the regular Milwaukee chair irons 
are used, and such chairs are equipped with F. A. O. C. 
Bassick casters. 

These chairs have double dowel construction, double 





A Member of the New “Bank of 
England” Line of Milwaukee 
Chairs. 


center stretchers, and one-piece, steam-bent side 
stretchers which enter full face into the front and 
back leg stocks, insuring sturdy leg support. 

All 260-line chairs have four corner blocks which are 
hand-fitted, glued and screwed with double screws to 
the boxing and legs. 

The entire line is designed and constructed to afford 
ease and relaxation. 

The “Bank of England” chair, with others in the Mil- 
waukee line, is featured in a new folder recently sent 
to dealers by the Milwaukee Chair Company. Those 
who have not received a copy are invited to write the 
company at once. 

These chairs can be had in quarter-sawed white oak, 
birch (mahogany or walnut finish)-and solid walnut. 

——_~—_>———_ 
NEW ASCO UTILITY STAND 

To the attractive line of utility stands announced 
recently by the Art Steel Company, Inc., 300 East 145th 
street, New York, N. Y., has been added a new number, 
T750, larger and more comfortable for the user. The 
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table top measures 24 inches wide and 1742 inches deep. 
The height is 25% inches over all, including silent 
easy rolling rubber tire casters. 

The new stand is of sturdy steel construction with 
wood veneer tops and side tables, which can be hooked 





The Aseo No. T750 Utility Stand. 


upon either side. This new table can also be supplied 
with brake casters that will prevent table from rolling 
away while in use. 
These stands are made in mahogany or green finish. 
———~____ 
ROCKWELL-BARNES ANNOUNCES 
NOTEBOOK 
The Rockwell-Barnes Company of 1511 West 38th 
street, Chicago, has developed a new notebook which 
is said to be both practical and economical. It is 
called the “Ring-Bound” notebook, and is bound with 
heavy gray board covers printed in blue. The rings 
are blue and are made from a material so light weight 
as to be self-adjusting to any required position for 
turning and with no tendency to tear or mar the 
leaves. 
The paper used is of unusual strength, and is avail- 
able either in white or in the tinted “eye-saver” shade. 
Covers are treated at the edge with a rubber-like 


“RING-BOUND” 








Rockwell-Barnes Ring Bound 
Stenographic Notebook. 


substance which enables the book to stand without 
any danger of collapsing, at the angle affording the 
greatest comfort for reading notes. Furthermore, the 
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leaves may be turned rapidly, either for dictation or 
transcribing, without altering the book’s position or 
causing it to fall. 

“Ring-Bound” notebooks are available in all three 
standard rulings. and are attractively packaged in 
gray telescope boxes of twelve books each. 

The manufacturer offers to furnish further informa- 
tion and a sample notebook to dealers on request. 

~~ 
A NEW WAY TO CLEAN TYPE 

The Scram Company of St. Louis, Mo., announces 

“an easier way to clean type clean.” It is known as the 
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Perfectype, a Liquid Cleaner for Typewriter Type 


Perfectype, which, it is said, cuts out every speck of 
imbedded dirt, ink and grease. A modern bakelite 
anchor cap covers each bottle, hermetically sealed with 
gelatin. A ball dauber of genuine wool with a steel 
coated stem is inserted in the cap, and a highly ab- 
sorbent cleaning cloth in a cellophane bag accom- 
panies each bottle. 

It is said that Perfectype also refreshes rollers. 
After its application the rollers grip the paper, it is 
said, to the last typed line and will feed cards and 
envelopes to the very edge. Perfectype contains no 
injurious acids and will not injure the skin. 

— 
STAFFORD RESTYLES QUARTS AND PINTS 

S. S. Stafford, Inc., 603-09 Washington street, New 
York, N. Y., have recently completely restyled all quarts 





Stafford Redesigned Ink Bottle 


and pints of ink and mucilage of their manufacture. 
The bottle is new and modern without being in any 
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sense grotesque. The bottles are easy to grasp and 
pour from and are fluted on the back and side flanges 
to prevent slipping. The new labels are smart and 
colorful. Differently colored pour-out retaining rings 
are used to desiginate colors and brands of inks and 
mucilage. 
~~ 
ACME CORPORATION INTRODUCES NEW 
TIME STAMPS 

The Acme Recording Devices Corporation, 103 La- 
fayette street, New York City, announces what they 
designate as the latest development in time stamps 
for dating and timing letters, orders, documents, dis- 
patches, etc., on which exact timing is essential. 

The new machine is built on modern lines combining 
good taste with utility. It prints on one straight line 
the year, month, day, A. M. or P. M., hour and minute 
in words and numbers so that the impression is read- 
able at a glance. The date and time wheels are of 
brass, engraved, and the mechanism actuating them is 
synchronized with a telechron electric unit. Impres- 
sions are made by means of a contact plate in front 
of the machine. When touched, this plate automat- 
ically actuates the printing mechanism. The opera- 


tion is completed by the same hand that inserts the 
paper. 


The contact plates are located in a convenient 





Acme Automatic Time, Stamp 
plate in front to enable the operator to make the im- 
pression at will anywhere on the paper. Space is 
provided for any wording desired on each side of the 
time and date impression and besides, and there is a 
changeable word cylinder whereby six different words 
may be imprinted as desired. All of the printing 
plates and wheels are made of brass and the wording 
is engraved. The printing is clear and sharp and the 
type permanent. 

The machine is known as the Acme 
stamp. 


In Line time 


a 
INLAID WOOD OFFICE UTILITIES 

W. A. Horne, Sr., and W. A. Horne, Jr., of The Horne 
Desk & Fixture Company, 47-49 Pryor street, N. W., 
Atlanta, Ga., have acquired the patented line of in- 
laid wood products manufactured by the Smoky Moun- 
tain Industries, and are distributing the products in a 
national campaign. This line, of unique design and 
construction, has achieved popularity among office 
equipment. and supply houses, as well as the gift and 
novelty trade. It has been developed by the native 
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North Carolina mountaineers, who use the native woods 
of that section known as the Great Smokies of the 
Appalachian range. 

The line includes waste paper baskets, letter trays, 
recipe file boxes, an unusual clip board, magazine racks, 
end tables, paper weights, cocktail trays, book ends, 





Three Samples of the Inlaid Wood Products Offered by W. A. 
Horne and W. A. Horne, Jr.. and Made by the Smoky Mountain 
Industries 


handkerchief boxes, jewel boxes, makeup boxes, serv- 
ing trays, bridge card boxes and similar items. 

The Smoky Mountain Industries line is still open in 
a number of cities, at prices attractive to the consumer, 
as well as offering a profit of interest to the dealer. A 
new catalogue is now in the course of preparation. 

ninuieiaiiiniee 

VICTOR ANNOUNCES IMPORTANT NEW LINES 

A new line of rotary duplicator stencils and dupli- 
cator ink is now being manufactured in this country 
and marketed by The Victor Safe & Equipment Com- 
pany, Inc., through dealer channels. The new stencils 
have been subject to exhaustive tests and research for a 
period of many months. In order thoroughly to prove 
the quality of work they are capable of producing 
under varying conditions these stencils have been sub- 
jected to the ultimate test of actual use. The company 
states that dealers report entire satisfaction on the 
part of customers who have tried them. 

It is claimed for the new Victor stencils that they 
give exceptionally good results on typed copy, repro- 
ductions being clean and sharp. They say that letters 
will not cut out and that the stencil will not clog the 
type excessively. Ruling, lettering and illustrating by 
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Reduced Reproduction of the 
New Victor Stencil 


stylus can be handled with expedition, and corrections 
may be made so that they cannot be detected in the 
reproduction. The producers give assurance that Vic- 
tor stencils will not deteriorate on dealers’ or users’ 
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shelves and that they can be filed away after using 
and run again several months later with excellent re- 
sults. Furthermore, they will not develop any unpleas- 
ant odor with age. 

These lines will measure up to the high standards 
of quality that have been established and maintained 
for all products bearing the Victor name. 

Samples and complete catalogue information will be 
furnished to dealers who may be interested, by address- 
ing a request to the company at North Tonawanda, 
N. Y. 

niin 
NEW STEEL WASTE BASKET 

The attractive steel waste basket here illustrated is 
offered to the trade by The Globe-Wernicke Company 
of Cincinnati. It is well-made, extra heavy, with 
welded joints and baked enamel finish. 

Rounded corners have rubber protecting bumpers 
which prevent torn clothing and marring of furniture. 
It is furnished with sliding domes on bottom or with 





Globe-Wernicke’s Extra Heavy 
Steel Waste Basket 


legs, if desired. There are no sharp corners inside and 
it is easy to keep clean and sanitary. 
These baskets are furnished in dark green; also oak, 
walnut, and mahogany grained finishes. 
aS ae 
PREMIER REBUILT NO. 6 REMINGTON NOISELESS 
ANNOUNCED 


The American Writing Machine Company, 374 
Broadway, New York, is offering to the trade the Pre- 
mier rebuilt No. 6 Remington Noiseless typewriter, 
which machines are thoroughly rebuilt at the original 
factory and are declared to be the acme of typewriter 
rebuilding. Not only are the mechanical features of 
the machine of the highest order, but its appearance 
is said to be equal to that of a new machine. 

The company suggests a minimum retail price on 
this machine which will permit the dealer to make a 
satisfactory profit. Emphasis is laid on the fact that 
the company is doing everything possible to eliminate 
price cutting. They prefer a limited list of select deal- 
ers promoting the machine rather than to have it 
“dragged through the mud of price competition.” 

A genuine noiseless typewriter of standard construc- 
tion can now be offered at an attractive price. Sev- 
eral dealers in New York have taken on this machine 
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and have been selling, the company says, as high as 
five or six machines within a week. 

This machine, it is declared, will manifold six carbon 
copies on the elite type machines, using a regular 
Standard brand of medium priced carbon. The ma- 
chine is also an excellent stencil cutter, proof of which 
is found in the mimeographed circulars which the 
company has just gotten out. 

The machines are in a fine new dual crackle and 
smooth finish and carry the factory rebuilding stamp. 
All are in the higher numbers, special series XR above 
200,000. 

Dealers who may be interested in this machine are 
invited to write C. R. Underwood, secretary of the 
American Writing Machine Company, at the address 
above given. 

~~ 
NEW CABINET FOR THE NIAGARA DUPLICATOR 

The new cabinet of the Niagara A. F. electric drive 
duplicator is modern in design, yet conservative and is 
attracting considerable attention for its beauty and 
convenience. All sharp corners and angles have been 





New Niagara Cabinet with 
Rounded Corners 


eliminated. This appeals especially to women opera- 
tors. The new cabinet is of hardwood with walnut 
finish, and in color and proportion harmonizes with 
the fittings of any office. 
—> 
A FLEXIBLE PAPER FASTENER 

The Quicflex Manufacturing Company of 406 South 
Main street, Los Angeles, Calif., are introducing to the 
trade a new product which is nothing less than a flex- 
ible paper fastener. Only three operations are required 
to bind papers with this little device. To read the 


ed 


The Quicflex Elastic Paper 
Fastener 











papers fastened by this fastener, no opening of the 
fastener is necessary. Neither is it necessary to tear 
papers to read filed matter. The device consists of an 
elastic band with flat hooked metal heads, the heads 
engaging each other in a firm yet flexible and easily 
removable fastener. The illustration tells the story 
better than words. 
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NEW MODEL HARTER POSTURE CHAIR 
Among the many new models recently announced by 
The Harter Corporation of Sturgis, Michigan, is their 
stenographic and general clerical chair pictured below. 





Harter | pholstered Posture 
Chair for Stenographers and 
Clerks 


This chair has the new “instant trouble-free” ad- 
justment mechanism and is equipped with Evrflex seat 
and back. 

The picture shows chair upholstered in the new short 
nap mohair that has proved so acceptable to users. 


_ 











The New Improved G-W Utility Index 


Tab.—-This tab, made by The Globe- 

Wernicke Company, Cincinnati, Ohio, 

was described in detail in the February 
issue of Office Appliances 
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A NEW PROTEIN STENCIL 

The Milo Harding Company, Ltd., 1362 South Hill 
street, Los Angeles, Calif., recently brought out a new 
dry stencil. which is now being manufactured by them 
at their factory in the city named. This is a pro- 
tein product said to be one of the few stencils of this 
type to be made wholly in the United States. 

This stencil has been in the hands of users for sev- 
eral months, and the company says they have received 
more favorable reports on it than on any other stencil 
they ever before handled. 

The new stencils will be marketed under the 
“Tempo” and “American Maid” brand designations, 
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both names being registered at the United States Pat- 
ent Office. They will be sold through established deal- 
ers on terms permitting a satisfactory profit. 

The Milo Harding Company, Ltd., has been selling 
stencils since 1925, and has established a reputation 
for the quality of its products, which include the Tem- 
pograph duplicator, as well as stencils and supplies. 

—_$——$g—____ 
EXCHANGE VALUE OF USED TYPEWRITERS 
REDUCED 

Effective March 1 the exchange value of used type- 
writers formerly listed at twenty dollars or more was 
reduced. The reductions ranged from $2.50 to $5.00 per 
machine. On machines listed at less than twenty dol- 
lars the exchange values remain practically the same 
as formerly. In a few instances the value has been 
increased because of scarcity and other factors. All of 
the typewriter manufacturers have adopted the same 
revised allowance schedule. 





D. S. Sammis 
Newly appointed superintendent of the Bridgeport factory 
of the Underwood Elliott Fisher Company. In 1911 took 
degree of master of mechanical engineering from the 
Sheffield School of Yale University. Followed mechanical 
engineering for 20 years except for a year and a half in 


the army. For the last two years he has been town man- 

ager for Stratford, Conn. his home town, where he 

successfully applied sound business principles to public 

service. Mr. Sammis was appointed to his new position 
by F. U. Conard, works manager. 


ee 

FRANK MORSE TOURS THE WEST ON BUSINESS 

On January 5, Frank C. Morse, president of the 
Browne-Morse Company, Muskegon, Mich., started on a 
business trip which included all the principal cities 
from Salt Lake City west. On the swing back to Mus- 
kegon, Mr. Morse covered Texas, Oklahoma, eastern 
Kansas and Missouri. 

Mr. Morse reports a decided pick-up in business in 
the west and southwest. He found the spirit of op- 
timism based upon a solid foundation of actual in- 
creases in orders booked. 

In his conversation with dealers Mr. Morse discovered 
that everywhere there is an awakening recognition of 
the importance of the loyalty of manufacturers to deal- 
ers. Many of the larger city and regional associations 
are emphasizing this point and are sending out ques- 
tionnaires to manufacturers in an attempt to discover 
their attitude. It is a stimulating factor. 


(Editor’s Note—The question of the loyalty of manu- 
facturers to dealers can only be given fair consideration 
when the reverse—loyalty of dealers to manufacturers 
—is recognized as part of the merchandising picture. 
The obligations of loyalty are mutual.) 
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EVANSVILLE SELECTS FURNITURE MAN 
AS COMPTROLLER 

Gilbert H. Bosse, vice-president and general man- 
ager, Imperial Desk Company, Evansville, Ind., has 
accepted the appointment as city comptroller for 
Evansville. 

Mr. Bosse was born forty-four years ago on a farm 
in Scott township, Ind. He acquired his early educa- 
tion in the public schools, later completing the business 
course at Lockyear’s business college in Evansville. 

Mr. Bosse first entered the furniture manufacturing 
field in 1904 when he worked as an apprentice in the 
local factory. Here he spent three years, going to night 
school at Lockyear’s while working in the factory. In 
1907 he became bookkeeper for the P. H. Reddinger 
Manufacturing Company and was later associated with 
the World Furniture Company, now known as the 
Globe-Bosse-World Furniture Company. 

In 1912, Mr. Bosse, with his uncle, the late Mayor 
Benjamin Bosse, and Louis C. Greiner, founded the 
Imperial Desk Company, which took over the old Hen- 
derson Desk Company of Henderson, Ky. The com- 
pany was successful from the start and is now one of 
the foremost desk manufacturing organizations in the 
country. 

On the death of Mayor Bosse in 1922, Gilbert H. Bosse 
became vice-president and general manager of the 
Imperial Desk Company, in which position he still re- 
mains. In spite of the appointment as comptroller of 
the city of Evansville, Mr. Bosse retains and will con- 
tinue his primary interest in the office furniture busi- 
ness and is at the office of the Imperial Desk Company 
every day. 

Mr. Bosse is an officer in several other institutions 
and business organizations, namely Thrift Finance & 
Savings, Inc.; vice-president of the Globe-Bosse-World 
Furniture Company; director of the New Vendome 
Hotel Company; member of the National Furniture 
Code Authority, which took an active part in the for- 
mulation of the National Furniture Code; served as 














Gilbert H. Bosse 


vice-president of the National Association of Furniture 
Manufacturers, Inc.; director of the National Associa- 
tion of Manufacturers of Wood Desks and Tables; ex- 
president and a member of the Evansville Country 
Club; charter member of the Evansville Kiwanis Club; 
trustee of the Deaconess Protestant Hospital and 
chairman of the executive committee. 

Mr. Bosse has never sought a public office and the 
only public office to which he accepted appointment 
previously was as a member of the County Board of 
Election Commissioners, on which he served in 1934 in 
Vanderburgh county. 

Mr. Bosse is married and has one son, Gilbert, Jr., 
twelve years of age. 
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Representative Ss of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, February 1, 1935. 

There seems to be plenty of activity both in and 
outside the trade. Early in the month I had an invi- 
tation from the directors of the Dictaphone Company, 
Ltd., to attend the press view of the new Telecord and 
of the new Dictaphone showrooms. The Telecord, as 
most of your readers will know, is the application of 
an amplifying unit to the ordinary Dictaphone dictat- 
ing machine, connected to the post office telephone so 
that both sides of the phone conversation are recorded 
on the cylinder. It is a good thing Dictaphone have 
enlarged their showrooms. There was a goodly crowd 
of distinguished guests and (or, better still, including) 
representatives of all well known papers and 
agencies! Seated at the “top table” with Messrs. 
Thomas and William Dixon were the Rt. Hon. 
Lord Daryngton, DL., J.P.; Sir Reginald Storrs, 
O.M.G., and Mr. Gilbert Frankau. Lord Daryng- 
ton, a former master general introduced the 
first official use of the Telecord in this country 
by holding a series of conversations with the Lord 
Mayors of Newcastle-on-Tyne and Leeds, the Ex-Mayor 
of Birmingham and the manager of the United Press 
of America in Berlin. The calls were put through one 
after the other without delay, thanks to the co-oper- 
ation of the post office telephone service. As fast as 
one call was completed, the Dictaphone cylinders were 
taken off and transcribed—in fact we had copies of 
the first call before the last was completed. In a brief 
speech, Mr. Thomas Dixon, managing director of the 
Dictaphone Company, not only thanked Lord Daryng- 
ton for his kindness in coming, but expressed the com- 


press 


post 


pany’s thanks to the Post Master General, Sir Kingsley 
Wood, and his department, for their invaluable help in 
the experimental stages and for finally licensing the 
machine. Certainly the P.M.G. and the postal au- 
thorities are to be congratulated in recognising this 
valuable aid to business. I believe this “sleepy old 
country” is well up to, if not ahead of you in this pro- 
ject, inasmuch as without fuss and bother the post 
office wil! fit a “change over” switch for a few shillings 
and you can go right ahead with the Telecord. For 
press reports from reporters all over the country, and 
indeed the world, this instrument is bound to super- 





Mr. Harry K. Flory of the United Press Association of 
America in London.—Mr. Flory is the first American to 
use the Dictaphone Telecord for transmitting news. 
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The Official Introduction of the 
Telecord at the Offices of the 
Dictaphone Company, Limited, 
London, England.—Left to 
right: Mr. J. E. Hodgkin; Sir 
Ronald Storrs, C. M. G.; The Rt. 
Hon. Lord Daryngton, D.L. J.P.; 
Mr. Thomas Dixon and Mr. 
William Dixon, managing direc- 
tor and director respectively of 
the Dictaphone Company, Lim- 
ited, and Mr. Gilber Frankau, 
author. 


cede stenographers. Not only can more be said in a 
given time, but the conversation can be listened to 
over and over again where any doubt occurs. That, 
I think, is an important point. I heard the cylinder 
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First Prize Winner in the Third National Window Display Con- 
test Organized by the Typewriter Trade Federation of Great 


These windows were prepared by the 
(Cut by 


Britain and Ireland. 
Office Equipment Company, Limited, of Manchester. 
courtesy of International Export Review.) 


giving the report from Berlin regarding the recent 
Saar plebiscite—a rapid conversation, yet quite plain 
(and incidentally, American and not German!) 

My own company was among the first big commer- 
cial concerns to instal a Telecord. In fact, our chair- 
man, Mr. Fred Jefferson, received a report of the 
machine on a Saturday morning, ordered one there and 
then, the post office engineers were informed the fol- 
lowing Monday morning and the machine was working 
the next morning. I can tell you our government 
public service departments are getting “real slick’! 

The Typewriter Trades Federation have just held 
their Third National Window Display Contest. The 
number of entries and certainly the display of crafts- 
manship is encouraging. The efforts of this go-ahead 
federation, and particularly of the sponsors of this 
contest, are to be commended. Typewriters naturally 
form the main theme of most of the entries. The 


Challenge Cup, presented by the International Export 
Review, goes this year to the Office Equipment Com- 
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pany of Manchester, whilst the Imperial Typewriter 
Company’s Leicester branch, and L. C. Smith and Cor- 
ona Typewriter Company’s Manchester branch come 
in second and third respectively. Incidentally, another 
branch office of the Imperial Typewriter Company also 
secured a place in the first sixteen and a second prize 
in the ribbons, carbon and stencil display section, 
whilst Royal Typewriters have places in both sections 
Out of sixteen “places” only four are London show- 
rooms! Congratulations to the provincial managers! 

We had a very good “turn out” at the monthly lunch- 
eon of the Office Appliance Trades Association, Mr. 
E. C. Rylands, the chairman, presiding. Amongst the 
executives seated with the chairman were Messrs. 
Thomas Dixon (Dictaphone), G. V. Speke (Acco), V. E. 
C. Hellrich (United Dairies, Ltd.), H. E. Stiles (Corona 
Typewriters), F. R. Nash (Unilever, Ltd.), W. E. Des- 
borough, O.B.E. (Powers Samas Accounting Machines 
and past chairman O.A.T.A.), T. Whitwell (W. H. Smith 
& Sons, and the speaker), C. W. Tucker (Imperial 
Tobacco Company), A. W. Thomas (Royal Typewrit- 
ers), E. Jackson (Kenrick & Jefferson, Ltd.) and Albert 
Jefferson (Kenrick & Jefferson, Ltd.)—the last two 
being my father and my chairman’s son! Before Mr. 
Whitwell’s very interesting address, Mr. Rylands wel- 
comed the return of two personalities, to wit, Mr. 
Ahearn of Burroughs, after an illness, and Mr. Stiles 
of Corona Typewriters after a trip to U. S. A. and 
Canada. 

Mr. Whitwell, like last year’s chairman, Mr. Desbor- 
ough, gave up government service for commerce. He 
was an actuary. For a while he was with Burroughs 
Accounting Machines and then he joined W. H. Smith 
& Sons, who are very well known all over England as 
booksellers. Most railway stations boast a “Smith’s 
Bookstall.” Mr. Whitwell took as a title “What Office 
Appliances mean to the Executive.” He was able, ow- 
ing to his past experience to approach the subject from 
both the buyers’ and the sellers’ standpoint, referring 
to the executives who won’t consider mechanisation in 
any form because their business is “different” or the 
other kind who believe there are some gadgets on the 
market but think they are a bit too complicated! The 
speaker suggested that the trade might collectively 
organise more goodwill publicity giving effect to the 
general ideas of simplicity, ease of installation and 
working, profits to users—in fact, the logical outcome 
of modern office methods. Mr. Whitwell then referred 
to the many devices introduced into their business— 
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complicated by the tremendous number of special or- 
ders of small value. Visible index, perforating ma- 
chines, sorting devices, adding and calculating ma- 
chines, duplicators, autographic registers, conveyors 
and traffic lanes—all found their place. He admitted 
that until recently they still clung to the old “press 
copying” device in connection with the thousands of 
branch orders on small forms. Recently a clever pho- 
tographic device of their own design provides them 
with thousands of “pictures” in a compact cinema reel. 
He instanced their library system that allows sub- 
scribers to change their books at any of the hundreds 
of branches. All these have to be kept track of. 

We have heard all sorts of speakers—those who had 
nothing to say and knew how to say it and those who 
had a message and couldn’t put it over. Mr. Whitwell 
interested us all in a quiet business like “talk” instead 
of a speech. One felt his heart and soul was in his job 
of making W. H. Smith & Sons business of greater 
service to the community—VEJ 


~> 
AUSTRIAN IMPORTS OF TYPEWRITERS 

The Tenger Schreibmaschinen und Biurobedarf-Zei- 
tung discussed the situation in Austria regarding the 
importation of typewriters. The tendency to increase 
duties on typewriter imports is very evident in the fig- 
ures of the first ten months of 1934. From January to 
October, 1934 there were 5,378 machines imported into 
Austria, which was an increase of 1,474 machines in 
1933. Imports for 1934 were higher than for 1932, which 
showed imports of but 4,572 typewriters. The import 
value is not comparable to the increase in numbers of 
machines imported. In 1934 imported typewriters had 
a value of 1,067,000 Schilling, against 990,000 in 1933. 
This situation, as well as the circumstance that the in- 
creased imports came from the United States, permit 
the conclusion that the increases in imports were due 
to the increased receipts of rough typewriters. 

The export of typewriters from Austria show an in- 
crease of about 385 to 509 machines. 

The import of calculating machines for the first ten 
months of 1934 were 569, moved to the height of the 
previous year. Calculating machine imports increased 
from 268,000 to 300,000 Schillings. The exports of cal- 
culating machines in the same period was reduced 
from 88 to 76 machines. 

{Readers will allow for tolerances in the figures cov- 
ering “calculating” machines. The Austrian figures ap- 
pear to apply to calculators and adding machines, un- 
der the general classification of ‘“Rechnenmaschinen.” 

Ed. | 
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TYPEWRITER “AUTOMATS” POPULAR IN GERMANY 

Tenger Papier und Schreibwaren-Zeitung (Vienna) 
reported that the installation of “automat” typewriters 
in Germany has been succesful. These machines are 
controlled by coin, which permits the operation of the 
typewriter for a specified period. The machines pro- 
vide both typewriter service and the necessary writing 
paper, carbon paper and envelopes. 

—_—_—_——___ 
JAVA PUBLICATION LIKES MICKEY MOUSE 

De Mooie Wereld, published at Soekaboemi, West- 
Priangan, Java, devoted a page to Mickey Mouse, Walt 
Disney’s quaint creation. 

ae 


TYPEWRITER RIBBONS MADE IN SOUTH AFRICA 

The South African Printer & Stationer reports that 
typewriter ribbons are now manufactured in Johannes- 
burg. 
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Window Display of L. C. Smith & Corona Typewriters, Ltd., in 

the Oxford Street Depot, Manchester, England.—This display 

was entered in the National Window Display Competition pro- 

moted by the Typewriter Trades Federation. The idea carried 

out in the display was that the young lady was supposed to have 

received a Corona for Christmas. This display engendered a 
great deal of attention. 


——— 


CELEBRATED MEN AS INVENTORS OF STATIONERY 
ITEMS 

Papier Zeitung (Berlin) gave recognition to two 
famous men as “inventors” of stationery utilities. 
Mark Twain offered a scrap book, the leaves of which 
were gummed in spots so that the user could mount 
clippings on the pages without the use of a mucilage 
pot. This was a popular item in the stationery stores 
of the eighties. 

Herbert Spencer, the philosopher, is credited with 
having invented the first paper clip, made of wire. He 
used these to bind folded sheets in pamphlet form, 
keeping the sheets together in good alignment. 

The pioneer aviator, Jacques Etienne Montgolfier, 
was a paper maker in France. He was working with 
his brother in the mill laboratory cooking a composi- 
tion in a coffee pot. This was covered with paper 
formed into a hollow ball. After the paper was filled 
with steam from the coffee pot, it rose into the air, 
and gave birth to the modern balloon. 


ee 


NO IMPORTED RIBBONS FOR PORTUGUESE 
OFFICIALS 
Burghagen’s Zeitschrift fiir Burobedars states that 
officials in Portugal may not use imported typewriter 
ribbons. 
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CZECHOSLOVAKIAN DEALER CELEBRATES IMPOR- 
TANT ANNIVERSARY 

Recently K. Vagner, Brno, Czechoslovakia, celebrated 
the twenty-fifth anniversary of the business connection 
between himself and the Underwood Elliott Fisher 
Company of New York. 

The firm of K. Vagner, Brno, was founded in 1907 and 
at the beginning of 1910 the company became distribu- 
tors, representing the Underwood Typewriter Company. 

At the time when the typewriting machine industry 
was developing in the United States, Frantisek Vagner 
and his two brothers, Karel, the founder, and Jaroslav, 
began the business in a small way. With the aid of 
faithful and conscientious assistants, it was found pos- 
sible to coordinate the efforts of all concerned until 
finally the business became the solid and going concern 
of today. This was accomplished in spite of the difficult 
times experienced during the four years of the great 
war and its aftermath, the present-day crisis, to say 
nothing of the keen competition the company has had 
to contend with. Notwithstanding all these difficulties, 
however, the house has succeeded beyond expectation. 

According to statistics, the total of typewriting ma- 
chines exported from the United States to Czechoslo- 
vakia in 1929, for example, reached in value the sum of 
29,000,000 Czech crowns, and even at this time, 1934-35, 
is not less than 6,000,000 Czech crowns. In these post- 
war times, after several favorable years of industry, 
business finds itself in great difficulties, and it falls 





Building which Houses the Business Enterprise of K. 
Vagner in Brno, Czechoslovakia. 


upon the shoulders of the younger generation to put 
forth every atom of energy and strength to bring com- 
merce back to normal conditions. It is up to the 
younger men to find a solution of the unemployment 


45 


question, for by so doing the number of consumers will 
be greatly increased to the advantage of everyone. 
Zdenek Vagner, son of Frantisek Vagner, who sup- 
plied the foregoing information, recently returned from 
England and Germany, where he spent several months 
on a tour of investigation and discovered many inter- 





Zdenek Vagner 


esting articles of office equipment in both of these 
countries. This is one small step toward cementing 
business relations in other lands. In London and Ber- 
lin Mr. Vagner was fortunate enough to make friend- 
ships which are likely to help international connections 
considerably. He says that his greatest wish is to cross 
the Atlantic and become acquainted with people in the 
United States and bring about, if possible, lasting 
friendships with men in the field of office equipment. 
He hopes to be able to make business arrangements of 
mutual advantage. 
—_—_——_—_ 
ERICH MEISNER TAKES GERMAN POST 

Biiro-Bedarf Rundschau reports the appointment of 
Mr. Erich Meisner as director of the sub-group for type- 
writer parts of the German trade group for office ma- 
chines of the business group for machine manufacture, 
Head Group of the German business. Mr. Meisner is 
associated with the firm, Alfred Ransmayer & Albert 
Rodian. After the war he entered industry, and took 
charge of the sales of the Alfred Ransmayer typewriter 
type factory. There he found many technical nuts to 
crack. Later the Ransmayer business was affiliated 
with the similar industry of Albert Rodian. Mr. Meis- 
ner was a member of the old “Fachsverbandes” asso- 
ciation—since dissolved by the German government— 
and is now devoting his energies to the sub group for 


typewriter parts. 
—_—$——__—_ 


PERSIA CHANGES NAME TO “IRAN” 

The kingdom of Persia has changed its name to 
“Tran,” on the grounds that the new name describes 
the country more suitably. The name “Persia” was de- 
rived from the old province, “Pers,” from which the 
country developed. The year in Iran begins March 22, 
following an old custom of the country. 

i 

SPECIAL HOLIDAY SERVICE FOR STATIONERS 

The Stationery Trade Review reported that the Swan 
Fountain Pen Company, London, offered an emergency 
service during the holidays for dealers. The Swan or- 
der department was operating up to ten p. m. daily to 
receive and ship rush orders. A charge of one shilling 
was made for this special service. 

SE — Eee 
VIENNA SPRING FAIR 
The International Spring Fair at Vienna will be held 


March 10-16. 
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WANDERER-WERKE CELEBRATES FIFTIETH 
ANNIVERSARY 
Wanderer-Werke (formerly Winkelhofer & Jaenicke 
Gesellschaft, Schoneau bei Chemnitz), Germany, cele- 
brated its fiftieth anniversary February 15. Councillor 
Winkelhofer, co-founder of the Winkelhofer & Jaenicke 





Johann Winklhofer 


business, participated in the daily operations of the 
plant with his accustomed vigor and enthusiasm. Mr. 
Winkelhofer celebrated his seventy-fifth birthday June 
23, 1934. 

The German Fachgruppe Biiromaschinen (Trade 
Group for Office Machines) indicated that February 15 
was a day set apart for Wanderer-Werke. 

—__ —~<o—_ _ -—— 
MATERIAL WASTE IN THE OFFICE 

Sparwirtschaft (Vienna) reported studies on the sub- 
ject of waste in the office. The discussion was devoted 
largely to the waste of materials such as paper, lead 
pencils, printed forms and other items which are con- 
sumed or destroyed in the conduct of business. Suit- 
able control in issuing such supplies makes for econom- 
ical usage. Attention paid to the arrangement of office 
forms, to avoid extravagances in the selection of paper 
stocks, avoidance of complicated type composition and 
machine ruling, should result in effective economies. 
Full size letter sheets were used only for long letters. 
Obsolete printed forms were made up into scratch pads. 
Pencil sharpeners with automatic stop devices pre- 
vented the excessive use of pencils. Pencil lengtheners 
were adopted. Expensive types of work classifiers were 
discontinued. 

Close attention was paid to the repair of office devices 
as quickly as they were not thoroughly serviceable; fur- 
niture was kept clean, and the various mechanical de- 
vices were oiled properly. Desk card index trays were 
provided with felt protectors, to avoid scratching the 
furniture. Vault trucks were provided with elastic buf- 
fers to prevent damaging other equipment. The giving 
of premiums for effective economies in office practice 
has brought about good results. 

+ 
SHARP REPRESENTS BICKETT IN CENTRAL AND 
SOUTH AMERICA 

The Sharp Paper & Specialty Company, Inc., 220 
Fifth avenue, New York City, has been appointed to 
represent the L. M. Bickett Company in twenty-two 
Central and South American countries. The Sharp 


organization is an established and successful concern 
representing a number of United States manufacturers 
in Central and South America. 

The L. M. Bickett Company of Watertown, Wiscon- 
sin, manufactures Respirator chair cushions, Bickett 
cushion pads, chair mats and other rubber goods for 
the office supply trade. 





OFFICE APPLIANCES 
NORWEGIAN DEALER CHANGES FAMILY NAME 

By permission of the Royal Norwegian Department 
of Justice, S. Garmann Clausen, his family and de- 
scendants in direct lineage, will hereafter use the name 
of Noreger. This change became effective on January 
19 last. 

Mr. Noreger’s firms, S. Garmann Clausen A/S, Oslo, 
and the houses at Bergen and Stockholm, will continue 
under the same business name as heretofore. 

The engraved notice of the change in names is signed 
by Sophus Noreger (formerly S. Garmann Clausen), 
director of S. Garmann Clausen A/S. 

: as 
FIRE SECURITY OF WOODEN OFFICE FURNITURE 

A letter from the Fachauschuss fiir Holzfragen 
(Trade Committee for Wood Research, Berlin, Ger- 
many), makes reference to the discussion in our issue 
of November, 1934, by W. Rae Myers, manager of the 
Western Office Furniture Company, Long Beach, Calif., 
on “Wood Desks vs. Steel.” Accompanying the letter 
from Germany is a copy of a bulletin publishing the 
results of tests made by the association of German 
Engineers and German Forest Association. This bulle- 
tin considers the advances made by modern fire de- 
parts in controlling most fires at their inception, be- 
cause of motorized fire departments and highly 
trained personnel. 

The bulletin goes into complete detail concerning 
the influence of arrangement of furniture in a room 
as regards the spread of a fire, the character of the 
surfaces involved—whether painted or varnished or 
raw. Fires in offices are caused frequently by the care- 
less handling of matches or cigarettes, and short cir- 
cuits in electrical wiring. 

A series of tests was made on boxes made of several 
species of wood to determine the resistance to the 
spread of fire, which the bulletin gives in great detail, 
recording the changes by means of thermo-couples. 
The studies made during the tests evidently revealed 
important facts regarding the action of various species 
of wood at high temperature. 

BIG FAIR TO BE HELD IN SWITZERLAND 

The Swiss Industries Fair, which will be held at 
Basel, Switzerland, March 30 to April 9, will feature 
the latest things, it is said, in office equipment of Swiss 
production, forming one of the most important divi- 
sions of the fair. The office requisites will be a fair 
within a fair, and will show, it is said, the newest crea- 
tions of Swiss inventors of business and industrial 
equipment. The most prominent manufacturers in 
Switzerland will be represented. 

Last year the fair had, we are told, 1,223 exhibitors. 
More people are expected this year than attended last. 
In 1934 there was a total of 107,164 buyers’ cards is- 
sued, plus 34,451 ordinary entrance tickets——CML 

——_—~>-—___-—- 
VOGLMAYER LETTER HANDLING SYSTEM EXCITES 
DEALER INTEREST 

The method of folding and closing letters without 
envelopes developed by Maximilian Vogilmayer, 1 Wip- 
plingerstrasse 20, Vienna, Austria, which was described 
in the December issue of Office Appliances on page 34, 
elicited a generous response from dealers in office 
equipment throughout the world, according to Mr. 
Voglmayer. The machine illustrated in the December 
issue was of the automatic type. It is also produced in 
hand operated models. 

Mr. Voglmayer offers the patent and manufacturing 
rights for sale to office equipment manufacturers in the 
United States. 
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CELLOPHANE FOR WRAPPING FILING SUPPLIES 

The Oxford Filing Supply Company, 340 Morgan 
avenue, Brooklyn, N. Y., recently sent out a publicity 
article in which they make strong claims for the wrap- 
ping of various stationery products in cellophane. They 
state that the cost of cellophane is inconsequential in 
considerable amounts and that the use of the product 
saves its contents from being soiled in handling or on 
the shelves. They tell us that the more interesting 
aspect of the cellophane wrapped cards, particularly if 
wrapped in printed cellophane, is its sales appeal. 
“Heretofore considered as a commodity, the ‘plain 
Jane’ of the stationery trade, is suddenly discovered to 
be stepping out and is found to be capable in the new 












RDS 


APPED IN MOISTURE PROOS 


; 









Stey spori 
@ss/ . 
used. "Y clean until 


“de a ~ leas No 


Pak dd 


Window and Counter Displays of Oxford Cellophane Wrapped 
Index Cards.—The window arrangement shown at the top, is 
basically the same as the counter display (bottom) with extra 


packages of cards grouped around the display card. 


dress of swinging sales. This is attributable to the 


attractiveness of the package and its adaptableness to 
display.” 
The company has built a window and counter display 
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for use with the new Oxford cellophane wrapped index 
cards. This display is adaptable for use in large or 
small spaces by adding to or taking from the packages 
of wrapped cards. The simplest application is where 
the display is fitted in a box of index cards and one 
package of cards is placed on the pedestal. The entire 
counter display is no more than ten by five inches. For 
the window, the dealer is directed simply to use the 
basic arrangement of the counter display and add some 
such arrangement of Oxford cards as is pictured in the 
illustration. Many attractive alternative arrangements 
will suggest themselves, and it is said that the window 
dresser will be pleasantly surprised at the way the 
trim, tight packages of cards can be built up and add 
to the attractiveness of the bright yellow and blue in 
the final grouping. 
aeuiiiimaainiaal 
CALENDARS 

Again comes that interesting and amusing wall cal- 
endar, Alpargatas, from Sociedad Anonima Fabrica 
Argentina de Alpargatas of Buenos Aires, manufactur- 
ers of footwear made from leather, hemp and other 
products. The twelve big illustrations, all exquisitely 
done in colors, portray in broad, humorous strokes pic- 
turesque representations of life on the pampas. The 
humor of these pictures can be appreciated by anyone, 
but no doubt those familiar with the scenes cartooned 
can find subtleties not discerned by the stranger. Each 
picture is a masterpiece. We have seen no others like 
them. 

Office Appliances extends cordial thanks for an inter- 
esting half hour. 


* * * 


From L. Gaspar, 63 rue Paradis, Liege, Belgium, 
comes a convenient wall calendar of generous size and 
clear, readable figures. The base is of cardboard, fif- 
teen inches long by eleven and a quarter inches wide. 
A pad of months occupies the lower half of the card— 
a sheet for a month. Colors are green, gold, slate gray 
and white. Mr. Gaspar handles the “Direct” recording 
adding and calculating machine in Liege, Brussels, 
Antwerp, Gand, Charleroi and Luxembourg. 


* * * 


Hall & McChesney, Inc., Syracuse, N. Y., manufac- 
turers of loose leaf devices, record books, indexes, pub- 
lic record books, etc., have distributed a useful wall 
calendar from which one can find the date at a glance. 
The calendar is twenty-one and a half by fourteen 
inches. The twelve months of the current year are in 
black on white, six months on the left and six on the 
right of a center panel topped with the likeness of an 
attractive young woman smilingly offering a record 
book. The remaining part of the panel lists the com- 
pany’s principal products. Across the bottom of the 
calendar the days and weeks of the first three months 
of 1936 are shown. 

winnie 
MONTGOMERY SPEAKS BEFORE WRITERS CLUB 

Richard Montgomery, vice-president of the J. K. Gill 
Company, Portland, Ore., was the featured speaker be- 
fore members of the Universal Writers Club in Portland 
last month. He autographed his most recent book, 
White Headed Eagle, for the members. Mr. Montgomery 
has won fame as a writer and business man. He is a 
grandson of the late J. K. Gill, who founded the J. K. 
Gill Company about 1871.—CML 











Replica of the Kleinsteuber Machine Shop in Which C. L. 


tical Typewriter. 


um. At the right end of the table is C. F. Kleinsteuber, owner of the shop. 
Mr. Glidden, co-inventor, is standing at the right of Mr. Sholes. 


amining a model of the Glidden-Sholes typewriter. 
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Sholes and Carlos Glidden Developed the First Prac- 


The replica is a feature of the Dietz Collection of typewriters in the Milwaukee Public Muse- 


Mr. Sholes is seated at the table ex- 


Next to Mr. Glidden is Mathias Schwalbach, foreman of the Kleinsteuber machine shop, who is credited with 
having a considerable share in the development of the experimental models into marketable typewriters. 


MACHINE SHOP IN WHICH TYPEWRITER WAS 
INVENTED 

By the courtesy of Alderman Carl P. Dietz of Mil- 
waukee, we are able to reproduce a photograph of the 
museum group showing the Kleinsteuber Machine 
Shop in which Christopher Latham Sholes and Carlos 
P. Glidden developed the first commercially practical 
type bar typewriter. Mr. Sholes is observed sitting at 
the table examining the model while Mr. Glidden, co- 
inventor, stands next to him. Next to the right is 
Mathias Schwalbach, the foreman of the shop, who is 
credited with being the mechanical genius who put the 
crude experimental models into shape so that the first 
fifty Sholes and Glidden typewriters could be presented 
to the public as a marketable product. These, by the 
way, are the only typewriters ever produced complete 
in Milwaukee. Schwalbach was to the Kleinsteuber 
shop what W. K. Jenne was to the Remingtons after 
they took over the Sholes and Glidden typewriter, and 
developed it into the Remington. At the end of the 
table stands C. F. Kleinsteuber, owner of the machine 
shop. This model was constructed from descriptions 
supplied by men who learned their trade in this shop, 
the most detailed information being given by Ernest 
Gies. The reader is invited to observe the old gas 
engine and even the cat between the second and third 
workmen at the bench. 

“In those days,” says Mr. Dietz, “Milwaukee was so 
yerman that Kleinsteuber’s business card was entirely 
in that language. Translated it reads ‘C. F. Klein- 
steuber, agent for the famous Weed & Aetna quiet 
sewing machines, also designer of models, small ma- 
chinery and brass casting, likewise engraver of seals, 
medals, door plates, stamps, etc.’ 

“It is a peculiar fact that while Milwaukee was the 
birthplace of the successful typewriter,” continued 
Alderman Dietz, “outside of the first fifty made prin- 
cipally to try them out, no factory for the manufacture 
of typewriters was ever established here, although 
other cities in Wisconsin, such as Fond du Lac, Ken- 
osha, Oshkosh and even Lake Geneva, where the Odell 


typewriter was first made, have played important roles 
in the industry. 

“One hundred four different typewriters are now 
exhibited in the Milwaukee Public Museum around the 
model of the Kleinsteuber Machine Shop and I have 
about a dozen others still to be installed. With the 
splendid spirt of cooperation shown by many of the 
typewriter dealers, I am hoping that ultimately the 
collection will include nearly every known make of 
typewriter. With this prospect in view, the Museum is 
building an additionally large room on the first floor 
for the permanent home of this monument to the type- 
writer industry. The walls above the exhibit cases in 
this room will be adorned with murals of scenes sur- 
rounding the machine shop, so that anyone visiting 
the museum exhibit will take away a lasting mental 
picture of the beginning of the industry which together 
with the successive models of the different typewriters 
will give him a knowledge of the machine to be had 
from no other source. ‘ 

“That is why I am anxious to hear from anyone who 
has any material which will fit into the exhibit, either 
typewriters or documents. I will gladly pay the ex- 
press charges on any of these items, and where persons 
feel that they cannot make an outright donation, I am 
willing to allow them the small amount for which they 
usually take in these old machines. But as Iam donat- 
ing this expense and am only an ordinary citizen, I 
hope no one will get the idea that I can pay fancy 
prices. As Mr. W. F. Clausing of Chicago said to me 
when I explained the object of this collection, ‘the 
typewriter men of the country should contribute such 
material as they have for this permanent exhibit, be- 
fore the old machines have entirely disappeared’ and 
he backed up his statement with some contributions of 
his own.” 

— 
PROVIDENCE CONCERN TAKES LARGER QUARTERS 


The Modern Office Supply Company, Providence, 
R. I., have been obliged again to move to larger prem- 
ises to accommodate their growing business. The new 
address is 26 Custom House street. 
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TRI-GUARD FILES AND SUPPLIES—SALES 
PROMOTION CAMPAIGN 

Quite an extended and interesting program of sales 
promotion has been built up by The Globe-Wernicke 
Company of Cincinnati on their Tri-Guard files and 
supplies. 

The illustrations are striking and original. Those of 
the postcards and the mailing piece entitled The Lost 
Order were made by an artist whose work has brought 
him much favorable comment. Humor and human in- 
terest are combined with sound sales talk. The advan- 
tages of the Tri-Guard filing principle are dramatized 
so that prospective customers can readily see them. 
The folder, Speed Up Filing and Finding, tells how to 
install the Globe-Wernicke safe-guard plan of filing. 

Office Appliances under- 
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ROYAL CELEBRATES SUCCESSFUL YEAR 


That 1934 was more fruitful of sales in the United 
States of Royal typewriters, standard and portable, 
than any other year in the company’s history, is the 
encouraging statement of E. C. Faustmann, president 
of The Royal Typewriter Company, Inc.,in the January, 
1935, issue of the company’s house organ, The Royal 
Standard. The factors forming the elements of this 
happy condition are said to be the quality of the ma- 
chine and the merit of the sales organization. Perhaps 
Mr. Faustmann might have added something about 
some slight evidences of improvement in business gen- 
erally. Nearly all of the office equipment manufactur- 
ing concerns report decided improvement in 1934 over 
years immediately preceding. Mr. Faustmann says 
that the outlook this year is 
not less encouraging than 





stands that all Globe-Wer- 
nicke dealers in the United 
States are joining in a na- 
tion-wide campaign to sup- 
port this program with per- 
sonal selling efforts. 

The mailing pieces de- 
vised for this campaign are 
excellent. They get the 
points of each argument 
over as will be observed 
from the accompanying il- 
lustrations. The publicity 
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that of last, and that the 
fulfillment of hopes resides 
in the organization and in 
the individuals composing 
it. He suggests that Model 
H Royal be known as the 
“Victory Model.” 

The January number of 
The Royal Standard is a 
“victory mumber,” every 
page noting in some way 
the success which attended 
the company’s efforts in 
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pieces include a blotter en- 





titled Speed Up Filing and 
Finding, with a suitable il- 
lustration; a series of seven 
illustrated postcards; win- 
dow and counter display 
pieces in colors; an illus- 
trated mailing piece, The 
Lost Order, and an illus- 
trated folder revised en- 
titled Speed Up Filing and 
Finding. This describes the 
Tri-Guard filing principle 








1934. The front cover pre- 
sents a vigorous picture of 
a herald trumpeting a 
paean of victory. The in- 
side front cover shows the 
Royal factory brilliantly 
lighted for night operation. 
The first page following 
presents the Victory article 
by Mr. Faustmann. Other 
features include a two-page 
article on achievements 
during 1934; a series of pic- 








and the Safe-Guard filing 


tures showing certain out- 








plan. 

The campaign is nation- 
wide and already salesmen 
are building their lists of 
desirable prospects to 
whom they are sending the 
illustrated postcards with 
mailings about five days 
apart. 





TO THE MINES! 


standing events; a factory 
article strikingly illus- 
trated; an outline map of 
the U. S. A. accompanied by 
an article by M. V. Miller, 
general sales manager; and 
articles devoted to sales, 
news from the branches, 
etc. 
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Reduced Reproductions of Four 
of Seven Post Cards Included 
in the Globe-Wernicke  Tri- 
Guard File Campaign.—This 





series of post cards with their 
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attention- compelling cartoons 

and messages is offered to 

dealers at cost of the govern- 
ment post cards. 














50 


Well Arranged Interior of the New Store 
of the Mississippi Stationery Company, 


Ine., Jackson, Miss. 


MISSISSIPPI CONCERN TAKES LARGER PREMISES 

The Mississippi Stationery Company, Inc., of Jack- 
son, Miss., has moved into a new location at 242 East 
Capitol street, directly opposite the main entrance to 
the new post office. The company has more than 
doubled its floor space. They have a retail store on the 
ground floor and their bookkeeping and road sales de- 
partments on the mezzanine. The second floor is used 
as a wareroom for surplus stock. 

The building was completely remodeled for the com- 
pany and arranged to take care of their line of busi- 
ness after the modern and up-to-date fashion. The 
appearance of the store within and without is not un- 
like that of stores in the larger cities. 

Besides general office supplies, furniture and equip- 
ment, the company deals in bank supplies including 
lithographed checks, bank pass books and special forms 
and systems used in banks. They sell a broad line of 
commercial printing, lithographing and steel die en- 
graving. 

W. I. Dement, president and general manager, or- 
ganized the company ten years ago. At first he occu- 





W. L. Dement 





Pat Harkins, Jr. 


pied a small office in the Woodmen of the World 
building, gradually enlarging the business until now 
it occupies its present spacious quarters. 

Mr. Dement has traveled through Mississippi and 
Louisiana for the last thirty years, calling on banks 
and commercial organizations and building up a profit- 
able business throughout the territory. Assisting him 
in road work are Charles Hooker in northern Missis- 
sippi; Edward Rankin in southern Mississippi, and 
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Fred McEachin in western Mississippi and Louisiana. 

The retail department of the store is in charge of 
Pat Harkins, Jr., active vice-president of the company. 
Howard Dear and Pat Harkins are active in city sales, 
assisted by Miss Hazel Sullivan, Miss Estelle Lehner 
and Selby Downer. 

The officers of the company are W. I. Dement, presi- 
dent; Pat Harkins, Jr., vice-president, and Mrs. H. L. 
McPhail, secretary-treasurer. Their many friends are 
invited to visit them at the new store. 

iieeaai 
COLORADO SALES TAX OFFICE USES SHAW- 
WALKER LINE 

Guy Boyd, factory representative of the Shaw- 
Walker Company, Muskegon, Michigan, visited Denver 
recently and spent some time with Fred. C. White, 
manager of the office furniture and equipment depart- 
ment at Kistler’s, by whom Mr. Boyd was called into 
consultation with regard to the equipment of the new 
State Sales Tax Office in the Capitol building. Mr. 
White says that he equipped this office throughout 
with furniture and accessories, and that the installa- 
tion marks the best individual sale which his depart- 
ment has put across in several months. Because the 
office is new and some unexpected exigencies may come 
up it is likely that there will be additional equipment 
ordered during the next sixty days——BS 

- = a 
WESTERN TYPISTS TO USE DVORAK SYSTEM OF 
TYPING 

Attractive inducement for typists to begin their 
typewriting education under the instruction of Dr. 
August Dvorak of the University of Washington at 
Seattle will be free trips from Seattle to the Chicago 
contests this summer and ten dollars for each month 
they have spent typing. 

Dr. Dvorak recently received his second Carnegie 
grant to enable him to push his typewriting researches 
further. It is said that many young women will accept 
the offer in the confident expectation of taking the 
trophies back to their Pacific homes, as some of them 
did last year. 

Dr..Dvorak’s arrangement of the letters on the type- 
writer keyboard has attracted wide attention.—CML 

cinta 
WALTER D. JACKSON PASSES AWAY 

Walter D. Jackson, owner of the Guaranteed Type- 
writer Company, 439 South Spring street, Los Angeles, 
Calif., succumbed to a heart ailment February 21. 





MARCH, 1935 51 


Seventy Million People Will Read the 
Magazines Carrying Underwood Elliott 
Fisher Advertising This Year.—Here are 
the magazines that will carry the adver- 
tising all laid out by Publicity Manager 
A. E. Tongue, with an outline map of 
the United States on the wall behind 
him. If readers will cast a glance up in 
a northwesterly direction on the layout, 
they will perceive Office Appliances in the 
topmost row, second from the left—sec- 
ond from the right as Mr. Tongue is view- 
ing it. 
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Globe-Wernicke Products Featured in 
This Recent Window Display Prepared 
by The Office Equipment Company of 
Greenville, $8. C.—Much thought and at- 
tention was given to the harmonizing. of 
colors in this display. Two tones of 
brown crepe paper were used for the 
floor and background. Wood furniture 
was featured together with new Globe- 
Wernicke wood and steel 400 line cradle 
type suspension file. It is reported that 
the display was responsible for a nice 
business volume. 


Under the management of W. G. King, 
president, The Office Equipment Com- 
pany has enjoyed twelve years successful 
business. The firm is exclusive distribu- 
tor for the Globe-Wernicke Company, and 
features, among other products, the De- 
luxe line of loose leaf and Myrtle desks. 
A customer service department is main- 
tained to keep an up-to-date reference file 
of the myriad items produced in the sta- 
tionery industry. 





School Semester Opening Day in Plimp- 
ton’s Store, Hartford, Conn.—The public 
schools of Hartford opened for the second 
semester on January 28, 29 and 30. An- 
ticipating a rush of high school students 
for supplies, Plimpton’s set up a camera 
and took the accompanying picture on 
January 28. The crowds of students kept 
the store filled and the clerks busy on 
the three opening days. 
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MILWAUKEE CHAIR COMPANY EXPANDS 
ACTIVITIES 

To make possible a more complete and more frequent 
coverage of all sections of the country, the Milwaukee 
Chair Company recently added several men to its sales 
force. 

In addition to the high-grade products for which 
the company is known, a line of chairs has been in- 
cluded which maintains the company’s reputation for 
quality of material and workmanship, and at the same 
time enables dealers to meet low price competition. 

Louis J. Block, formerly connected with several large 
industrial organizations, recently became the head of 
the Milwaukee Chair Company. Al. Harcq, widely 
known in the office furniture field, continues in charge 
of sales. The personnel, in fact, remains as heretofore 
except for the addition of Mr. Block and the new 
salesmen. A number of people have been connected 
with the company for more than twenty-five years. 

According to a recent announcement, it is the inten- 
tion to continue the same cooperative sales policy with 
dealers as heretofore. 

The company mailed an attractive folder to the trade 
a short time ago giving complete information concern- 
ing several interesting numbers. 

es 
NELSON BUSHNELL HEADS ALVAH BUSHNELL 
COMPANY 

At a meeting of the board of directors of the Alvah 
Bushnell Company at Philadelphia on February 11 A. 
Nelson Bushnell, son of the late Arthur N. Bushnell 
and grandson of the originator of the company, was 
elected president. L. B. Helffrich, for some years sec- 
retary and treasurer, continues in that office. She is 
a daughter of the original Alvah Bushnell who founded 
the company and gave it his name. 

Nelson Bushnell has been sales manager of the com- 
pany for some time, and is thoroughly well qualified to 
take executive charge of the company’s affairs. He 
grew up in the Bushnell atmosphere of service and in- 
tegrity, and is a worthy successor to the Bushnell men 
who are his predecessors—Alvah Bushnell, Sr., and his 
sons, Frederick P., Alvah, Jr., and Arthur N., all of 
whom have passed on. 


> 
NIAGARA DUPLICATOR COMPANY MOVES TO 
SAN FRANCISCO 
An increase in demand for Niagara duplicators, aris- 
ing from dealers in all parts of the country, has led the 
Niagara Duplicator Company to move into larger quar- 


ters, with facilities for greatly increased production, it 
was announced recently by L. John Himes, president. 

The company’s new location is at 5815 Third street, 
San Francisco. 

“Here we have a much larger space, better facilities 
and all modern appliances for fast and efficient pro- 
duction,” said Mr. Himes. “We are very happy about 
our move but we are even happier over the way Niagara 
duplicators are going over with the dealers and with 
the public. 

“We are adding new dealers daily and feel confident 
that Niagara duplicators will continue to earn the ap- 
proval of both the trade and the ultimate consumer.” 

eee 
UNDERWOOD ELLIOTT FISHER REPORT 

The New York Sun of February 20 printed the follow- 
ing report of the Underwood Elliott Fisher Company 
for the year ended December 31: 

“Underwood Elliott Fisher Company, and subsid- 
iaries, year ended December 31, net income after 
charges and taxes $2,604,879 or $3.62 per share com- 
mon, as compared with $1,517,942 or $1.99 for preceding 
year; cash, $3,524,813 against $4,253,946 on December 
31, 1933; notes and accounts receivable, less reserve, 
$4,507,339 against $3,659,594; inventories, $6,170,919 
against $4,304,386; current liabilities $1,310,137 against 
$972,659.” 


‘ 


——— so 
WAHL COMPANY HAS $23,207 INCOME IN 1934 
The Chicago Daily News for February 16 states that 

The Wahl Company and subsidiaries shows a consoli- 

dated net income of $23,207, against $64,388 in the pre- 

ceding year. There was an increase of $301,998 in net 
sales over the previous year, or 19.5 per cent. Current 
assets December 31, were $1,359,143; current liabilities, 


$100,691. 
——E——— 


1934 RECORD YEAR FOR WOODSTOCK BUSINESS 

The year 1934 was the most satisfactory twelve 
months in the history of the Woodstock Typewriter 
Company, Chicago, both from the standpoint of net 
results and total volume, according to a recent report 
from the manufacturer. The report stated further that 
during the first twenty days of January 1935 the vol- 
ume of new machine sales was practically equal to the 
first two months record in 1934. 

Within the period from December 24, 1934 to January 
11, 1935, the company received three telegrams, one 
from each Woodstock manager in Los Angeles, Minne- 
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apolis and New York announcing sales that totalled 
3,594 machines on three orders to educational institu- 
tions in the three cities named. The Woodstock sales 
organization throughout the country was apprised of 
the big orders via a printed circular in which the three 
telegrams were reproduced in reduced size. The cir- 
cular also carried a reduced facsimile of a substantial 
order from the Northwestern University at Evanston. 
> 
PARKER PEN COMPANY PAYS DIVIDEND 

Early in February the directors of the Parker Pen 
Company, Janesville, Wis., voted to pay fifteen cents a 
share on the capital stock, payable March 1 to stock 
of record February 15. This payment is the first since 
August 15, 1931 when twenty-five cents a share was 
paid. 


EE 


SHANGHAI OFFICE EQUIPMENT MAN VISITING 
IN THE UNITED STATES 


Early last month, P. S. Widdup, managing director 
of the Office Appliance Company, Ltd., Shanghai, 
China, visited members of the trade in the eastern 
states, including on his list the New York office of this 
journal. 

Mr. Widdup’s conversation is interesting and in- 
formative. He is well-posted on conditions in and 
about Shanghai, but he says the situation in the Far 
East is much involved and is fraught with uncertain- 
ties, and few are so bold as to hazard a prophecy of 
what may or may not transpire. 

Mr. Widdup’s organization numbers seventy or more 
people. Office Appliances hopes to present additional 
particulars of his visit in an early issue. 


—~> 


ANDERSON TAKES MANAGERSHIP OF AURORA 
CONCERN 
H. V. Anderson, whose likeness is here shown, is the 
newly appointed general manager of the Aurora Metal 
Cabinet Company of Aurora, Ill. He comes to his new 
position with a fine record of experience and achieve- 

















H. V. Anderson 


ment as well in shop management as in an executive 
experience. For fifteen years he was factory manager 
and metallurgist of the V. D. Anderson Company of 
Cleveland, Ohio. More recently and up to the present, 
he has been president and general manager of the 
McQuay Radiator Corporation of Minneapolis. His 
experience in both these connections consisted of prac- 
tical shop management, both companies being engaged 
in metal working. 
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HORACE W. DAVIS HEADS EATON PAPER CORP. 

Horace W. Davis has been elected president of the 
Eaton Paper Corporation, Pittsfield, Mass., succeeding 
Col. William H. Eaton. The latter takes the place of 
his late father, Arthur W. Eaton, as chairman of the 
board. Mr. Davis negotiated the purchase of Whiting 
& Cook, Inc., of Holyoke, last year. 


5 5 eg - 





C. R. Strohm 


\ newly appointed vice-president of the Underwood 
Elliott Fisher Company, who is also a pioneer in the serv- 
ice of the organization. His business career began in 1908 
with the General Electric Company. Next he went with 
the General Vehicle Company, headed by his present 
chief, P. D. Wagoner. Mr. Strohm served in the army 
during the World War, after which he rejoined Mr. Wag- 
oner in the service of the Elliott-Fisher Company. Since 
his return from army service abroad he has been with the 
U. E. F. Company except for two years. In 1928 he was 
made sales manager of the Elliott Fisher division of the 
General Office Equipment Corporation and a year later 
was promoted to the executive department of the U. E. F. 
Corporation as assistant to Vice-President E. F. Geer. 





EXCUSE US, PACS ES 


MISTAKE IN COMPANY DESIGNATION 


On page 72 of Office Appliances for February, an 
item appeared concerning the expansion of the Office 
Appliance Company of Providence, R. I. In the last 
sentence of the item it was erroneously stated that 
the Office Appliance Company handles among other 
lines those of The Globe-Wernicke Company. The 
reference should have been to The General Fireproof- 
ing Company. Correction is made in the interests of 
accuracy. The mistake occurred in our own office. 

dane her's 
ERROR IN ANNOUNCEMENT OF MISS AMES’ 
ENGAGEMENT 

On Page 89 of the February issue of Office Appliances 
appeared a report of the engagement of Sally E. Ames, 
daughter of A. R. Ames, president of the Ames Supply 
Company, Chicago, to Charles T. Bills. The item stated 
that the engagement was “formerly” announced when, 
of course, the word intended was “formally.” We offer 
our apologies to Miss Ames and Mr. Bills. 

: e 
WRONG INITIALS; RIGHT NAME 

An item appearing in the February issue concerning 
the appointment of W. R. Brown, who handles the 
Varityper machine in the United States, was headed 
W. J. Brown instead of W. R. Brown. Our apologies. 











PAUL LEBEUF APPOINTED POSTINDEX 
PHILADELPHIA MANAGER 

On February 1, Paul M. LeBeuf was appointed man- 
ager of the Philadelphia branch office for the Postindex 
Company, Jamestown, N. Y. In this capacity he has 
charge of all sales in Philadelphia and the immediate 
vicinity. 

Through most of his career in the industry, Mr. Le- 
Beuf has specialized in visible records. He is an ardent 
advocate of visible systems which he believes can func- 
tion best in every situation. With an enthusiasm based 
on a broad experience, he expresses the opinion that 





Paul M. LeBeuf 


visible equipment is destined to an increasingly greater 
general usage 

Mr. LeBeuf has had experience both as a manufac- 
turers’ salesman and as a dealer. Until shortly before 
going to Philadelphia, he was connected for several 
years with the Tampa Office Supply Company, Tampa, 
Texas, where he established a record in the sale of vis- 
ible equipment. Previously he did yeoman service for 
the cause of “visible” on the Pacific Coast. 

Possessing initiative and enterprise to a high degree, 
Mr. LeBeuf brings to his new work those qualities which 
are the basic ingredients of success. We congratulate 
him upon his connection and predict that both he and 
the Postindex Company will realize all their anticipa- 
tions concerning the work of the Philadelphia branch. 


> 


HART REJOINS PATTERSON CO. IN DENVER 

After an obsence of two years during which he trav- 
eled on the road for a prominent manufacturer, Robert 
H. Hart has rejoined the Patterson Office Equipment 
Company of Denver and will again busy himself with 
city and contract business.—BS 


Display Devoted Exclusively to the “Steb- 

co” Line of Leather Goods Arranged by 

Koch Brothers, Des Moines, Lowa. 

“Stebco” Zipp portfolios and other items 

in leather goods are made by Stein 

Brothers Manufacturing Company, Chi- 
cago. 





OFFICE APPLIANCES 

SCHEDULE OF N. S. A. REGIONAL MEETINGS 

At the time of going to press, the following regional 
meetings of the National Stationers Association were 
announced: 

District No. 3, Washington, D. C., Hamilton Hotel, 
March 11 and 12. 

District No. 4, Tampa, Fla., Floridan Hotel, March 21 
and 22. 

District No. 7, Minneapolis, Minn., Nicollet Hotel, 
April 8 and 9. 

TWO WESTERN REMINGTON RAND TRANSFERS 

D. M. Husband, for some time sales representative for 
the Remington Rand Inc. in Denver, has been trans- 
ferred from the Denver office to that in Pueblo, Colo- 
rado, where he succeeds L. O. Nelson. 

Mr. Nelson has been transferred to the Remington 
Rand office at Waco, Texas, where as assistant man- 
ager he will undertake special work in connection with 
the promotion of large installations throughout the 
Waco territory.—BS 

ee 
PORTLAND STATIONER HEADS IMPORTANT 
COMMITTEE 

Richard Gill Montgomery of the J. K. Gill Company, 
Portland, Ore., has been selected as publicity chairman 
in Portland to handle the several proposals for unem- 
ployment insurance. Speakers recently introduced by 
him at initial meetings approached the subject from a 
number of different angles. Plans for providing funds 
were suggested through the cooperation of employers, 
employees and the state—CML 


jecaitliaieas 
AMERICAN FURNITURE MART PERKS UP 
FINANCES 

The American Furniture Mart, Chicago, is improv- 
ing its financial position. This huge display building 
has paid all due taxes, and holders of the first mort- 
gage gold bonds may soon be paid more of their inter- 
est in cash, and less in scrip than is now done. 

At present half the interest due is paid in cash, and 
the balance in five year scrip at six per cent. This ar- 
rangement was initiated in July, 1933, and continued 
until the present time. 

_— 
HISTORIC PRINTING PRESS RETURNED TO 
MUSEUM 

The Gutenberg print shop displayed at Chicago’s “A 
Century of Progress” in 1933 and 1934, has been re- 
turned to the Gutenberg Museum at Mainz, Germany. 
Approximately 8,000,000 people visited the exhibit at 
Chicago, many to see for the first time the primitive 
type of press on which the master craftsman produced 
his work. Many bought sample impressions and type 
characters, both the printing and the casting of type 
being shown at Chicago. 
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THE GUEST BOOK 

Philip L. Johns of Antwerp, Belgium, of the Anglo- 
American Distributors, S. A., in Chicago on a special 
business mission, looked in upon us on February 5. Mr. 
Johns’ visit to this side was brief, having only nineteen 
days at his disposal. The special object of his trip 
was to confer with the Fisk Tire Company, for which 
Anglo-American Distributors, S. A. is agent in several 
countries of Europe, Africa and Asia. Before estab- 
lishing the selling organization two years ago, Mr. 
Johns was direct representative of the tire company. 
The established agencies for that product in the several 
countries are the chief distributors for the other lines 
which have been added. One of these is the Scripto 
Manufacturing Company of Atlanta, Ga., some of the 
executives of which met Mr. Johns for a conference at 
Cincinnati on the seventh of the month. From Cin- 
cinnati the visitor returned to the east, thence to 
Montreal for a week end with relatives. 

Mr. Johns was born and reared in England, but has 
not lived in the home land for seventeen years. One 
of those was spent with the Fisk company in Spring- 
field, Mass., to acquaint himself with all of the proc- 
esses of rubber tire manufacture. Before that experi- 
ence, however, he spent six or seven years in the 
English navy becoming somewhat acquainted with “the 
seven seas” and many of the chief ports of the world. 
In connection with the “Fisk” agency he traveled ex- 
tensively gaining much knowledge of trading customs 
and business practice in many countries. 

Within a few weeks the Anglo-American Distributors, 
S. A. will establish a branch in London for the special 
cultivation of the market in the British Isles. Mr. W. 
M. Ribbans, partner of Mr. Johns in the enterprise, will 
be in charge. 


Alvah G. Auchu, after twenty-four years’ absence 
from Chicago, pulled our latchstring on February 6, 
to find us in the same room seated in the same chair 
between the same desks and in what appeared to be 
the same suit of clothes worn at our last interview. 
“Al” Auchu, with forceful and pleasing personality, 
industry plus and brimming with enthusiasm for “Car- 
ter’s now and forever,” came to Chicago as manager 
of the company office here about 1900 and eased readily 
into the “inner circle.” In 1911, the company appointed 
him manager of its New York headquarters where he 
still finds outlet for his initiative and enterprise. This 
summer he will enter his forty-second year with the 
company. 

Same “old scout.” A bit more mature, of course, 
but with force and vigor undiminished. At once we 
were going strong. Complimenting each other upon 
having gained rather than lost by the years. Better 
sense of values. Better judgment. More patience and 
that sort of thing. A coupla “elder statesmen” as it 
were. Getting warmed up we even encouraged each 
other to believe that we are doing better work than 
in the younger days. Well, why not? We got down 
the anniversary book presented to Uncle George Olney, 
(willed to the editor of OA) at the stationers’ con- 
vention in 1905 and reminisced over its pages with 
pleasant recollections of old friends whose photos and 
letters are in the book. Many of them have slipped 
away to the “distant bourn.” We recounted certain 
trade events in Chicago from 1900 to 1911. The work 
preliminary to forming the Chicago Stationers Associa- 
tion and the national organization. The meetings in 
the old Grand Pacific hotel. Adventures of the C. S. 
But we agreed that 


& R. B. Fishing Club., etc., etc. 
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new times and new customs afford some advantage 
over the old, even for “old timers” who keep step and 
tempo with changing circumstances. Old Chronos 
doth increase the percentage of lime in the bones, but 
anyone can keep him from putting ivory in the dome 
and lively wits will make the head execute some mis- 
sions for the féet. 


W. E. Lewis, director and general sales manager, 
Remington Rand Inc., Calcutta, India, gave us the 
pleasure of a call at our New York office early in Feb- 
ruary. This is Mr. Lewis’ first visit to his company’s 
headquarters for two years. He arrived in New York 
City on January 28 and went directly to Buffalo. Sub- 
sequently he visited the factories at Syracuse and 
Bridgeport, and on February 15 sailed on the SS Ber- 
engaria for London, his native city, to remain a fort- 
night before departing for Calcutta. 


C. E. Williams of the Williams Book & Stationery 
Company, Winona, Minn., signed the guest book on 
February 6. Mr. Williams, who was in Chicago making 
some business contacts, dropped in just long enough 
for a pleasantly optimistic conversation upon “condi- 
tions.” 


Albert Power, LaPorte, Ind., brought us some sun- 
shine February 8. Mr. Power is remembered as former 
sales manager for Mutschler Brothers, table manufac- 
turers, and as salesman selling office furniture to the 
trade in territory between New York and Chicago. He 
is out of the field at present, but continues to maintain 
old office furniture contacts. 


H. S. Walcott, who directs the sales of Harter Cor- 
poration, Sturgis, Mich., and J. E. Grady, newly ap- 
pointed Chicago distributor for Harter, signed The 
Guest Book on Lincoln’s birthday. Mr. Walcott, busy 
as usual, was clearing away some necessary details, 
prior to making a trip through the southern states, 
while Mr. Grady was rarin’ to get started in his new 
job. In fact, the next day we encountered him hard 
at it selling Harter merchandise. 


Carl Merryman of Dur-O-Lite Pencil Company, Syca- 
more, Ill., favored us with a brief visit on the 13th. 
Carl has been directing the destinies of Dur-O-Lite 
for several years and reports interesting progress. He 
expects to have an unusual announcement about pro- 
duction facilities in the near future. Office machine 
men will remember Mr. Merryman from his earlier 
office appliance business, the Adding Machine Corpo- 
ration of Chicago. 


Harry Tehan, sales manager, Charles M. Higgins & 
Company, Inc., looked in upon us on February 19, bring- 
ing a fine stimulating atmosphere and our old friend, 
Al. Helfenstein, long the company’s Chicago manager. 
“Yes’—replying to our first question before overcoats 
could be shed, Harry could give a cheerful report of 
what he had observed along the way out. Trading 
more lively, dealers stocking up a bit. Having some 
difficulties in getting adjusted to their several codes 
and new requirements but, on the whole, a pretty good 
state of mind about the outlook. Inclination to con- 
sider things fairly well settled and to push ahead. 
Which, viewed as a cross section of the attitude of the 
trade generally, is very encouraging. To elsiejanis the 
situation—‘“so far, so good.” With five in the “con- 
ference” a lot of things came up for comment, but no 
attempt was made to formulate a plan for clearing 
away all of the trade difficulties. But our visitors made 
an especially bright spot in our day and keyed up our 
step and tempo. 
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MEE TINGS—CONVENTIONS—DINNERS 


WHOLESALE STATIONERS HOLD ANNUAL MEETING 

The Wholesale Stationers Association held its twen- 
tieth annual meeting at the Hotel Claridge, Atlantic 
City, N. J.,on February 14, 15 and 16. .The attendance 
was unusually large, numbering some 200 people from 
every section of the country. 

Edgar M. Berry, head of Loring, Short & Harmon, 
Portland, Maine, was elected president for the ensuing 
term. M. G. Pierpont of the Loewy Drug Company, 
Baltimore, Maryland, was elected first vice-president; 
J. E. Moir of Brown Brothers, Toronto, second vice- 
president, and R. A. Maish, Dennison Manufacturing 
Company, Framingham, Massachusetts, third vice- 
president. Harold C. Whittemore was reappointed 
secretary-treasurer of the association. 

A vote of thanks was tendered to Alfred Berolz- 
heimer of the Eagle Pencil Company, head of the en- 
tertainment committee. Other committees are named 
elsewhere in this report. 

In his address of welcome, Harry Chandler, president 
of the association, stressed the importance of the pro- 
gram because of the suggested plan to be presented 
and pointed out the advantages that would result from 
cooperation in endorsing the proposed plan. He also 
emphasized the need for the adoption of a definite 
plan so as to perpetuate good will and said that im- 
provement in conditions required first of all a desire to 
improve. He commented on the value of certain codes 
that are operating and said that business volume is 
showing improvement and the outlook is favorable. 
He predicted that the Wholesale Stationers Association 
would grow in size, service and prestige and he asked 
the unqualified support of the members in so cooper- 
ating as a body in carrying out its plans to the satis- 
faction of all. 

A rising vote of thanks was given to Arthur C. Bain- 
bridge of New York for the work he has done in con- 
nection with the code and with the building of a 
proposed program. 

Andrew Maish of the Dennison Manufacturing Com- 
pany addressed the meeting calling attention to the 
fact that generally speaking, the industry is better 
and that cooperative efforts within the industry are 
bringing favorable results. If the organization as in- 
dividuals would make up their minds to deal with facts 
then the impossible would become the possible. He 
paid a compliment to Harold Whittemore, secretary of 
the association on the work he has done and he also 
complimented the National Stationers Association and 
the School Supplies Association on their cooperative 
work. He said that the set-up of their commodity 
group organization is fundamentally sound, but never- 
theless takes time to get results. He urged united 
common sense effort to secure a united stationery in- 
dustry. 

Harold Whittemore, secretary of the Wholesale Sta- 
tioners Association read his report in which was noted 
among several other things that the financial report 
of the organization is better than it has been for any 
other of the twenty years that the organization has 
been in existence. 

The secretary briefly summarized conditions as they 
found them and the reasons why certain problems 
were selected for solutions. Two opposing forces are 
at work to determine the future of the industry. On 
the one side are broad-minded substantial distributors, 
both wholesale and retail, and manufacturers with 


marketing policies predicated upon dealer distribu- 


tion. The other set of forces is carrying the industry 
toward fundamental changes in distribution. This 
force comprises people causing a dissipation of econ- 
omies, a break-down of functional services, destructive 
price concessions and the growth of so-called marginal 
trades. These latter elements have been growing until 
there are hundreds of unneeded outlets in the industry. 

The secretary referred to the unity of purpose of the 
three distributing groups in the trade and the amaz- 
ing information that most of our troubles are not be- 
tween legitimate operations between the three groups, 
but between these groups combined and outside ele- 
ments not affiliated with any trade association in our 
field. 

The secretary next passed on to the details of the 
year’s work, to the meetings and conferences and out- 
lined a cooperative program and common distributing 
problems for the Wholesale Stationers Association, 
the National Stationers Association and the National 
School Supplies and Equipment Association. 

The report of Secretary Whittemore is available in 
printed form. 

Harry C. Carr of the code administration, Washing- 
ton, D. C., told the convention that it is the desire of 
the government code administration to assist in the 
self government of industry. He said that during the 
period of reconstruction, industry is on trial and its 
success depends upon vigilant, extensive effort. He 
believed that the employment of code application to 
industry would extend upon the present scope of such 
codes and that the probabilities are there will be fewer 
codes. At present, there are forty-three wholesale 
codes. An analysis of the general plan of these codes 
gives ground for the suggestion of a certain uniformity 
in terms and the reduction of the number of codes to 
possibly five or six covering all wholesale activities. A 
committee has been appointed by NRA to study these 
problems and this committee is expected to report in 
the near future. He asked the cooperation of the 
Wholesale Stationers Association in this movement. 

Following Mr. Carr’s talk there was a general dis- 
cussion from the floor and Mr. Carr answered many 
questions that were asked him. 

Morris Popper, attorney for the Wholesale Stationers 
Association, led the discussion on the proposed plan 
of the association and covered the ground as to who 
is a wholesaler and what recognition he is entitled to 
in the industry. Mr. Popper first outlined in detail the 
reason why of the proposed plan and said that such a 
type of plan can be legally carried out even though 
all the details of the present plan be such as possibly 
may not be advantageously adopted without charge. 
Equal opportunity must be given to all in the industry, 
whether affiliated with the association or not. The 
fundamental is not whether the concern in question 
is a member but whether they measure up as an or- 
ganization to the qualifications specified for the whole- 
salers. Then followed a general discussion. 

A. C. Bainbridge outlined the difficulties encountered 
in getting the wholesalers’ code into operation. 

Other matters were taken up and discussed and 
every session was full of interesting action. 


Entertainment 
Because of the heavy rain on Thursday night, the 
golf game, which was scheduled to be played Friday 
at the Seaview Country Club was called off. Some of 
the members, however, arranged to play at Northfield 
Country Club. 
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There was a bridge party on Thursday night and 
Friday night was Monte Carlo night. Those wishing 
to play were given a lot of imitation money and prizes 
were provided at the end of the evening. 

The annual banquet took place on Saturday evening. 
George Griffith acquitted himself with great credit as 
toastmaster. R. A. Maish gave a witty and amusing 
address, and President-elect Berry presented thanks 
for the honor bestowed upon him. A. C. Berolzheimer, 
general chairman of the convention committee, paid 
his compliments to those who had aided him in the 
pre-convention and convention work, and Secretary 
Whittemore, Arthur Bainbridge and others responded 
happily to the introductions of the toastmaster. 

The Jack Lederer Orchestra of Baltimore, the Penn- 
sylvania Quartette, and Knight McGregor, baritone, 
provided highly pleasing numbers. 

During the evening prizes won at the golf tourna- 
ment and at other events were distributed. 

The guests indulged in dancing between the courses 
of an excellent menu and after the dinner. 

The list of the donors of prizes for the several events 
reads like a directory of stationery and office equip- 
ment manufacturers. There were prizes and souvenirs 
enough for everybody. 

The several committees having the different parts of 
the program in charge were enthusiastically com- 
mended for their efficiency and devotion. These com- 
mittees included: 

Banquet committee—J. B. Kemp, chairman; T. Har- 
ris Keon, Harry Martin, L. A. Hawkes, E. L. Rosenberry. 

Entertainment committee—M. G. Pierpont, chair- 
man; Robert Gemmell, B. Simon, A. C. Barnaby, W. M. 
Thomas, J. S. Shear. 

Prizes and souvenirs—G. L. Ortega, chairman; J. R. 
Davies, H. A. Whiteman, C. R. Sheaffer. 

Golf committee—Louis Tavernier, chairman; Robert 
Wood. 

Transportation—Sherman 
Dorn. 

Ladies’ Entertainment committee—Mrs. A. C. Beroiz- 
heimer, Mrs. H. C. Whittemore, Mrs. H. L. Chandler, 
Mrs. M. G. Pierpont, Miss Jean MacIntyre. 


Parmenter, H. B. Van 


—_—<>—__—_ 
CLEVELAND TYPEWRITER MEN DISCUSS 
PROBLEMS 
The regular monthly meeting of the Cleveland Type- 
writer and Adding Machine Dealers Association was 
held at Hotel Allerton with dinner preceding the busi- 
ness session. The following grievance committee was 
appointed: Chairman, L. Pierce; Thomas Duffy and 
Clyde Metger. Two new members were admitted: E. E. 
Weeks of the Excel Typewriter Company and William 
Billinger of the Adding Machine Sales and Service 
Company. The new by-laws and constitution were read 


Christmas Banquet of the Underwood El- 
liott Fisher Company's Staffs at Spring- 
field and Pittsfield, Mass.—The event took 
place at the Kimball hotel, Springfield, 
on December 20. Seated, left to right 

A. G. Zoch, service foreman; D. V. Skidd, 
Pittsfield sub-branch manager; V. M. 
Cizek, cashier; R. E. Ward, branch man- 
ager; D. H. Hemsworth and D. L. Sulli- 
van, salesmen. Standing, left to right 

R. Ramos, service department; F. L. 
Robar and J. J. Hibbert, salesmen; C. 
Curtin, W. Alleman and C. Schoch, serv- 
ice department; A. J. Merritt, salesman, 
and H. Carlson and F. Tassistro, service 

department. 
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and approved. A discussion on rentals and business 
ethics rounded out the evening.—AED 
—— a 
CONNECTICUT VALLEYS MEET 

The seventeenth annual meeting and dinner of the 
Connecticut Valley Stationers Association was held at 
the Hotel Bond, Hartford, Conn., on February 26. 

The convention started with a meeting for dealers 
only. The National Stationers Association for Stabili- 
zation was discussed by General Manager Garvin. 

An open meeting was held from 3:30 to 4:30 P. M., 
Thure Bengston, president, presiding. Minutes of the 
last meeting and reports of officers were read and the 
report of the nominating committee and election of 
officers took place. 

Greetings were received from George W. Pratt, presi- 
dent of the Boston Stationers Association; Walter R. 
Dolliver, president of the Rhode Island Stationers 
Association, and John E. Brooks, president of the New 
England Travelers Club. 

A. F. Rebhan, regional governor, District No. 1, spoke 
on What Is in the Governor’s Mind, and the filing sup- 
ply code was discussed by R. A. Jonas, Jr., of the Oxford 
Filing Supply Company. 

The annual dinner of the association was held in the 
Old English room at 6:30 P. M. and was the occasion 
of much merriment and good counsel. 

a 
BALTIMORE STATIONERS ASSOCIATION ONE 
HUNDRED PER CENT 

It is interesting to know that the Baltimore Station- 
ers Association is composed of one hundred per cent of 
the stationers of that city. 

Secretary Russell H. Schmidt states that Christmas 
business was heavy. Greeting card sales exceeded all 
expectations, while calendar pads and various other 
items exceeded in volume those of last year. All sta- 
tioners report encouraging prospects in new filing 
equipment and systems. Business for the Baltimore 
district for January exceeded that for January, 1934, 
by a considerable margin. Collections also compare 
favorably with those of last year. 


i ed 
ILLINOIS RIBBON AND CARBON MEN CHOOSE 1935 
OFFICERS 

At a recent meeting of the Illinois Carbon Paper and 
Inked Ribbon Association, the following officers and 
directors were elected: 

M. L. Hill, Miller-Bryant-Pierce Company, president; 
C. W. Allen, Carter & Allen, vice president; A. G. Leon- 
ard, M. B. Cook Company, treasurer; Peter Lanning, 
Franklin-Kelly Company, secretary, and E. D. Roberts, 
E. D. Roberts & Company, Lester Fleischman, Standard 
Manifold Products Company and Harold Quest, Quest 
Manufacturing Company, directors. 











58 


Plans outlined at the meeting indicate a successful 
year. “Bill” Eismann of the Nelson-Eismann Company 
is head of a membership committee which promises to 
build up the enrollment. “Ed” Roberts of E. D. Roberts 
& Company is chairman of the program and entertain- 
ment committee which will schedule events that will 
make the evening meetings of the association well 
worth regular attendance. 


——<— = 


FRIDEN CALCULATOR CELEBRATES FIRST 
ANNIVERSARY 

The Friden Calculating Machine Company, Inc., were 
hosts recently at a dinner in Lake Merritt hotel, Oak- 
land, Calif., in honor of the company’s first anniversary. 
There was an excellent orchestra and other profes- 
sional entertainment, while members of the organiza- 
tion also gave of their talents, thus adding to the eve- 
ning’s enjoyment. Carl M. Friden, president of the 
Friden Calculating Machine Company, acted as toast- 
master. He reviewed the progress made by the com- 
pany during 1934 and made special comment on the 
fine cooperative spirit which exists between the factory 
and the sales organization, whose members on account 
of distance, could not be present at the celebration. 

The event was greatly enjoyed by everyone partici- 
pating 

a 


WIS-ILL TRAVELERS CLUB TO ENTERTAIN 
STATIONERS AT PEORIA 


The newly formed Wis-IIl club, an account of which 
appears elsewhere in this issue, will entertain Sixth 
District stationers and members of the Illinois Book- 
sellers and Stationers association in a pre-convention 
stag to be held on the evening of April first at the 
Pere Marquette hotel, Peoria. The convention is to be 
held on the second, third and fourth. Stationers and 
travelers from Chicago and points in Wisconsin plan- 
ning to attend the stag will leave Chicago at 5:00 P. M. 
on the Rock Island and arrive in Peoria at 8:45, which 
will be just in time for the entertainment. An un- 
usually large attendance is expected 


> 


PHILADELPHIA STATIONERS TO DINE 


The annual banquet of the Philadelphia Stationers 
Association will be held on Thursday, March 21, the 


place to be announced later 


Underwood Elliott Fisher Company Sales- 
men——Forty-nine of Them—on the Steps 
of the Company's factory at Hartford, 
Conn., after an All-Morning Tour of the 
Works.—-These men are New York sales- 
men who were recently given a trip to 
Hartford and Bridgeport to see how type- 
writers are made and to observe the effi- 
ciency of the people and processes, the 
exactitude of all operations, and the fine 
working conditions and surroundings. 
The party was headed by company execu- 
tives who took the men from New York 
City to the cities named in special Pull- 
mans and fed them wonderfully both on 
and off the train. 


OFFICE APPLIANCES 


KANSAS BOOK DEALERS MEET 

The nineteenth annual meeting of the Kansas Book 
Dealers Association was held at Topeka February 18 
and 19 at the Hotel Kansan, whose beautiful roof gar- 
den was made more attractive than ever by the dec- 
orative work of Mr. Peterson of the Dennison Manu- 
facturing Company, assisted by Mr. Pickard of the C. 
A. Tanner Company. Merchandise displays were made 
by over sixty prominent manufacturers and publishers. 

The meeting was called to order at nine o’clock Mon- 
day morning with President Phil. M. Anderson of New- 
ton and Vice-President L. H. Endacott of Manhattan 
presiding, assisted by Mary C. Stromberg, acting secre- 
tary-treasurer. 

Every member upon registering was presented with 
the official notebook by the Wilson-Jones Company 
and the official pencil, a new product of The Wahl 
Company. The H. D. Lee Mercantile Company pre- 
sented each member with an on-time gift consisting of 
several sizes of the new spiral notebooks. 

After the reading of letters, the president announced 
the question box and mentioned the large prize table 
which would be arranged with prizes the latter part of 
the second day. 

A delegation from Oklahoma was present, headed by 
R. B. Nunnery of the Bawco Office Supply Company of 
Chickasha. He expressed himself as hoping that he 
could found an organization in Oklahoma patterned 
after that of Kansas. 

Herman Cast, past governor of the eighth district, 
spoke on the stationers’ code. He stressed the point 
that one must make a profit or the government will be 
running one’s business. He felt certain of a thirty- 
hour week in the near future at the same wages now 
paid for the average forty to forty-eight hour week. 
He said that the feeling of the government leaders is 
that if one cannot make a profit out of his business, 
government will operate it. ‘“‘There are few industries,” 
said Mr. Cast, “cooperating or attempting to cooperate 
with their code. But,” he said, “the code gives us the 
opportunity for the first time to get together and talk 
and still we don’t do it. I don’t mean to get together 
and raise prices until they are prohibitive, but we must 
make a profit.” 

Mr. Cast paid a handsome compliment to General 
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Manager Charles P. Garvin of the National Stationers 
Association. He expects to see open prices an accom- 
plished fact. 

Warren Wilson, vice-president and sales manager of 
the Snowden-Mize Company, Atchison, answered the 
question, Is the Independent Doomed? He said the 
question could be answered yes or no, but first it re- 
quires definition and qualification. The old line of 
retailers and the cross-road general store are doomed. 
Any retailer who is absolutely independent is sunk. 
The so-called independent must join hands with others 
of his kind and work in organized cooperation to devise 
ways and means of overcoming chain and other com- 
petition. He said that economic laws are inexorable 
just the same as spiritual, moral and physical laws. A 
consumer will go for his supplies to the source which 
will give him the most in quality, service and savings. 
The hope for the independent lies in the growth of 
organization, education, distribution, advertising, serv- 
ice and cooperation with his local independent com- 
petitor and with independent dealers of all types. 
There should also be interlocking districts of national 
organizations. 

E. A. Detrick, president of the Midwest Retailers 
Association, said that independent merchants can win 
the war if each does his part in cooperating and in 
meeting destructive competition. We are not asking 


charity. All we want is an even break and we fully 
intend to get it. The speaker made the following sug- 
gestions: Don’t starve your business. Don’t overfeed 


it. If your prices are not right, make them right. See 
that your customers are attended to promptly and effi- 
ciently by a clerk who knows the merchandise. The 
buying public does not say, “Here is your job. Do it if 
you can.” It says, “Here is your job. Do it.” 

Reports regarding business throughout Kansas are 
of an encouraging character. The attendance at the 
meeting was the largest for the last four years. 

The annual dinner was served at the Kansan on 
Monday evening, followed by a feature film, Forward 
America. 

All of the former officers of the association were re- 
elected. 

After a lively contest for the 1936 meeting, Topeka 
received the majority of votes. 

Several important resolutions were passed which will 
be outlined in a later issue. 

—— 

CHICAGO TYPEWRITER DEALERS CELEBRATE 

In celebration of the termination of the Typewriter 
mechanics strike, the February meeting of the Chicago 
Typewriter Dealers Association at the Medinah Athletic 
Club on the evening of February 12 was devoted pri- 
marily to food and fellowship. 

President Albright called the meeting to order and 
then announced with regret the death of the mother 
of Elmer Young, treasurer of the association. 

In the absence of Secretary Beutler, J. P. Ward, Sr., 
was appointed to fill that office protem. 

Following an animated discussion, a committee was 
appointed to investigate certain student rental prices 
advertised at lower than the standard rate adopted by 
the association. The committee is to report at the 
March meeting. 

Mr. Ward was called upon and spoke briefly but em- 
phatically upon general conditions in the rebuilt type- 
writer trade. He referred particularly to rising prices 
and enjoined the members of the association to fight 
price cutters. 

President Albright concluded the meeting with an 
inclusive summary of local conditions. 


ST. LOUIS STATIONERS HOLD INAUGURAL 
BANQUET 

The Stationers Association of Greater St. Louis held 
its first inaugural banquet. February 11 at the Hotel 
Mayfair. This occasion marked the installation of the 
following officers: William Schmiederer, Buxton & 
Skinner Printing & Stationery Company, president; E. 
J. Lessard, Lessard Printing & Stationery Company, 
vice-president; C. A. Kennedy, William J. Kennedy 
Stationery Company, treasurer; E. J. Mitchell, Levison 
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William Schmiederer 


& Blythe Manufacturing Company, secretary; C. T. 
Spalding, Spalding Stationery Company, member of 
executive committee. Colonel Martin Collins, presi- 
dent of Graham Paper Company, presided as toast- 
master and performed his task in a very interesting 
and efficient manner. Mr. Schmiederer took the gavel 
long enough to conduct the roll call which started with 
Colonel Collins and Taylor B. Wyrick, honorary mem- 
bers; George M. Spalding of Spalding Stationery Com- 
pany, Clarence Comfort of Comfort Printing & Sta- 
tionery Company, and George Dyson of Mittag & Vol- 
ger, as old timers and charter members, and completed 
his task by calling the roll of members and visitors 
by companies. 

The speaker of the evening was Charles Martin Hay, 
city counsellor of St. Louis. He emphasized the need 
of faith and confidence plus intelligent thinking and 
planning in the field of business and in the political 
world. Speaking on the subject “Some Views of the 
Outside from the Inside,” he said that never have 
people expected as much from government as they 
do today. He explained many of the functions of city 
government in providing safety in traffic, road main- 
tenance, health measures, etc., and now the burden of 
providing for the unemployed. He warned that to bal- 
ance the budget a higher tax was necessary. With a 
liberal sprinkling of humor Mr. Hay kept the close 
attention of his audience for an hour, at which time 
he left to keep another speaking engagement. 

Mixed in with the more serious part of the program 
were dance numbers and songs by the Missouri Pacific 
Diamond Jubilee Quartet. 

The attendance was 115. It included stationers from 
St. Louis and across the river in Illinois, business men 
in affiliated lines and representatives of stationery 


manufacturers. 
—_—_—_——__ 


COLUMBUS O. A. MANAGERS SELECT OFFICERS 

At a recent meeting of the Columbus Office Appliance 
Managers Association the following officers were chosen 
to serve during 1935: 

W. E. Ellis, National Cash Register Company, presi- 
dent; J. P. Dorsey, Victor Adding Machine Company, 











60 


vice president; M. F. Burkhardt, Ditto Sales Company, 
secretary and treasurer. 

The Board of Control is composed of the officers of 
the association and J. C. Witridge, Jr., International 
Business Machines Corporation and L. M. Tobin, Felt 
and Tarrant Manufacturing Company. 

Seal 
BOSTON “ELSIES” CELEBRATE OUTCOME OF 
SALES CONTEST 

A luncheon to celebrate the successful termination 
of a sales contest held by the Boston branch of the 
L. C. Smith & Corona Typewriters, Inc., was given 
January 14 at Hotel Kenmore by H. S. Yaffa, the man- 
ager at Boston. Enthusiasm was raised to a high 
pitch by the presence of H. W. Smith, president of 
the company, who presented the prizes and compli- 
mented the organization very highly for the excellent 
results attained, not only for the last two months of 
1934, but for the entire year. 

D. W. Estabrook, who has been with the company 
approximately twenty-five years, won first prize. The 
second prize was won by F. D. Pratt, supervisor of the 
Vivid division. The third prize was won by F. W. 
Weller, one of the younger salesmen. The contest 
prizes consisted of a beautiful wrist watch, a radio 
clock and a fountain pen and pencil set. Prizes were 
awarded to the three salesmen having the highest 
percentage of quota for the months of November and 
December. 

Those present at the Boston dinner were: H. W. 
Smith, president of the company; H. S. Yaffa, Boston 
branch manager; F. L. Cushing, assistant Boston 
branch manager; G. H. Farrell, Worcester branch man- 
ager; E. F. Brown, Providence branch manager; G. B. 
Samuel, home office; W. H. Haun, home office; A. W. 
Buckwell, Boston service supervisor; Miss Grace Fitz- 
gerald, supplies department; Miss E. K. Osborne, sec- 
retary; F. D. Pratt, Vivid supervisor; the following 
salesmen: D. W. Estabrook; A. Yaffa, Jr.; J. F. Collins; 
G. Cochrane; R. S. Allingham; H. S. Knowles: W. F. 
Weller; C. G. Rogers; W. E. Woods; J. H. Wyatt; H. H. 
Connick; F. J. Edwards; Eric Brigham. 

—_>__ 
CANADIAN BUSINESS EQUIPMENT MANUFAC- 
TURERS ELECT 

On January 17 the Canadian Business Equipment 
Manufacturers Association held its annual meeting in 
Toronto and elected the following officers: 

President, George F. Morris, president of the Inter- 
national Business Machines, Limited, Toronto; vice- 
president, R. A. MacDougall, factory manager of the 
National Cash Register Company, Limited, Toronto; 
secretary-treasurer, D. E. Bissell, Toronto branch 
manager of the Addressograph-Multigraph of Canada, 
Limited, 30 Front street, Toronto; directors, L. W. 
Schake, sales agent for the Multigraph division of the 
Addressograph-Multigraph, and A. Hunt, Canadian 
managing director of the Gestetner Company, Limited, 
Toronto. 

The by-laws were amended so as to admit to mem- 
bership associate members of the industry. The asso- 
ciate membership will consist of anyone, whether 
dealer or sales agent, who sells new office and business 
equipment. Heretofore membership in the association 
has been restricted to those concerns maintaining 
their own branch or sales agency directly under com- 
pany control. Under the new dispensation it is be- 
lieved that the membership will be more than doubled. 

Preparations will soon be under way for a bigger 
and a better business show to be held during the Cana- 
dian National Exhibition the latter part of August. 


APPLIANCES 


OFFICI 


CHICAGO OFFICE APPLIANCE MEN EXCHANGE 
EXPERIENCES 


The March meeting of the Chicago Office Appliances 
Managers Association, which was held February 8 at 
Medinah Athletic Club, was on the order of a round 
table, with everyone present participating. President 
J. B. Ward, Addressograph sales agent, conducted the 
discussion. 

The first idea was contributed by A. H. Foxcroft, 
of L. C. Smith and Corona Typewriters Inc., who told 
of his satisfactory experiences with a demonstration 
book which provided a talk for salesmen which was 
comprehensive and coherent, yet flexible enough to 
meet unusual situations. 

Harry Shifflette of Marchant Calculating Machine 
Company spoke in favor of concentrated territories to 
provide more complete coverage of prospects in the 
territory and to prevent skipping around large areas 
with resultant loss of time and inattention to desirable 
business opportunities. 

Mr. Ward told of having his salesmen present in 
writing their plans for securing their volume during 
the year. The idea of the salesman thinking out the 
problems for himself proved profitable to the men and 
to the company. He also brought out the importance 
of more first calls on new prospects, and other useful 
ideas. 

The necessity of encouraging older salesmen to 
develop new prospects and the satisfactory results of 
recently engaged salesmen were brought out by Wil- 
liam Eismann of Nelson-Eismann Company. 

The advantages of selling equipment on the deferred 
payment plan was covered briefly by H. D. Beaumont 
of Dictograph Products Corporation. He mentioned 
two large contracts received on that basis since the first 
of the year. In both cases the deferred payment idea 
was essential in getting the order, while afterward with 
the equipment installed he was successful in changing 
the payment to straight cash transactions. 

J. W. Hogue of Addressograph Sales Corporation con- 
tributed further ideas on first calls and spoke on the 
importance of merchandising the demonstration. 

Harry Cross of Dictaphone Sales Corporation in 
speaking on the standardized sales approach remarked 
that the salesmen in the organization who used it made 
the best records. He also brought out that trading 
out old equipment was a problem of the industry. He 
described as obsolete any equipment in use perhaps 
only a year which could be replaced by other equip- 
ment that would accomplish the results more effec- 
tively and economically. 

B. Pederson of Stromberg Electric Company ex- 
plained that it was difficult for the average man to get 
a story the first time it was put up to him. He also 
mentioned that the angle which would appeal to one 
man would produce no response in another. To over- 
come this condition, he remarked that in making his 
demonstrations he told his story in three different ways 

one to appeal to the mechanical mind, one to the 
man who thinks of equipment from the standpoint of 
investment or financial angle, and to the man who 
thinks in terms of utility—explaining that a man’s 
judgment is in the light of his own experience. 

C. F. Byerly of Toledo Scale Company, who was given 
the nickname of Will Rogers, spoke of the predeter- 
mined approach which all his men learn thoroughly 
before starting to sell. He told of having sales meetings 
every morning to keep the approach freshened up. He 
also told of useful plans employed in fixing quotas. 

Others present also contributed, the meeting closing 
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Sales Personnel of The Cooke & Cobb 
Company at the Recent Annual Sales 
Meeting.—Reading from left to right, 
back row: W. Irving Mackey, Mid-western 
representative; James T. Hope, Jr.. New 
York City representative; C. I. Wagner, 
development manager; E. E. DuLaney, 
Eastern representative; E. C. Clifton, 
Southern representative. Reading from 
left to right, front row: Jack Autry, sales 
manager, Canadian and Western repre- 
sentative; J. W. Willmore, vice-president 
and general manager; A. Cooke Middle- 
ton, secretary and treasurer. 


with a discussion of questions and answers. 


Each one 
of the subjects discussed was one to which an evening 
could have been given, but the thought was just to 
give ideas which the managers could develop. From 
that standpoint the meeting was considered unusually 
successful. 


————<» 
SEATTLE TYPEWRITER DEALERS 

Members of the Seattle, Wash., Typewriter Dealers 
Association held the first meeting of the year last 
month. Several informal gatherings of the Executive 
Committee were held during January. 

On February 5, President Wayne Haines announced 
the appointment of the following committees: Execu- 
tive—Wayne Haines, president and chairman; D. H. 
Johnson, treasurer; H. O. Harvey, F. B. Eylar, E. J. 
Goss, and James C. J. Martin. Adjustment and Fair 
Practice—E. L. Goss, chairman; U. G. Moore. Manu- 
facturers’ Advisory—F. B. Eylar, chairman; F. G. Fink, 
R. J. Harris, and K. B. DeRango. Publicity—James C. 
J. Martin. Schedules—H. O. Harvey, chairman, with 
the privilege of calling on any dealer for assistance. 

Questionnaires pertaining to suggested plans of 
carrying on the best interests of the association in 
Seattle, and asking for information tending toward the 
betterment of the industry by local members were sent 
to all dealers and representatives of new machine man- 
ufacturers. Six questionnaires were returned and the 
results tabulated February 5. Secretary Phelan antici- 
pates a 90 per cent return of the questionnaires before 
the February meeting of the membership. 

Suggested schedules of lowest resale prices and 
schedules on trade-ins and repair work have been sent 
to each member. Chairman Goss of the Adjustment 
and Fair Practice Committee reported that all mem- 
bers were rigidly adhering to suggested rental rates. 
U. G. Moore was elected as a committee of one to 
force the City of Seattle to act immediately on every 
second hand dealer who has not yet paid the annual 
$25 license fee—JCJM 

—__——_—_ 

COLUMBUS BLANK BOOK BENEFIT MEETING 

The Columbus Blank Book Benefit Association, com- 
prising employees of The Columbus Blank Book 
Manufacturing Company, Columbus, Ohio, held its an- 
nual meeting January 25. This is a mutual benefit 
organization established early in 1926. Its inception 
was a flower fund, to provide floral cheer in the case 
of illness of employees, or near relatives. As stated 
by Geo. P. Lang, “The fund became so sympathetic 
that friends and distant relatives were showered with 
flowers, eventually depleting the fund.” 

A small group of the employees met to solve the 
problem of relief to employees only. The first step 


was to circulate a petition, asking the signer if he or 
she was willing to join an organization to protect fel- 
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low workmen. The petition was quickly made effec- 
tive, with over 100 signers. Leading the list was the 
company president, the late Judge John T. Gale, Harry 
Perkins, manager and secretary-treasurer, and a long 
list of associates, down to the office boy. 

An organization meeting was held, electing officers, 
and plans were laid for a permanent organization. 
The company donated $50.00, along with a strong box 
and necessary account books; and the printing of the 
by-laws. This alone gave punch to the association. 

The organization has been weathering the storms 
eight years, never missing a payment. The past two 
years members have been paying one-half the dues; 
yet the organization has kept its head above the water, 
and has a surplus of $900 in the treasury. The or- 
ganization is not company-owned, nor does the com- 
pany dominate the operations. It is an asset to the 
company, as it creates harmony and good fellowship 
throughout the plant. The most essential point is 
that all are interested in the welfare of fellow mem- 
bers, their health and comfort. There is concern in 
the health of others through observing the rules of 
health, and creating a spirit of mutual interest. 

A copy of the by-laws of the Columbus Blank Book 
Mutual Benefit Association has been received. We 
regret that space is lacking to print this in full. There 
might be inspiration to other organizations in the 
field in the operations of this Columbus group. 

The annual meeting is of the nature of a reunion, 
where members and their families have an opportunity 
to fraternize, and to get acquainted with the families 
of members. 

i 
STATIONERS SQUARE CLUB MEETS 


The Stationers Square Club of Greater New York, 
No. 576, held a regular monthly meeting in the Greeley 
room of the Governor Clinton hotel, New York City, on 
Thursday evening, February 21. Lawrence R. Schmidt, 
president, presided. There was an excellent attendance. 

The meeting was honored by the presence of Presi- 
dent Schmidt’s father, who has been active in Masonic 
circles for many years. He gracefully acknowledged 
the opportunity to be present with the group over 
which his son is presiding officer. 

David Keller of the Blackwell-Wielandy Company, 
St. Louis, was among the guests. He remained over in 
New York following his visit to the wholesalers’ con- 
vention at Atlantic City. 

Secretary J. J. Walder read a letter from Paul Wiel- 
andy, expressing the latter’s regret at his inability to 
be present. 

Arthur Burger, secretary of the Art Steel Company, 
was elected a member of the organization. 

The entertainment committee having in hand the 
annual entertainment and dance to be held at the Lis- 
more hotel, New York, on April 6, reported favorable 
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progress. It is expected that the attendance will be 
about one thousand. 

Treasurer J. H. Shoemaker, Jr., reported the club to 
be in excellent financial condition. 

The speaker of the evening was former Fire Commis- 
sioner of New York, John J. Dorman, who gave an 
interesting talk covering some of the incidents and 
pecular experiences encountered during his period as 
fire commissioner. He also related some matters not 
generally known concerning George Washington. Con- 
trary to usual ideas, the father of his country started 
with very little, but became a very wealthy man as 
wealth was estimated in his period. He was a shrewd 
investor and on his death the value of his estate was 
estimated at about two million dollars. He owned much 
property. He was a distiller and loaned considerable 
sums of money. Like other Virginians of his time, he 
owned slaves. He was one of the organizers of the 
Society of the Cincinnati, a social organization that is 
still in existence. February 22, which we celebrate as 
Washington's birthday, is not his birthday at all, be- 
cause he was born on February 11 and after his birth, 
on account of calendar changes, the day became Feb- 
ruary 22. 

Mr. Dorman concluded his remarks by paying tribute 
to the great fire department of New York City and the 
bravery of its men. 


SOUTHERN CALIFORNIA STATIONERS MEET 

An interesting and significant meeting was held in 
Los Angeles on Tuesday, January 22, at which from 75 
to 100 members of the stationery industry in Southern 
California were present. The group was made up of 
members of the Stationers Association of Southern 
California and a number of non-members. Practically 
every city in Southern California was represented. 

The meeting was presided over by William F. John- 
ston, of the Schwabacher-Frey Company, president of 
the Stationers Association of Southern California, gov- 
ernor of Regional District No. 12 of the National Sta- 
tioners Association and member of the National Code 
Authority for the Industry. 

The object of the meeting was to listen to an ex- 
planation of the California Fair Trade Act by Stanley 
A. Weigel, attorney for the California Fair Trade Fed- 
eration, the Retail Druggists Association of Northern 
California, and the Commercial S‘ationery Industry of 
California. After explaining the origin of the Cali- 
fornia Fair Trade Act and its application to the sta- 
tionery industry and the possibility, through it, of 
maintaining a fair margin of profit for the dealers, the 
meeting was thrown open to questions and a round- 
table discussion of the subject. 

Mr. Weigel explained that historically the principle 
involved in the Act originated with a manufacturer of 
olive oil who, having established a reputation for high 
quality, desired to distribute it through various grocers 
and to protect the good name of his product and the 
price at which it would be sold. In order to accomplish 
this object, he entered into contracts with his dealers 
by which they agreed to maintain his established price. 
It was on the basis of a violation of this price and, 
hence, this contract, that he prosecuted a dealer who 
had cut the established resale price. The case was 


finally ruled upon by the Supreme Court of California, 
who definitely established the rule for this State that 
a manufacturer has the right to contract with a dealer 
to sell his branded, named or trade-marked merchan- 
dise at an established price and that thereupon the 
dealer is bound to observe such price. 


Such merchan- 
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dise must be in fair and open competition with other 
merchandise of the same general class. 

At a later date, the Legislature of California enacted 
what is now known as the “California Fair Trade Act,” 
and added to it later to the extent, as provided by Sec- 
tion 1% of the Act, that any dealer who sells mer- 
chandise at a price other than that covered by a con- 
tract with dealers is liable under the law, even though 
he does not buy the merchandise direct from the manu- 
facturer and has no contract. 

Mr. Weigel explained that thus, in the State of Cali- 
fornia, a unique situation has developed whereby a 
manufacturer is guaranteed the protection of law to 
sustain the price which he established on his product, 
with the only proviso that his commodity shall be in 
fair and open competition with commodities of the 
same general class produced by others. 

At this meeting, the application of the Act to the 
individual dealer was thoroughly discussed by Mr. 
Weigel, with the result that the meeting passed a res- 
olution by practically a unanimous standing vote to 
the following effect: 

“It is the sense of this meeting that the members of 
this Association and those here who are not members 
intend to support in every legal way the sale of mer- 
chandise distributed under the protection of the Cal- 
ifornia Fair Trade Act and to give very aggressive mer- 
chandising support to those products which are placed 
under the protection of this Act.” 

In his remarks concerning the application of the Act 
to the Stationery Industry, Mr. Weigel pointed out the 
fact that some 250 proprietary medicines and drug lines 
have been operating under this law for a considerable 
time. Court actions have taken place, injunctions have 
been issued, and the Courts, thus far with the exception 
of only one Judge in the entire State, have definitely 
upheld the rights of parties to contract for the protec- 
tion of the price of their branded merchandise. 

Mr. Weigel emphasized the fact that this program is 
definitely one for the protection and improvement of 
the condition of the average independent merchant but 
that in order to make it a success, there is a definite 
responsibility upon the merchants, small and large, in 
this industry, to merchandise aggressively and support 
the products of manufacturers operating under the Act. 

Mr. Weigel forcefully pointed out the fact that the 
California Fair Trade Act is not a panacea for all the 
problems of the Industry and is not intended to con- 
trol or regulate any other object than the good name 
of the manufacturer’s product by the maintenance of 
a proper and fair selling price. He stated that in order 
to accomplish the advancement of the commercial sta- 
tionery business, cooperation between dealers, manu- 
facturers and jobbers is more necessary than ever and 
that the dealer must develop an appreciation of others’ 
problems and viewpoints and a willingness to cooperate 
toward the common end. 

Statistics indicate that approximately 40% of the 
power of decision in connection with the purchase of a 
commodity is exercised at the time of purchase. Thus, 
the dealers have it in their power at the time of the 
sale to bring to bear a great influence in connection 
with the final decision as to the brand of merchandise 
purchased. With the dealers fully realizing this op- 
portunity and giving every lawful advantage to those 
lines and articles which are protected by the Fair Trade 
Act, a strong incentive is supplied to the manufacturers 
to come in under this law. 

It was announced that the Stationers Association of 
Northern California are actively working with the Sta- 
tioners in Southern California to bring this matter 
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Royat Typewriter ComMpANy GATHERINGS IN JACKSONVILLE, 


Fia., AND Wasuineton, D. C. 


The upper picture shows a sales meeting conducted in Jackson- 
ville, Fla., recently by H. L. Rudnick, assistant sales manager of 


the Royal Typewriter Company, Inc. Representatives came from 
all over the state to get new ideas and to exchange comments on 
current business. 
The lower picture reveals the Washington, D. C. office staff of 
the Royal Typewriter Company enjoying a banquet held in cele- 
bration of the greatest year’s business that the Washington office 
ever had. George Palmer, manager presided over the dinner 
and thanked all present for their helpful cooperation which 
made the fine record possible. 
—~>—— 


properly before the manufacturers of stationery com- 
modities. 

The chairman stated that a large number of manu- 
facturers had been communicated with, supplied with 
copies of the Act, and suggestions as to the form of 
contract which is appropriate and that in almost every 
instance, the manufacturers had responded, indicating 
their desire to cooperate, asking for further informa- 
tion as to some of the legal aspects, and in many cases 
definitely stating that they will at once proceed with 
the drafting and issuance of the contracts. 

— 
SAN ANTONIO STATIONERS ELECT 

Ross Siebert of The Clegg Company, San Antonio, 
Texas, was elected president of the San Antonio Sta- 
tioners Association at a meeting of this body held re- 
cently. R. C. Thorne of the Paul Anderson Company 
was re-elected secretary. These are the only officers. 

Siebert succeeds Wm. Dumestre of the Standard 
Printing Company, who has been president for the 
past two years. 

Confidence in better business and anticipation of a 
good year during 1935 was expressed by the members 

BCR 
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RUSSELL CARPENTER HEADS NEW TRAVELERS’ 
CLUB IN SIXTH DISTRICT 

A new travelers club known as the Wis-Ill (pro- 
nounced whistle) Club was organized February 22. Its 
territory is the sixth district of the National Stationers 
Association. Temporary officers and directors were 
chosen to serve until the end of the combined meeting 
of the sixth district and the Illinois Booksellers & Sta- 
tioners Assn. next month in Peoria. The temporary offi- 
cers include Russell Carpenter, of the Sanford Manu- 
facturing Company, president; Harry Balch, Quality 
Park Envelope Company, first vice-president; Norman 
Pearce, Eberhard Faber Pencil Company, second vice- 
president; Elmer Krumwiede, manufacturers’ repre- 
sentative, third vice-president; Harry Prescott, Associ- 
ated Stationers Supply Company, secretary, and Wil- 
liam Schuster, National Blank Book Company, treas- 
urer. The directors include Karl Castle, Weis Manu- 
facturing Company, chairman of the board; Al Skibbe 
of Associated; George Cormack, Wilson-Jones Com- 
pany; Bill Smith, Ace Fastener Company, and Bill Cox, 
The Carter’s Ink Company. 

The organizers of the club met at Mr. Skibbe’s office 
at noon and adjourned to a private dining room in the 
Fred Harvey restaurant in the Union station nearby. 
They were just eight in number, but represented more 
than fifty others who had indicated their desire to join 
as soon as the club was launched. The group was 
composed of Al Skibbe, Karl Castle, Harry Prescott, 
Harry Balch, William Schuster, Elmer Krumwiede, Nor- 
man Pearce and John Gilbert of Office Appliances. 

One important feature of the club will be a weekly 
luncheon in Chicago. It will afford an opportunity for 
sixth district travelers to get together when they are 
in Chicago. Furthermore it is expected that local deal- 
ers will attend from time to time and that stationers 
from elsewhere in the district may take advantage of 
the facilities to lunch with the travelers when in Chi- 
cago on business or pleasure. The first luncheon was 
held February 25 in the La Salle hotel as a temporary 
measure and was well attended. The next will be in 
the La Salle also, at which time a permanent meeting 
place is to be decided upon. The luncheons are to be 
held every Friday at 12:30. 

All salesmen calling upon stationers and book-sellers 
in Illinois, Wisconsin and the upper peninsula of Mich- 
igan are eligible to membership. All who join by the 
time the permanent officers are installed, in May, will 
be considered charter members. 

Communications to the club should be addressed to 
Harry Prescott, secretary, Wis-Ill Club, 229 S. Jefferson 
street, Chicago. 

——_—>——__—_- 


BODENHOFER BACK ON JOB AFTER LONG ILLNESS 

It is a genuine pleasure to report that William F. 
Bodenhofer of the F. B. Manufacturing Company, New 
York, N. Y., has made a complete recovery from an 
illness that held him close to his home for many 
months. Mr. Bodenhofer is a modest and unassuming 
gentleman from whose quiet personality emanates a 
spirit of friendliness. It is good to know that he is 
back on the job again. 

anokeeieaaaiel 
SEATTLE HOUSE GETS BIG INK CONTRACT 

The Federal Ink & Chemical Company of Seattle, 
Wash., is scheduled to supply all of the several state 
institutions with ink, mucilage and allied products 
which the company produces. They will also supply 
inks, adhesives, etc., to the state legislators at the State 
House in Olympia.—CML 
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Harry A. Morgan, Stationers Corporation, Los Angeles, Calif. president; R. A. Maish, Dennison Manufacturing Company, 


Framingham, Mass., vice-president and chairman, manufacturers’ division; B. ]. Bristoll, Koch Brothers, Des Moines, lowa, vice- 
president and chairman, office furniture and office outfitters’ division; R. C. Moore, Columbia Ribbon & Carbon Manufacturing 
Company, Kansas City, Mo., vice-president and chairman, field division; ]. O. Davis, Miller-Davis Company, Minneapolis, Minn., 
vice-president and chairman, manufacturing stationers division; Edward Wobber, Wobbers’, San Francisco, Calif., vice-president 
and chairman, distributors’ and wholesalers’ division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C., 
treasurer; Woodson P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin, Washington, D. C., secretary 


and general manager. 


Regional Governors and Retail Directors 





No. 1. A. F. Rebhan, Blake pany, Dayton, Ohio, Gov- No. 8. C. M. Meyer, Bur- No. 11. James S. Ball, Kil- 
& Rebhan Company, Bos- ernor, sao Maser, Inc., Kansas ham Stationery & Printing 
ton, Mass., Governor. . City, o., Governor. Company, Portland, Ore., 

No. 5. Edwin I. Baer, Governor , 
No. 2. . E. Van Natta, Baers’, Canton, Ohio, Re ' 
Ithaca, N. Y., Governor. tail Di No, & John Ford, Jt. 
4 , al irector. Peterson Litho & Printing No. 12.. W. F. Johnston, 

No. 3. John A. Brown, J. No. 6. D. S. Hansen, Carl- Company, Omaha, Neb., Schwabacher-Frey Com - 
R. Weldin Company, Pitts- “son Brothers, Moline, Ill Retail Director. pany, Los Angeles, Calif., 
burgh, Penna., Governor. Governor ° ia Governor. 

No. 3. J. P. Moriarity, E. - A. Bred Me 5. RE, RK, No. 13. J. S. Luckett, Luck- 
Morrison Paper Company, o. 6. Th Fig er ary S ty ; ett Loose Leaf, Ltd.. To- 


Bredesen Brothers, Beloit, 
Wisc., Retail Director. 


No. 7. L. W. Hamm, The 
Pierce Company, Fargo, 
N. D., Governor. 


No. 7. G. W. Trapp, Curtis 
1000, Inc., St. Paul, Minn., 
Retail Director. 


Washington, D. C., Retail 
Director. 


No. 4 P. K. Smith, Pinel- 
las Printing & Stationery 
Company, St. Petersburg, 
Fla., Governor. 


Nv. 5 C. W. Roth, Roth 
Office Equipment Com- 


General Offices and Information Bureau 
Time and Place of Next Annual Convention 


BIG MEETING SCHEDULED FOR ILLINOIS AND 
WISCONSIN DEALERS AT PEORIA 

The Illinois Booksellers and Stationers Association, 
the sixth district of the National Stationers Associa- 
tion, the Wisconsin Stationers Association and the Chi- 
cago Stationers Club, have united to put on what is 
expected to be the largest gathering of stationers to be 
held in the district since the annual convention of the 
National Stationers Association in Chicago eighteen 
years ago. It is to be held at the Pere Marquette hotel, 
Peoria, April 2, 3 and 4. 

The governor of the sixth district, Dan Hansen of 
Carlson Bros., Moline, and the president of the Illinois 
Booksellers and Stationers Association, Fred Tracht of 
the University of Chicago Book Store, will be co-chair- 
men of the convention. Al. Skibbe of Associated and 
Bill Jacquin of Jacquin & Company, Peoria, are chair- 
men of the arrangements committees for the sixth dis- 
trict and the Illinois group respectively. 








Fred Tracht 


Dan Hansen 





October 


Tex., Governor. 
ronto, Canada, Governor. 


No. 9. W. C. Northern, ; 
Stafford-Lowden Company, No. 14. A. J. Kerin, Tower 
Ft. Worth, Tex., etail Brothers, New York, N. 
Director. Y., Governor. 

No. 10. E. Frank Winfield, No. 14. Henry Frank, Henry 


Frank, Inc., New York, 


Winfield’s, Grand Junction, 
N. Y., Retail Director. 


Colo., Governor. 


525 Investment Building, Washington, D. C. 
7 to 10, 1935, Muehlebach Hotel, Kansas City, Mo. 


Advance indications point to a highly satisfactory 
attendance on the part of all the various groups repre- 
sented, including the newly formed Wisill Club, a trav- 
elers’ club which was organized February 22 in Chicago. 
A story of the Wisill Club appears elsewhere in this 
issue. 

The exhibits of the manufacturers will in effect be a 
business show staged for the benefit of convention visi- 
tors. The exhibit room will be open before and after 
business sessions. 

An impressive program has been prepared. It includes 
addresses by Charles P. Garvin, general manager of the 
National Stationers Association; Professor Paul Doug- 
las of the University of Chicago, a man of national 
prominence because of his grasp of economic problems 
and his Washington experiences; Harry Horder, Bill 
Jacquin, Dan Hansen and Arthur J. Walker, a former 
president of the National Stationers Association. 

Those who attended the Illinois Booksellers meeting 
in Peoria last year will recall the excellence of the 
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A. R. Skibbe 


Wentworth Jacquin 
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BEHOLD THE STENCIL 



































































































































































































A crude cutting of a card will make a stencil for a 
crate. But it has taken fifty years of intensive experi- 
ence to develop the Mimeotype stencil-sheet, which has 


brought Mimeographing to a high state of perfection. 


bulletins, graphs, line-drawings, etc., are done at high speed 
and low cost, because of this remarkable development. It 
may make possible new and profitable undertakings, new 
savings, in your school or business. Stencil printing at its 
best! For latest particulars write A. B. Dick Company, Chicago, 


or consult your classified telephone directory for local address. 


MIMEOGRAPH 































































































































































































You don’t know what the Mimeograph can do for you 




















until you thoroughly understand this new improvement 





























and its possibilities. Mimeotype—the cellulose-ester stencil! 





























Better copies, nicer printing of all kinds of letters, forms, 
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entertainment. More of the same quality will be pro- 
vided. The tentative program is as follows: 
MONDAY, APRIL 1 


Pere Marquette Hotel—Pre-convention Stag. 
TUESDAY, APRIL 2 

Registration 8:30 to 10:00 A. M. Convention opens 10:00 A. M 
with Dan Hansen, governor, Sixth District National Stationers Associa- 
tion, and Fred Tracht, president, Illinois Booksellers & Stationers Asso- 
ciation, presiding. 

10 :00—Invocation 

10:05—Address of Welcome—Fred Tracht 

10:15—Response—Dan Hansen 

10:25—President Russell Carpenter of the Wis-II] Club, the newly or 
ganized travelers association. 
10:30—Charles P. Garvin, general manager, National Stationers Asso- 
ciation and executive secretary of the National Stationers Code Authority 

“The Common Problems of the Stationer and Bookseller.” 

11:15—Paul Douglas, University of Chicago—“Our Present Day 
Economic Problems.” 

11:55—Appointment of nominating and resolution committees by 
President Tracht and Governor Hansen 

12:00—Luncheon, after which there will be adjournment to give time 
for visiting exhibits 

2:00 an provided by the Gibson Company to speak on merchandis- 
ing of greeting cards 

2:40—Mr. Garvin will speak concerning the code, following which an 
open forum will be held 

6:30 P. M Cabaret dinner with entertainment 

WEDNESDAY, APRIL 3 

9:00—Harry Horder—Subject: “Selling for Profits.” 

9:40—Bill Jacquin—Subject: “Shall Schools Sell Stationery and 
Books to Students?” 

10:10—Dan Hansen—Subject: “Can the Bookseller be a Stationer?” 

Adjournment for luncheon with time to visit exhibits. 

2:00—Arthur J. Walker, president of the Farnham Stationery & 
School Supply Company, Minneapolis, Minn., former president of the 
National Stationers Association. Subject: “Chain Store Competition 
and How to Meet It.” 

2:45—Necrology Report—Frank Harris, Carter Ink Company 

2:50—Nobel Gillette, Chicago Paper Company. Subject: “Paper—Its 
Profitable Distribution.” 

4:05—Ray Cooper—Subject 
the Industry.” 

6 :30—Banquet—Bill Smith, toastmaster. Stringed Trio. Entertain 
ment to be provided by the Peoria Central High School Music De 


partment 
THURSDAY, APRIL 4 
9:00—There will be meetings of the Travelers Club, Illinois Book 
sellers & Stationers Association business session, and the Sixth District 
Code Authority. These will all be in separate rooms 
Thursday Afternoon—Golf Tournament 


—uttiie ; 
NINTH DISTRICT CONVENTION PLANS 

Plans for one of the greatest meetings ever held by 
the Ninth District, N. S. A., are about complete and 
delegates to this convention which will be held in San 
Antonio, March 28 and 29, are assured a memorable 
time. 

The tentative program calls for the address of wel- 
come by L. B. Clegg, a response by P. T. Pearce, gover- 
nor of the Ninth District, appointment of committees, 
address by Chas. Garvin, and, in the afternoon of the 
first day, a discussion of the general managers’ pro- 
gram. 

On the second day the morning session will be 
divided into two groups, the first covering “Advertising 
for the Stationer,” put on by the Houston-Galveston 
group, with E. Cliff Wilson, chairman, and Henry Ellis 
program manager. This will be followed by a mer- 
chandise display for the stationers put on by the San 
Antonio stationers working with the San Antonio 
“Light.” R. P. Grieve is chairman. 

In the afternoon uncompleted business, election of 
new officers and selection of the next meeting place 
will complete the program. The stationers’ banquet 
will be held on the night of the first day, while the 
travelers’ will be on the night of the second. 

William C. Clegg, past-governor of the Ninth Dis- 
trict, has been in active charge of the local arrange- 
and has formed the following committees: 
Publicity—Alvin Eiseman, chairman; William Wyatt 
and B. C. Reber. Reception—Wm. Dumestre, Tom 
Tengg, Wilson Southwell, George Pabst, J. A. Smith, 
R. C. Thorne, Wm. C. Clegg, John G. Swope, Frank 
Bradford, Rudolph Geiser, R. C. Tarbutton, A. R. Al- 
ling, Russell C. Hill, Charles Sismilich, Seth Craig and 
Louis Sein. Registrations: Wm. C. Clegg, R. C. Thorne, 
J. A. Smith and Fletcher Davis. Entertainment—R. P. 
Grieve, Wm. Dumestre, Ross Siebert and Tom Tengg. 
Golf—Ross Siebert, J. T. Ross and Seth Craig. 


8:00 P. M 


“What the Filing Supply Code Does for 


ments, 
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CLEVELAND STAMP MEN MEET AND DINE 

The annual meeting and banquet of the Cleveland 
Stamp Manufacturers Association was held at the Hotel 
Carter and was well attende@, each of the following 
companies being represented: The Acme Stamp Com- 
pany, Chandler and Fisher Company, The Cleveland 
Rubber Stamp Works, The Dickey-Grabler Company, 
The Excelsior Stamp Works Company, The Metal 
Marker Manufacturing Company, The Perfection Rub- 
ber Stamp Company, The Royal Stamp Manufacturing 
Company, Sackman Steel Stamp Company, Superior 
Steel Stamp Company, The Taylor Brothers Company, 
American Rubber Stamp Company, The Sackman 
Stamp and Stencil Company and The Excelsior Stamp 
Works Company, the last two from Akron. 


Officers elected are as follows: President, H. R. 
Seefried; vice-president, Walter Tache; secretary- 
treasurer, J. L. Gilgan. Board of Trustees: George H. 


Bracht, M. C. Lederer, D. A. Miller, Rubber Stamp 
Division: William Taylor, chairman; Walter Tache, 
secretary of the metal division; J. W. Swartz, secretary. 


AED 
a 


BIG CROWD EXPECTED AT N. Y. STATIONERS 
SQUARE CLUB ANNUAL PARTY 

The annual party of the Stationers Square Club of 
Greater New York is to be held in the Hotel Lismore, 
253 West 73rd street, New York, N. Y., on the evening 
of April 6. Tickets for the event are $1.50 each. 

In commenting upon the party, Lawrence R. Schmidt, 
president of the club, says, “We expect 900 to 1,000 
people to attend. We will have a show lasting from 
an hour to an hour and a half, and dancing until the 
wee hours of the morning.” 

Leo Wertheimer of Joseph Redegeld & Company, 
190 Park Row, New York, N. Y., is chairman of the ticket 
committee. The advertising committee is under the 
co-chairmanship of Lou Tavernier and Abe Goldberg, 
and the entertainment committee is headed by Lou 
Wachtel. 

0 
PENN-MAR-VA TRAVELERS TO MEET 

The annual meeting of the Penn-Mar-Va Travelers 
Club will be held in Washington, D. C., on Sunday, 
March 10, at 7:30 P. M. The precise place of meeting 
will be announced later. The notice of this meeting 
carried also announcement of the coming meeting of 
the third regional district of the National Stationers 
Association, scheduled for March ‘111 and 12. 

stilt 
FIRST DISTRICT REGIONAL MEETING 

It is proposed to hold a regional meeting of District 
No. One of the National Stationers Association during 
May or June. 

This district embodies the New England states. 

The committee is now making arrangements for the 
New England convention. Office Appliances expects 
more definite information in the near future. 

iti 
MEETING HOTELS CHOSEN BY DISTRICTS EIGHT 
AND NINE 

The annual meeting of Regional District No. 8 is to 
be held in the Muehlebach Hotel, Kansas City, April 
4 and 5. The Ninth District meeting scheduled for 
March 28 and 29 is to be held in the Hotel Plaza, San 


Antonio, Texas. 
> 


SILVER WEDDING ANNIVERSARY 
Regional Governor Al Rebhan and Mrs. Rebhan of 
Boston, celebrated their twenty-fifth wedding anniver- 
sary on January 27. Congratulations. 
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M: ister... how long have you 
put up with that clattering old 


typewriter of yours? 
3..5..7 vears! ... then Usten: 


Ever wished for a little quiet in your office, 
when you wanted to telephone. . . or think? 
Ever figure that noise costs money... and 
tires your typists as much as it does you? 
Wouldn’t it pay you to trade in that old type- 
writer... and get an up-to-date machine, 


faster, more efficient . . . awd SILENT? 


A “SILENT REVOLUTION” 
IN TYPEWRITING [ypists say it’s a joy to operate this new 


Silent L C Smith. But you have to see it... 


and fear it... to appreciate the difference. 


Why not phone our nearest branch or dealer 


to bring one in and demonstrate it... FREE. 





Or use this coupon. - enon 
LC SMITH & CORONA TYPEWRITERS INC 
THE ° - Almond Street, Syracuse, N. Y. 
Tell your nearest man to phone me for demonstration appointment and quote 


me trade-in on my ee 


LCSMIIH a insula ale 


Address. cinta iat pti a 
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Quick as 
a Wink! 


This Simple 
Key Adjusts 
The New Harter Posture Chair 


The key with the 1935 Harter Chair is the key that opens 
the doors to greater efficiency in office and factory work. Only 
Harter offers this simple, positive new locking mechanism. Only 
Harter offers a chair that can be instantly adjusted for any in- 
dividual, without the use of screw drivers or wrenches . . . with- 


out awkward nuts, bolts, or hand wheels. 


This fundamental improvement insures every worker's chair 
being perfectly adjusted at all times for maximum comfort and 


efficiency . . . a great help in eliminating ‘‘afternoon fatigue.”’ FREE! 
_ ; This Valuable 
Harter Posture Chairs have paid handsome dividends in hundreds New Harter Catalog 
of offices and factories. Now... the 1935 Harter Chair ex- Write for It Today | 
resses the principles of corre tur ill more per ly. This interesting 1935 Harter Seating 
P P P ct ~— e still - a fect y Equipment Catalog has just come 
’ . ta off the press. Contains valuable 
To responsible dealers, the Harter Line offers possibilities for vol- data on correct seating posture as 
' Ss 3 affecting the efficiency of office and 
ume business, under the protection of an exclusive sales fran- factory workers. Find out what the 
. , . Harter Chair offers YOU! Write for 
chise. Write for new catalog and full details. your copy of this catalog today! 





Thee HARTER CORPORATION Sturgis, Michigan 


Manufacturers of the World's Finest Steel Seating Equipment 
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SOME ACTIVITIES OF SOUTHERN TRAVELERS 

Frank Ryan of the Sanford Manufacturing Company, 
Chicago, and Mrs. Ryan, paid a week-end visit to New 
Orleans recently. They discovered kindred spirits and 
played golf. They are expert players, and find much 
enjoyment in the “royal game.” 

George Smith of the Manifold Supplies Company, 
accompanied by Mrs. Smith, visited New Orleans re- 
cently, remaining about a week. They then headed for 
the Lone Star State, where they expect to sell ribbons 
and carbons in better than usual amounts. 

> > 7 

Mr. and Mrs. Courtney Wall paid a visit to New Or- 
leans on February 25, and expect to remain for the 
carnival on March 5. Mr. Wall is a widely known 
southern traveler for the Boorum & Pease Company. 

ca * * 

R. B. (Bob) Randall and his assistants on the Carter 
staff put on a capital show of Carter products in New 
Orleans recently. It remained in evidence about a 
week and met with a fine reception. 

* * * 

George Mandeville of the Wilson-Jones Company, 
and Mrs. Mandeville, were in this city recently, the 
latter to visit her mother. Mr. Mandeville is a native 
of New Orleans. 

* * * 

The energetic James (Jim) Cooper, representing The 
Bankers’ Box Company, drove into New Orleans a short 
time ago and before he drove out he had managed to 
see almost everybody in the stationery field of the 
Crescent City.—EGH. 

iii 
WASHINGTON STATE LEGISLATURE PROPOSES 
SALES TAX MEASURE 

Reaching for every available tax dollar, the state 
legislature of Washington is giving earnest attention 
to a state sales tax that would affect all retail selling. 
A bill has been introduced, modeled after the Ohio 
plan, providing for a variable tax from one cent on 
small transactions to three per cent on sales over a 
dollar. The measure would be administered by the 
state tax commission and all the retailers would be 
forced to buy their tax receipts from the commission 
in advance, giving such receipts to customers at the 
time of purchase. Sales under eight cents will not be 


taxed. Sales from nine to forty cents will draw a tax 
of one cent. Two cents will be paid on sales from 
forty to seventy cents and over the latter amount, 


three per cent.—CML 
_ 
NEW YORK STATIONER TAKES LARGER SPACE 
The Commercial Office Equipment Company under 
the co-proprietorship of Harry Goodman and Dave 
Gordan, has moved trom 309 Canal street, New York, 
N. Y., to larger quarters at 547 Broadway, New York. 
The move was made necessary by a steadily expanding 
business 
oll 
BONNEY RECEIVES PROMOTION 
J. O. Bonney, who formerly traveled out of Boston 
for Adams, Cushing & Foster, and for several years 
last past has been store manager of the E. L. Freeman 
Company’s Providence store, has been elected secretary 
and director of that company. 
aa 
ON THE SICK LIST 
Ed. Knapp of Ward’s, Boston, who was laid up for 
three weeks in the Baptist hospital, has recovered and 
will soon be back on the job. 


09 





PANAMA CARBONS and RIBBONS 
Perfected and Guaranteed by 
MANIFOLD SupPLigs COMPANY 
188-190 Third Avenue Brooklyn, N. Y. 
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BACK THE LEADERS 


...and you'll be 
in the money! 


, = don’t have to 


know much about selling to know that leaders 
are most profitable. 

That’s why, when we say that Peerless Rubber Type- 
writer Keys lead the field, we expect you to reason that 
they must be profitable. They are! Or 4 out of 5 big 
city dealers wouldn’t feature them. 


Turnover—customer preference—quality—The exclu- 
sive SECURITY feature (a hard rubber collar fused to 
the soft.key top to prevent loosening or turning in the 
base)—~a complete line of keys for all machines—adver- 
tising—a real dealer policy. . . . Peerless Keys give 
you everything. But most important of all Peerless 
2 gives you sales and profits! 

If you don’t happen to be featuring Peerless Keys now 
send the coupon and get started. 


Just an example of Peer- 
less Cooperation — You 
can get these Twirler 
Rings with your name 
moulded in the rubber to 
help advertise your busi- 
ness. Ask about them! 





PEERLESS KEY CO., Inc. 
Manufacturers of the only complete line 
of rubber keys sold through dealers 


176 Fulton Street New York, N. Y. 
EERLESS 
RUBBER 

TYPEWRITER kK b y S 


Peerless Key Co., Inc., 176 Fulton St., 

New York City 
Please send full details of the Peerless line, a sample Peerless 
SECURITY Key and your proposition on Twirler Rings 
with moulded dealer’s name. 


Pe. li dens eases lie eb 6 Phe ts enetns bates ease en es 
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NOTES FROM THE MIDDLE WEST AND 
NORTHWEST 
By Fred. C. Schaefer, Correspondent, 
Northwest Travelers Club. 

The Harris & Woodmansee Company, of Bismarck, 
North Dakota, have changed their name to the Wood- 
mansee Stationery Company. Harry Woodmansee is 
the owner and buyer. 


Vic Irgens of the Miller-Davis Company, Minne- 
apolis, won the autographed football given by Stanley 
Griebel, of the Yawman & Erbe Manufacturing Com- 
pany, with fifty-two “touchdowns.” Stanley Bina, of 
the Pierce Company, Fargo, North Dakota, won the 
most valuable player award for making twenty-nine 
individual sales of direct name systems. 


« * x 
Zaiser’s, of Des Moines, Iowa, have added twenty 
new steel open display tables to their store equipment. 
Open display is featured throughout this attractive 
establishment. 


« * * 

Henry J. Huette of the Autopoint Company, Chicago, 
has returned to Minneapolis and is making his home 
at 3644 Nicollet Avenue, after having lived in Chicago 
for some time. 


Mr. and Mrs. Cliff Cody of Dubuque, Iowa, are mak- 
ing a trip South, and will visit New Orleans, where 
they will attend the Mardi Gras. 


* « a 

Koch Bros., of Des Moines, Iowa, did a complete re- 
modeling job in their store the early part of January. 
Aisles have been widened and open display occupies a 
prominent part of the new arrangement. 

—_—-—~ > 

POSTAL SCALE COMPANY OFFICIAL HONORED 

Stan L. Hanssen, secretary and treasurer of the 
Hanson Scale Company, Chicago, was elected vice- 
president of the West Side Commercial League of Chi- 
cago on January 31. 

The West Side Commercial League is said to be the 
oldest business organization in the city. It comprises 
firms on the near Northwest side. Over one hundred 
of the leading manufacturers of the district belong to 


the organization. 
> 


D. S. BELL RECUPERATING AT HOME 


Early last December D. S. Bell, president of the 
Graver-Dearborn Corporation, 118 S. Clinton street, 
Chicago, Il., went to the hospital for an eye operation. 
Complications developed which resulted in his remain- 
ing in the hospital for nine weeks. He is now at home 
convalescing but it is anticipated that he will not be 
able to be on the job regularly for three or four weeks. 

> 
R. G. BOHAKER TAKES OAKVILLE LINE FOR 
NEW ENGLAND 

R. G. Bohaker of 18 Clayton street, Lynn, Mass., has 
been appointed New England representative for the 
Oakville Company, Division Scoville Manufacturing 
Company, makers of the “Yellow Box Line” of pins, 
clips, fasteners and thumb tacks. 

—~>-- 
SMITH-CORONA MOVES NEWARK BRANCH 

The branch of the L. C. Smith & Corona Typewrit- 
ers Inc., at Newark, N. J., has been moved to 1004 
Broad street. The previous location was at 92-94 Wash- 
ington street. L. S. Allen is manager of the Newark 
branch. The new location occupies about 3,000 square 


feet of space. 








71 


The Salesman 


who earries this book— 


GETS THE WHOLE ORDER 





~ 
ey 
~ 
2 
< 
>" 
® 
COMPAN = YOUNGSTOWN, OHIO 


THE GENERAL FIREPROOFING 
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.ltsa — LIBERTY Boxes 
ARE All-Year-Round Sellers 


Many LIBERTY dealers, on many box sizes and to many types of offices, actually do find 
LIBERTY Box sales as good in March and April as in December and January. The 
year-end transfer time applies only to certain firms and certain types of records. 





fier this point over. Banks have The startling thing noticeable when ae JS 3 
no set transfer period—they transfer examine our sales records to LIBERT 

month by month. So do stores, city, dealers is that many of these dealers do Permanent 
county, state offices, investment houses, | very splendid business every month in the 4. BIN DERS 
public utilities. dairies, and others year. Why is it that other dealers do good . — They Self-Lo k 
Checks, charge slips, sales slips, tabulating business only at the year-end transfer 

cards, deposit slips,—these only suggest time? Plainly it is a misconception of the coe 

the many forms to be stored month by nature of the storage filing business. Some 

month and needing L'BERTY Boxes of it truly is done only at the mid-year or 

Then there are always those offices that year-end transfer periods. A vast amount 

have not yet begun to use LIBERTY of storage filing. however, is done con- 

Boxes. Many users need more LIBERTY tinuously. There is no transfer period 

Boxes to clean up storage vaults, rooms or — once or twice a year. Why not go after 

basements Overloaded reference files this storage filing business that is done 

often need to be cleaned out for efficiency month by month? 





For om ped loose-leaf records in book form 


+ ss @-——_ No — veeded | ame hy mutomatic ally 


bs Ty mvenient fur ittractive 











; Y . ‘ | h oan 
\re you oa our sales helps folders to distribute to he if be bx aw 1 fabs ike id fon ~~ 4 ang: “ dh: d 

users, helps for salesmen, our DEMIONSTRATION Binding posts in seven leng the. 1” to 6 
y ‘ , ¢ ats ‘ . ‘ ) and = si fely 50! A quality produ t 
GLLAPStBLE} BOOk. newspaper and catalog ads. window cards Sple aid —— y oniktiien tenieekion will 
\ Are you familiar with our cooperative selling plan? be awarded on our usual Tibe ~ terms and 
Gp po” If your LIBERTY sales are not satisfactory, write oe sales cooperation nquiries in 

~ AGE Be We can he ‘Ip you increase both sales and profits =_ 





BANKERS BOX COMPANY. INC. 


936-538 South Clark Street, Chicago, III. 


Established 1918 
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CORRY-JAMESTOWN BOOSTS NEW AGENCY 

A full page in the Bismarck Tribune of Saturday, 
January 26, carried the announcement of the Corry- 
Jamestown Manufacturing Corporation of Corry, 
Penna., that the Bismarck Tribune Company had been 
appointed exclusive distributor for the state of North 
Dakota. The Corry-Jamestown’s Steel Age line em- 
bodies a remarkably complete layout of high-grade 
steel furniture for every purpose. 

A news item concerning the appointment above men- 
tioned appeared in Office Appliances for February on 
page 45 along with the announcement of a dozen other 
Corry-Jamestown appointments. 


> 





R. G. Thompson 
Newest member of the engineering staff 
of the Underwood Elliott Fisher Com- 
pany at Hartford. He graduated from 
the University of Missouri as a bachelor 
of science. From Princeton University 
he took the E. E. degree. He spent 
seven years with the Westinghouse or- 
ganization. From 1922 to the present 
Mr. Thompson has devoted himself to 
typewriter design, development and 
manufacture, with special reference to 
the application of electricity to office 
machines. He has written many articles 
on the electric typewriter and other sub- 
jects. Years ago M.S. Eylar sold a type- 
writer to Mr. Thompson’s father. This 
awakened the young lad’s interest in 

writing machines. 

> 
TACOMA MAN MADE PRESIDENT OF WHOLESALE 

DISTRIBUTORS 

Frank A. Wilhelmi of the Standard Paper Company, 
Tacoma, Wash., was elected president of the Tacoma 
Wholesale Distributors Association at its recent an- 
nual meeting in the Hotel Winthrop. 

At the forthcoming Daffodil festival, this spring, a 
major event of the Puget Sound district, the whole- 
sale trade is expected to enter three exquisitely dec- 
orated floats.—CML 

ie 
NEW FILING SYSTEM ATTRACTS PATRONS 

The Foster & Parkes Company, 215 Third avenue, 
North, Nashville, Tenn., is featuring some improved 
filing systems in their office supply department. They 
call them the Ten Second filing systems and state that 
they are conducive to efficiency as well as economy. 
Many people have visited the department to examine 
the new systems, a number of which have been sold. 


CG 





COLUMBUS is America’s 
Kiggest 5c Pencil Value 


ERE is something, Mr. Stationer, that you 

should look into at once. You know, of course, 
that A. W. Faber has an unsurpassed reputation for 
Quality. Yet when you compare COLUMBUS 
with other 5c pencils you find COLUMBUS leading 
by a wider margin than you thought possible. 


No other 5e pencil has nearly as many features—the 
superior quality graphite lead especially milled by 
\. W. Faber, the finest cedar wood, the handsome 
hexagon shape strikingly polished in yellow with a 
red rubber eraser tip that really erases. 


BUT HERE IS CLINCHING 
PROOF-America discovered COL- 
UMBUS without benefit of bally- 
hoo, national magazine advertising 
or coast-to-coast radio hookups. 
Stationers displayed COLUMBUS. 
Customers tried them on the 
strength of A. W. Faber’s reputa- 
tion—and repeat orders keep 
rolling in. A. W. Faber Dealers 
are cashing in the Profits. 
Wouldn't you like to, too? 


LUMBU 


The Ideal Commercial Pencil 


ORDER NOW FROM A. W. FABER, Ine., NEWARK, N. J. 

















BETTER Goods 
Are 
Always 
in 
Demand 







[ TSERS of office utilities are ever awaiting products that 
/ provide increased convenience, service and value 
Naturally. But the task of supplying them with leather 
Carrying cases requires something more than just men, 
machines and materials. Considerably more. There 
must be not only a profound knowledge of the various 
needs, gained from long experience, but an instinct for 
creating original designs that are better for users and 
more profitable for dealers. 


And that is Stebco’s most outstanding achievement. 
Stebco designers originated the modern portfolio. And 
Stebco designers consistently see to it that every prac- 
tical requirement is met with the most efficient, specially 
designed model 

Observe the two original creations pictured here. Note 
their adaptability to the uses to which they are put. 
Both models are good, profitable sellers. And there are 
many such numbers in the Stebco line 


For verification, we suggest that you consult any Stebco 
dealer. If you are not now handling Stebcos, it would be 
well worth your while to investigate—we'll gladly furnish 
names of Stebco dealers in your vicinity 


Send for the STEBCO catalog 


Stein Bros. Mfg. Co.. Ine. 


564 W. Adams St., Chicago, Ill. 


New York Office and Display Rooms 
' Empire State Building, Mr. E. R. Manning in charge 


No. 3830 


Series 
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COMPARATIVE STATEMENT ON OFFICE 
MACHINE EXPORTS 


The United States Department of Commerce has re- 
leased statistics covering our exports of office machines 
for the years 1932, 1933 and 1934. These figures show 
progressive increases, and reveal a substantial restora- 
tion of United States exports to the field abroad. 


Listing-Adding-Bookkeeping Machines—(1932) 566 units @ $562,116; 
(1933) 512 units @ $524,619; (1934) 986 units @ $984,398. 

Typewriter-Bookkeeping-Billing Machines—(1932) 2,122 units @ 
$1,138,754; (1933) 2,185 units @ $1,073,461; (1934) 2,557 units @ 
$1,493,155. 

Listing-Adding Machines—(1932) 11,386 units @ $884,102; (1933) 
13,538 units @ $1,054,959; (1934) 19,025 units @ $1,651,669. 

Calculating Machines—(1932) 2,950 units @ $485,066; (1933) 3,648 
units @ $577,685; (1934) 6,688 units @ $1,205,710. 

Card Punching, Sorting and Tabulating Machines—(1932) 935 units 
@ $844,410; (1933) 1,223 units @ $1,067,519; (1934) 1,541 units @ 
$1,723,492. 

Other Devices, Including Used and Rebuilt Machines—(1932) 4,356 
units @ $234,465; (1933) 5,419 units @ $474,125; (1934) 5,747 units 
a) $494,659. 

Parts for Accounting and Tabulating Machines—(1932) [weight not 
shown] $539,535; (1933) [weight not shown] $738,386; (1934) [weight 
not shown] $989,397. 

Duplicating Machines, Parts and Supplies—(1932) $442,427; 
$400,981; (1934) $510,128. 

Cash Registers—(1932) 8,292 units @ $1,450,028; (1933) 8,435 units 
@ $1,503,499; (1934) 10,749 units @ $2,059,492. 

Cash Register Parts [weight not shown]—(1932) $262,796; (1933) 
$349,303; (1934) $449,835. 

Typewriters, Standard New—(1932) 46,918 units @ $3,214,338; (1933) 
54,478 units @ $3,492,197; (1934) 91,344 units @ $5,947,766. 

Typewriters, Portable, New—(1932) 72,720 units @ $2,601,257; 
(1933) 56,792 units @ $1,767,363; (1934) 93,437 units @ $2,825,531. 

Typewriters, Used and Rebuilt — (1932) 20,264 units @ $485,498; 
(1933) 55,120 units @ $1,220,111; (1934) 51,320 units @ $1,329,546. 

Typewriter Parts [weight not shown]—(1932) $916,572; (1933) $673,- 
015; (1934) $848,110. 

Other Office Appliances—(1932) $803,566; (1933) $851,199; (1934 
$1,167,883. 


The grand total for all classifications covering 1932, 


1933 and 1934 is $54,319,387. 
Exports for 1934 increased fifty per cent in value 


over exports for 1933. 


(1933) 





Two Recent Neva-Clog Dealers Helps. wAt the left is the 
Neva-Clog catalogue and at the right a combination catalogue 
and sales manual. The combination book contains all of the 
material included in the catalogue alone and in addition a 
fund of special sales material. The combination book was 
referred to in detail on page 106 of the February issue of 
Office Appliances. Copies of either or both books are avail- 
able to dealers on request. 


~~ 


MALONE NOW OFFICE MANAGER FOR DENVER 
I. B. M. 

D. F. Malone was recently appointed office manager 
at the Denver office of the International Business 
Machines Corporation. He is a young man with col- 
lege training and several years’ experience as office 
manager in other business fields —BS 


> 


BEVANS MOVES TO OKLAHOMA CITY 
Dave Bevans, who represents the Wilson-Jones Com- 
pany of Chicago and New York, recently made Okla- 
homa City his headquarters. He and his family will 
reside there in the future. 
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NEW AND 
RTUNITIES 


The Security Steel program spells—PROF- 
ITS—profits to Security dealers because 
of the progressive expansion of the Com- 
pany and the line. 

The Security Contract Division places at 
the dealer’s commanda corps of engineers 
who will plan, lay out, and estimate spe- 
cial business equipment of any type. 
Write for our sales plan that brings these 
profits to your store. 
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New Improve 


BOAR 


Az Efficient Partner 
of the Calculating 
Machine—Speeds Cross 
Adding—Assures Greater 


Accuracy, Lower Cost. 
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When accumulating figures from a series of report sheets, the Sum- 
mary Board speeds the work, cuts cost and assures greater accuracy. 
Punched reports are assembled in shingled or overlapped formation on 
the sheet holder bar having alternate arches and studs. The holder bar is 
removable and reversible. The figures for line totals may be added quickly 
and accurately by reading along the edge of the movable line finder. The line 
finder moves freely over the surface of the board, and is controlled by slight 
movement of bakelite knob. 

The Summary Board will pay regular dividends in increased efficiency 
in the preparation of reports such as analyses by commodities, territories, 
salesmen, divisions or branches; summaries or breakdowns of sales, ex- 
penses, production, distribution, inventories, etc. The Summary Board is 
light in weight. Folding steel frame easel is adjusted to any angle. Rubber 
feet prevent skidding and scratching. Finished in olive green enamel. 

















++ ++ 


Board Size Board Size 
7 Width and ang Ses 7 Width and “ee 
s Height ’ Height | 
/ 





SB 100 20 x 16” | $17.75 SB 104 30 x 16” | $23.50 
SB 101 20 x 20” 20.25 SB 105 30 x 20” 26.50 
SB 102 | 24x 16’ 20.25 SB 106 36 x 16” 27.00 
SB 103 | 24x 20” 22.75 SB 107 36 x 20” 31.00 


WILSON-JONES COMPANY 


ELIZABETH, N. Jd. CHICAGO NEW YORK,N.Y. 
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NEW VACUUM-FIL MOTION DISPLAY NOW READY 
FOR DEALERS 

A new improved edition of the Vacuum-Fil pen win- 
dow and counter display that proved so successful last 
year has been announced by the Vacuum-Fil Pen Com- 
pany of Fort Madison, Ia. The improvements em- 
bodied in the 1935 display include redesigning from 
the standpoints both of appearance and construction. 
Those who have seen this display consider it more 
beautiful than ever as well as more practical. 

The steel bottle which holds the fluid used in dem- 
onstrating the one-stroke filling, emptying and clean- 


VACUUM-FIL 


pm 





oft , 
WONDERFUL VALUES 


$4.95 $2.95 $1.95 


VACUUM-FIL PEN CO. FORT MADISON, IOWA 


The Most Recent Vacuum-Fil Motion Window 
Display Piece 


ing action of the Vacuum-Fil pens makes it possible 
for the display to operate for days without evaporation 
of the fluid, and in fact, without attention of any sort. 
The display is 15 by 22 inches and uses light, color and 
motion to attract attention to the unusual features of 
the Vacuum-Fil pen. Oftentimes customers attracted 
into the store by the display will find occasion to pur- 
chase other items as well as pens. 

Another feature connected with merchandising these 
pens is the new ebony display case intended to show 
to the greatest advantage two dozen Vacuum-Fil pens 
at a time. 

Another case somewhat similar in appearance and 
construction has also been created for a like number 
of pens. 

~~ 
CINCINNATI BRANCH OF AMERICAN WRITING 
MACHINE COMPANY ON FOURTH 
STREET AGAIN 

The American Writing Machine Company’s branch 
office in Cincinnati has moved from 416 Main street to 
150 East Fourth street. This move takes the branch 
back to Fourth street, one door east of the location 
occupied prior to 1929. The record indicates that 
twenty-two years of the twenty-eight that the com- 
pany has had a branch in Cincinnati have been spent 
on Fourth street. 

The store is in charge of M. L. Rudin, who has been 
connected with the company for twenty-six years. 








STURGIS 


ANNOUNCES A 


NEW TWO POST BACK 
(DOUBLE SUSPENSION) 






AVAILABLE 
ON ALL MODELS 
WHEN SPECIFIED 






No. 500-DS 
STURGIS POSTURE CHAIR 





In the event you have customers 
who prefer two post backs to a sin- 
gle post back, STURGIS Chairs are 
now available in both types. 


The easy, quick adjustment fea- 
ture characteristic of Sturgis Chairs 
is maintained. 


Furthermore, if permanent ad- 
justments are desired, a provision 
is made standard on all models, 
for this purpose. 


NOTE 
There is no metal posture chair 
on the market today having so 
many desirable features—features 


to meet the demands of your most 
exacting customers. 


Sell the Sturgis Line and Prosper 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICH. 














A Real New Deal 
A NOISELESS FOR ? 


Here is actually the best news that 
Typewriter Dealers have had in a long, 
long time. 





You all recognize the tremendous and 
evergrowing popularity of the Noise- 
less typewriter. 

Premier Factory Rebuilt Remington 
Noiseless are now offered to you. 


And what beauties they are! 


All high numbers (special series XR 
above 200,000). All refinished in the 
new crackle and smooth combination! 
And all rebuilt from stem to stern in 
the original Noiseless factory by the 


very men who made them. 





AND THE PRICE ? ? 
AND YOUR PROFITS ? ?? 


Well, if you aren’t tickled pink with 
the attractive sales price, with the 
sweet profit for you, with the quick 
sales, with delighted customers—why 
we'll just have to confess that our 
fifty-five years in the typewriter busi- 
ness haven't taught us a thing. 

So send the coupon today for your 


price and your profit. Start riding the 
mounting wave of Noiseless popularity. 


AMERICAN WRITING MACHINE CO. 


374 Broadway New York 


AMERICAN WRITING MACHINE CO. 

374 Broadway, 

New York, N.Y. 

Gentlemen: Please send me immediately the selling price and my profit 
range on the Premier Factory Rebuilt Remington Noiseless. 


Name... TTTTTT Te peconscssossecesesne 


Street weir: , gee 
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DENVER STATIONERY HOUSE GOES ON AIR 

The W. H. Kistler Stationery Company, Denver, made 
their bow to the many listeners to KOA, National 
Broadcasting Company’s Denver station, on February 1. 

The company’s radio schedule enables them to broad- 
cast a plug ranging from sixty to three hundred words 
in length at any time of the day or evening. 

Carefully selecting their spots, Kistler’s contracted 
for a brief announcement running twice in the eve- 
ning. These plugs inserted between popular radio 
feature serials are specifically directed toward execu- 
tives as they are comfortably seated in their easy 
chairs. They bring to consciousness the fact that 
Kistler’s, in addition to stationery, carries a complete 
stock of business necessities including files, furniture, 
duplicating machines, typewriters, etc. 

Daily in the forenoon another Kistler announcement 
is directed toward the diversity of social and business 
lines which the company handles. This announcement 
is particularly for the ears of women, hence its use in 
the middle of the forenoon. 

Again in the afternoon, just before dinner, a plug is 
inserted between two popular programs and the an- 
nouncement is directed to juvenile listeners who are 
told that Kistler’s is the place to get school supplies, 
etc., etc. 

The purpose of this series of broadcasts, which will 
run three months, is to educate the general public in 
the diversity of the Kistler stock. Officials of the 
company expect to continue the broadcasting for an 
indefinite period if they find the present experiment 
has increased their business volume.—BS 

an 
HORNE REPORTS BUSINESS GAINS 

A twenty per cent gain in business for December and 
good gains in January despite unfavorable weather 
were reported by the Horne Desk and Fixture Company, 
47 Pryor street, N. E., Atlanta, Ga. 

“We attribute this splendid gain throughout the past 
year to the general upward trend in business,” W. A. 
Horne, president of the firm, said. “Also to the fact 
that we were able to secure a large stock of real values 
that we could sell at low prices. The fact that a large 
number of new concerns in various lines of business 
opened in Atlanta in 1934 was also of benefit. The 
outlook for 1935 is just as good.” 

This company has been located in the same neigh- 
borhood for twenty-two years.—CG 

STATIONERS CORPORATION IN SAN DIEGO 
ENLARGES STAFF 

Recently the Stationers Corporation of San Diego, 
Calif., added three salesmen—Robert Haney, formerly 
connected with Norton Brothers of El Paso, Texas; 
Jack Lunburg and William Gore, to its sales staff. The 
men were put on in conformity with the Stationers 
Corporation expansion program, based on improved 
business conditions and anticipated greater activity 
in San Diego during the coming year due to the stag- 
ing of the California Pacific International Exposition. 

eign aia 
EVANS TRANSFERRED TO SOUTHEASTERN 
TERRITORY 

S. R. Evans, who has been traveling the central 
states for the B. L. Marble Chair Company for the past 
several years, has been transferred to the southeast 
and makes his headquarters at 421 Hampton Court, 
Athens, Ga. In a sense, Mr. Evans is “returning home” 


because he formerly traveled the southeast for many 
years as a representative of the General Fireproofing 


Company. 
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Check Your Stock 
Cigainst this List 


Bankers Note Cases 

Box Files 

Boards and Arches 

Clip Boards 

Columbia Binding Cases 

Compressor Covers and 
Indexes 

Check File Cases 

Card Index Cabinets 


Correspondence 
Distributors 


increasing. 
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STOCK UP ON PROFITABLE 
FAST MOVING MERCHANDISE 


The demand for office supplies and equipment is rapidly 


Don't lose sales because of not having the 


merchandise your customers are now ready to buy. 
Stock up on profitable; fast-moving stationers’ products. 





Waste Basket 
Attractive steel 
waste basket ... 
easy to keep clean 
. +. Sanitary. i 
oak, walnut, and 
mahogany grained 
finishes, with or 
without legs. 





Deposit Ticket Files 

Desk Stationery Cabinets 
Desk Tray Files 

Desk Trays, Steel & Wood 
Desk Drawer Trays 


Document File Cases 















Everyday Files aeeneiiieae 
File Boxes | 

Filing Shelves | prey 
Legal Blank Cases bane 
Manila Envelopes 
Nearleather Envelopes & 





Everyday File 
Nine styles — in- 
dexed alphabetic- 
ally, days of week, 
days of month, etc.; 
also metal tabs 
with removable in- 
serts. 

and legal sizes. 



















Folders 
Perforators 
Pigeon Hole Cases 
Stationers Shelf Boxes 
Steel Waste Baskets 
Steelguard Files 


Clip Boards 


Striped wood or 
tar board. Clip 
has powerful spring 
for holding papers. 
Note, letter, cap, 
and waybill size. 























Storage Cases 


Swinging Desk Shelf 


Transfer Cases, Steel & 
Wood 


Utility Index Tabs 


Filing Shelf 
Hooks over drawer 
ull and leaves 
th hands free to 
file. Rubber bum- 


pers prevent 


’ scratching of file 


front. 


Gititabibie tem @litte 
MAKERS OF OVER 4000 ITEMS NEEDED 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 


and Wood Equipment for Libraries, Schools and Public Buildings 




















Globe Wernicke 


IN OFFICES 
Special Steel 


Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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FORWARD MARCH: 


Tested by every standard of comparison Performance 





Construction Limitless dependability. 


Portable Heavy duty 
Electric Hand operated 


ALLEN-WALES 


ADDING MACHINES 


keep marching on throughout the years proving their high 


standard of excellence. 


A complete line that meets every demand of today’s business 


needs. Unsurpassed for mechanical accuracy. 


Think what this means to a dealer! 


The broad spread and continued 
expansion of the line protects 
your agency possibilities. The 
desirable features and improve- 
ments reduce the high cost of 
selling. 


Reliable dealers should know 
the value of an EXCLUSIVE 
Allen-Wales Dealer Franchise. 


‘ 








NEW 9 


ELECTRIC WELL RATED 


DEALERS WILL 
BE INTERESTED 





ADDING and SUBTRACTING MACHINES 








MACHINE CORPORATION 


President 


ALLEN-WALES ADDING 
W. J. PICKERING, 


GENERAL OFFICES: 515 MADISON AVENUE, NEW YORK, U.S. A. 
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NOTES FROM THE MID-WEST TRAVELERS 

The Mid-West Travelers Club extends a cordial in- 
vitation to dealers and manufacturers’ representatives 
to attend the meeting of the Eighth Regional District 
of the National Stationers Association to be held at 
the Muehlebach hotel, Kansas City, Mo., April 5 and 6. 
They urge that a large turn-out of stationers from the 
district should be present. 

R. V. Maneval of A. W. Faber, Inc., Newark, N. J., 
has paid his 1935 dues and become a member of the 
Mid-West Travelers Club. 

George Braden, son of W. R. (Bill) Braden of the 
Stationers Loose Leaf Company, has been associated 
with Burnap-Meyer, Inc., of Kansas City for the last 
five months, and is making a success of the work. 


A. F. Sengbusch of the Sengbusch Self-Closing Ink- 
stand Company, Milwaukee, visited the headquarters 
of the Mid-West Travelers in the Dwight building, 
Kansas City, Mo., the middle of last month. Mr. Seng- 
busch has practically recovered from his recent illness, 
which extended over a period of some months. 

eo 


MOORE PUSH-PIN CO. ISSUES HELPFUL BOOKLET 

The Moore Push-Pin Company, 113-125 Berkley 
street, Philadelphia, originators of Moore Push-Pins, 
and Push-less Hangers, to hang up pictures, mirrors 
and other decorations without injury to wall paper, 
plaster or woodwork, has just issued an attractive six- 
teen-page booklet of vest pocket size, entitled, “The 
Home Beautiful,” for free distribution in the thousands 
of stores which sell these products. 

The booklet is timely, for it is issued when thousands 
of home lovers everywhere are interested in beautify- 
ing their homes with pictures and other wall decora- 
tions. It has illustrations of living rooms, sleeping 
rooms, dining room, etc., showing how pictures can be 
displayed to make them attractive. It explains in 
simple language, the proper way to hang up framed 
pictures without showing the wires. It also shows how 
window curtains and doorway draperies can be artisti- 
cally arranged. 

The booklets are offered to dealers without cost and 
the Moore Push-Pin Company also imprints dealers’ 
names and addresses upon request. Wherever they 
have been distributed, dealers have reported that the 
booklets were the means of bringing in many custom- 
ers for various things needed for home decoration. 

BROWNE-MORSE ESTABLISHES NEW AGENCIES 

Recently Barker Brothers, Inc., Los Angeles, Calif., 
were appointed exclusive agents in Los Angeles and the 
surrounding territory by the Browne-Morse Company, 
Muskegon, Mich. Barker Brothers is one of the largest 
department stores on the Pacific Coast and maintains 
an aggressive and extensive office furniture depart- 
ment. 

Another recent Browne-Morse agency appointment is 
the Crescent Office Supply Company, Seattle, Wash. 
This agency includes Seattle and vicinity. 

The Fred F. Hunter Company of Galveston, Texas, 
was also given a Browne-Morse franchise. 

ee 
WARD JOINS REMINGTON-RAND 

Carl L. Ward has joined the typewriter division of 
the San Antonio branch of Remington-Rand, Inc., 
under Tom Petriny, popular manager of this division. 
—BCR 


It is economical to consolidate 
purchases. Dealers eager to in- 
crease sales and profits should 
take full advantage of the fol- 
lowing fast selling ‘‘leaders”’ 
in the “‘M. & V.”’ line. 





TOPPRINTED 


Carbon Cushion Sheet 


DRY 
STENCILS 


Blue or White 
as Preferred 








SUPERIOR DRY STENCIL 


New sales impelling 
features which prevent 
eye strain and insure 
absolute accuracy when 
cutting stencils 


Form and figures printed on stencil and not on backing sheet 
as customary. Line numbers run down on the left and up 
on the right side, showing how many lines are used and how 
many more can be written. A carbon cushion sheet is inserted 
in each stencil. The saving of operators’ time is obvious. 


SUPERIOR Stencil Duplicating Inks 


TRADE MARK 
of correct consistency and fast drying are prepared specially 
for all rotary duplicating machines. All other “M&V" du- 
plicator supplies such as Correction Fluid, Plastic Type Cleaner, 
Stylus, ete., are unsurpassed in quality and guaranteed for best 
results and greatest service. 


The “M & V’’ Line of “ROUND BOX’”’ 


TRADE MARK 


Typewriter Ribbons & Carbon Papers 


is most complete and the wide price range offers dealers the 
unusual opportunity of meeting not only the needs and require- 
ments of every business office, but the buying habits of each 
customer. The “M&V” reputation for Quality and Fair Deal- 
ing is unchallenged and dates back for half a century. It is a 
recognized fact that the integrity of the maker is always the best 
guarantee for the product and insures full value for every dollar. 


Write for catalog, prices 
and complete informa- 
tion. You will find it to 
your advantage to get 
better acquainted with 
the “M&V” organiza- 


tion. 





Principal Office and Factories 
PARK RIDGE, N. J. 


AGENCIES Throughout the 
World 














No. 260 W 


BANK OF ENGLAND 
POSTURE CHAIRS 


At Lower Prices 


Designed for perfect comfort. Con- 
structed and finished for a *“Life- 
Time Service.”” Send for our latest 


folder for details and prices. 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 





a MAKERS OF FINE CHAIRS 
eet \ FOR OVER HALF A CENTURY 











OFFICE APPLIANCES 


THE N. E. T. “CLUB NEWS” INFORMS US— 
that Walter Dolliver of the Providence Paper Com- 
pany is an expert agriculturist. The garden at his 
summer home is ample proof. 

that Elmer Pape of Adkins Printing Company is 
president of the Philately Society in New Britain. 

-that Frank Fargo of Bridgeport has made more trips 
to the West Indies than any stationer in New Eng- 
land. We are told that he’s been there eight times and 
is going again soon. 

that Walter Wilson of Preston & Rounds Company, 
Providence, is chief of the fire department in Scituate, 
2 

-that Ted Hargen of Yawman and Erbe can draw car- 
toons with any of the well known artists—and spot ’em 
at that. 

-that Jim Armington’s real hobby is coin collecting. 
If you have any old coins, see Jim; he’ll tell you what 
they are worth. 

-that Cort Worth is one of the best left-handed golf 
players in Massachusetts. 

—that Edgar Knapp’s son is first officer of the Amer- 
ican Export Line sailing from New York to the Med- 
iterranean. 
~— 
COAD RECEIVES IMPORTANT APPOINTMENT 

R. J. Coad of Coad’s Typewriter and Music Shop, 
Walla Walla, Washington, has been appointed distrib- 
utor for the typewriters and adding machines of L. C. 
Smith and Corona Typewriters, Inc., for Walla Walla 
and adjacent territory. 

Mr. Coad became a salesman for the L. C. Smith & 
Bros. Typewriter Company in 1895, covering an eastern 
territory. Because of his experience and length of 
service he is able to give a detailed history and descrip- 
tion of every make of writing machine to come on the 
market in this country since 1895. His knowledge of 
writing machines in the earlier stages of the art was 
obtained in Milwaukee, his former home, where he was 
personally acquainted with the inventors of the first 
practical writing machine of type-bar construction. 

In 1910 one of the typewriter companies sent Mr. 
Coad to take charge of their office at Spokane, Wash- 
ington, and in the same year he was transferred to 
Walla Walla to have charge of that territory. He re- 
lates that about nine-tenths of the operators were 
totally unacquainted with the touch system. 

a ), 
GIFT SHOW AT THE MERCHANDISE MART, 
CHICAGO 

From February 4 to 16 a Gift Show was conducted 
in the Merchandise Mart, Chicago. Among the ex- 
hibitors were the Aladdin Manufacturing Company, 
Muncie, Ind., manufacturers of home and office desk 
lamps, represented by P. L. Russell; Greist Manufac- 
turing Company, New Haven, Conn., manufacturers of 
home and office desk lamps, represented by Horace 
W. Smith; A. C. McClurg & Company, Chicago, IIl., 
wholesalers of stationery, books, greeting cards and 
rental libraries, represented by D. H. Sparks; Replogle 
Globes Inc., Chicago, Ill., makers of geographical globes, 
represented by Fred A. Long; McDonald Manufactur- 
ing Company, New York, N. Y., manufacturers of 
“Duk-It” ash receptacles and other smokers’ articles, 
represented by E. F. McDonald; The Weber-Costello 
Company, Chicago Heights, Ill., producers of world 
globes in an extensive variety of sizes, and White & 
Wyckoff Manufacturing Company, Holyoke, Mass., 
manufacturers of papeteries, represented by Peter 


Peterson. 








—— 
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Qur Sleeves Are 


We are working hard again and like it. Thanks 
to our more than 4000 dealers. Many is the 
time during the past few years we have had to 
remind ourselves of our dealer policy because of 
the temptations placed before us to take busi- 
ness direct. Some might consider that such 
action required “‘intestinal fortitude’. Not so. 
Our time-tested policy has demonstrated that if 
we stand by our dealers they will remember us 
when they have orders to place. We still main- 
tain one cannot successfully ride two horses at 
the same time—at least not for very long. 


MONROE ff cl VMICHIGAN 
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Redi-Raeks 


Provide an arrangement of letter trays for a desk, enabling one to separate 
correspondence or other important papers to meet the special requirements of 
the user. Use a two, three or four tray combination on desk in place of 
only one—taking up no more room and with no sacrifice of working space or 
orderliness. -apers can be sorted at desk for quick filing or for routing to 
various departments. The handling of the days accumulation of papers is 
made easy. Redi-Racks consist of a wood base, with felt-covered bottom, to 
which is securely attached a tilting metal frame which holds standard size 
trays. Redi-Racks are made in two lengths—letter or cap—and for two, 
three or four trays high. Compact in design, substantially built and of 
pleasing appearance, Redi-Racks are worthy of a place on any desk.  Fur- 
nished in light oak, mahogany or walnut finishes. Glad to supply you with 
illustrated, eight page, imprinted circulars for mail and package distribution; 
also counter or window display consisting of one large and two smaller cards. 


MONROE y Lim MICHIGAN 


























Desk Letter Trays 


The extraordinary long life service rendered by Weis Letter Trays is the 
result of unusual methods in construction and the use of best grade, thoroughly 
seasoned wood. Cheap letter trays first show their cheapness and wear in the 
bottom of the tray. Weis trays have bottoms that are three-ply, cross-grained 
wood—an assurance against warping and splitting. Setting the bottoms in 
Weis trays in grooves in the side and end pieces, and dove-tailing and glueing 
the corners is furthur assurance that these trays will stand hard usage 
without showing wear. Two and three tray combinations can be had by the 
use of brass finished metal posts—that are easily and quickly attached and 


are easily detachable when desirad. Green felt glued to the bottoms of 
all trays prevent marring polished surfaces while in use. Made in two 


depths each in both Letter and Cap sizes and furnished in light natural 
oak, mahogany, walnut and green finishes. Also made in genuine mahog- 
any and walnut. Free imprinted circulars and window or counter display 


cards yours for the asking. 


New York 


A. H. Denny, Ine. 


346 Broadway 


Chicago 
Associated Stationers 


Supply Co. 


Boston 


Adams, Cushing & Foster, 





Incorporated 
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Good Pf/ce’ Sellers 
i 
ition Sforiz ; 
f abinets i 
Here’s a handy, useful cabinet to , | 
place near typists desk. Keeps sta- . 
tionery clean and orderly. Holds : 
full and half size letter heads, long i | 
and short envelopes, and drawer 
for carbon paper and accessories. 
{ 

A six drawer cabinet that can be 

utilized for the storing of station- ‘ 

ery, legal blanks, etc. Case is cor- : 

ner-locked: drawer bottoms have 
finger hole in front to aid in raising 

papers. Rubber feet under cabinet 

prevent marring polished surfaces. 

Also made without the drawers. 
The ‘many hundreds of thousands : 
of Weis Account and Collection 
Files in daily use, bespeak their 
general usefulness. Any kind of 
a business that wants to keep a 
temporary account of charges will 
find this file efficient and economical. ‘ 

§ { 
' 

Stenographers prefer a Weis Swing- 

ing Desk Stand to the slide shelf of 

desk for holding note book while 

taking dictation. And desk users 

like them to hold card trays, com- 

mercial books or typewriter. The 

tops are non-warpable wood, 14"x18" 

in size and finished in most any hf 

color to match desk. ‘ 

. 





























EFFECTIVE PACKAGE INSERT WITH STAPLES 

Printers’ Ink Monthly reported on the plan used by 
The Wm. Schollhorn Company, New Haven, Conn., to 
popularize its staple remover through inserts packed 


with boxes of staples. 
When The William Schollhorn Company, New Haven, Conn., 
out to introduce its new staple remover, it discovered that it had tackled 


started 


one of its most interesting but toughest jobs. In the first place, a staple 
remover is only an accessory to the office stapling machine and staple 
fasteners, which have become so competitive that profits have been cut 
to the bone. 

The staple remover, on the other hand, is protected by patent, and 
there is a good margin of profit to be obtained from its sale 

A market investigation disclosed, however, that with few exceptions, 
office executives and purchasing agents could see no need for a stapie 
remover. These were the persons who, in the course of the buying routine 
of the average office, would have to be sold the new devices. The fact 
of the matter is that the office executives and purchasing agents are not 
in the habit of using a stapling machine, and consequently, could hardly 
be able to see the need of a staple remover 

Upon further investigation, the company found that filing clerks, mail 
clerks, stapling machine operators, stenographers and secretaries welcomed 
the idea and frequently, when they were shown one of the new devices, 
wanted to buy on the spot and pay out of their own pockets. The prob- 
lem was to get beyond the men who were blocking the sales and reach 
those who could make actual use of the staple remover 

We solved the problem,’’ says Walter Berbecker, sales manager of 
the company, “‘by means of a small illustrated blotter which fitted into 
the tops of the boxes containing standard staple fasteners. These blot- 
ters were offered gratis to the dealers as stuffers for their staple boxes 
Then, whenever an office worker opened a new box of staples, the min- 
iature blotter brought the staple opener to her attention and we began to 
get inquiries and orders 

‘“‘We started in January, 1933, with one order for one gross, and since 
that time sales have increased month by month like a rolling snowball 
Our sales for 1934 were practically double those of 1933. Within the 
next three years we expect to be selling staple removers at the rate of 
25,000 per year.”’ 

Mr. Berbecker adds, further, that while this idea, presenting a plan for 
sidestepping a selling handicap, is ‘‘not in the million dollar class, it 
may very well be of direct interest to some of the little fellows who have 
similar problems.”’ 


The Schollhorn plan is similar to that used by many 
manufacturers. One, in the packaged biscuit line, 
uses millions of inserts annually, to make one sale pro- 
duce another for an allied product. 


Ge 





F. M. Quirk 
Former assistant branch manager for 
Underwood Elliott Fisher at Albany. 
Recently promoted to the position of 
branch manager at the new Syracuse 
office. Binghamton, Elmira, Ithaca and 
Utiea will operate as sub-branches un- 
der the Syracuse branch. 
cmeistiiiiiiieliiai 
JACK HALLAM TAKES ERIE ART METAL LINE 
The first of the year, Jack Hallam, manufacturers’ 
representative covering the central west, took on the 
Erie Art Metal Company’s line. He reports a good vol- 
ume on Erie products, particularly the newer items. 
Mr. Hallam started out on an eight weeks trip to the 
eastern portion of his territory on January 14. By the 
time he returns home he will have covered eastern 
Ohio, New York state, Pennsylvania and West Virginia. 
He reports having found business very encouraging and 
expresses a belief that the industry as a whole has 
become more stabilized. 








OPPORTUNITY 


FOR FIELD MANAGERS 


The Victor Adding Machine Com- 
pany, in continuing its expansion 


offers lucrative oppor- 


program, 
tunities, in several key cities, for 
full 


time managing representa- 


tives. It wants only able men, 
specifically with adding machine 
or very closely allied experience, 
sales 


and with good personal 


records. The compensation ar- 
rangement is liberal and includes 
financing of such men until well 
established. Those men already 
appointed are doing well, and good 
men can find a lasting and profit- 
able connection. There are also 
opportunities in some large cities 
for salesmen. Your letter will be 
held as confidential, and, in writ- 
ing, please enclose photograph, if 
possible. Address the Sales De- 
partment, Victor Adding Machine 
3900 North Rockwell 


Company, 


Street, Chicago, Illinois. 
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TRANSFILE 


(TRADE MARK) 


is the only line of 
corrugated files 
which enables you 
to sell everybody 


Users’ requirements differ. Some 
want the utmost economy. Others 
insist on maximum strength and 
accessibility too. Others demand 
complete harmony in their filing 
and storage equipment in addition. 
Whatever the requirements, 
TRANSFILE is the only line that 
will meet every purse and purpose. 
Why not get a sample and try it 
for yourself? 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
Manufact 


NEW YORK, N. Y. 
urers of GUSSCO Filing Supplies 








The 
De LUXE TRANSFILE 
with the steel front finished to 
harmonize with other filing equip 
ment 





The 
SUPER-TEST TRANSFILE 
the economical file for semi 
active records 





The 
REGULAR TRANSFILE 
the economical file for inactive 
records 





OFFICE APPLIANCES 


Ruxton Products, Inc., Cincinnati, Ohio, has sent to 

Ruxton Products, Inc., Cincinnati, Ohio, has sent to 
the trade a reprint of an interesting article by George 
L. Welp, which was published in Modern Packaging for 
October, 1934. The article was entitled Red with Black 
Is Nice but “niceness,” said the author, “was the last 
consideration in styling the RuxeTone line which is a 
new line and includes carbon paper, typewriter ribbons, 
writing inks, stamping ink, adhesives, rubber cement 
and postor colors and artists’ oil colors. The line is 
marketed by Ruxton Products, Inc., a subsidiary of the 
International Printing Ink Corporation.” 

The packages used by the subsidiary of the big cor- 
poration reflect the high ideals of good design and 
color recommended to its printing ink customers. 

Mr. Welp believed that the field was open for im- 
provement in styling and convenience with particular 
reference to writing inks, mucilage and paste bottles. 
After some preliminary work, he set up twelve objec- 
tives for various items. For the consumers, the ink 
bottles needed various things included in the twelve 
items mentioned. The company name was left off the 
bottles so that repeat customers would have to go to 
the dealers instead of sending their orders to the 
manufacturer. 

The article by Mr. Welp is a study of the subject of 
packaging with particular reference to inks, adhesives 
and the like. The brochure is profusely illustrated and 
can be studied with advantage by retailers expecting 
to sell the line. 

—— 
CHEYENNE MAN JOINS HOECKEL FORCE AT 
DENVER 

Walter Peiker is a recent addition to the sales force 
of the C. F. Hoeckel Blank Book & Lithographing Com- 
pany at Denver. He was appointed by Frank Dunst, 
general manager of Hoeckel’s. 

Mr. Peiker was for a number of years manager of the 
Wyoming Printing & Stationery Company at Cheyenne 
—a position he held until the company’s dissolution. 

BS 

i ae 
DENVER HOUSE FITS UP BROADCASTING OFFICE 

The office equipment department of the W. H. Kistler 
Stationery Company of Denver, Colo., recently made 
an attractive installation of new furniture and other 
equipment in the studio of KOA, the National Broad- 
casting station in Denver, prior to the opening of the 
studio’s downtown offices and audition rooms. 

F. C. White is the efficient manager of the Kistler 
office equipment department.—BS 

a 
DANDO COMPANY OPENS NEW HEADQUARTERS 

The Dando Equipment Company, which recently lo- 
cated at 1103 Fourth avenue, Seattle, last month 
launched a vigorous sales promotional and advertising 
campaign among the business houses. Recently this 
company has been appointed the representative in 
Seattle for the Shaw-Walker lines, said to include more 
than 2700 items of business furniture, filing equipment 
and supplies——CML 

oe 
NINETEEN THIRTY-FIVE MARKWELL CATALOGUE 

The Markwell Manufacturing Company, Inc., of New 
York, now has available their 1935 Catalogue of their 
complete line of stapling machines and staples. In 
this catalogue are illustrations and descriptions of 
all Markwell fasteners, stitchers, tackers and staples. 

The company will be happy to supply copies to all 
authorized Markwell dealers who will write to the com- 
pany at 200 Hudson street, New York City. 
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and you 


have 9 
“LIVE” 
reasons 
why you 
should 
buy from 


Ames 


Owen a» -,» Wh = 


37 Murray Street 
New York, N. Y. 








Atlanta Cincinnati Dallas Houston 
Boston Cleveland Denver London, Eng 












Typewriter Platens and Office Machine Rolls 
of every description predetermined and 


proved. 


Largest stock of parts (all makes of type- 
writers) in the world. 


Most complete stock of typewriter tools, shop 
supplies and hundreds of other office neces- 
sities. 


True Mark Ribbons and Carbon Paper—a 
quality line with which Ames dealers are 
building additional profitable business. 


Japanning and nickel plating. Highest qual- 
ity. Lowest prices. 


Intelligent cooperation, unbiased, experi- 
enced and friendly. 


Unvarying quality for over thirty 


years. 


World wide service—to typewriter dealers 
only. 


Three branch offices and sixteen conveniently 
located agencies. 


Ames Supply Company 





564 |W. Randolph Street 583 Market Street 
Chicago, Illinois San Francisco, Calif. 
v/ plas A a \/ ic 
Lad S aaa 
Los Angeles Minneapolis Pittsburgh Toronto, Ont. 
Mexico, D. F. Philadelphia Seattle Washington, D. ¢. 
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ALWAYS A BALL ROLLS BEST © 


A New poe of Suspension 





The working life of any filing cabinet de- 
pends upon its suspension. ZL File 
has a new, patented progressive suspen- 
sion. Hardened steel free-floating balls, 
nol rollers, carry the loaded drawers as 
smooth as velvet and as light as a feather. 
No friction—no noise and a finger-nail 


touch .. . that’s the work-a-day record of 


Fefple tile 


The years and years of operating efli- 








ciency of S/H file suspension have been 
scientifically proved. A drawer carrying 
a 65 lb. load was opened and closed 
over 800,000 times without appreciable 
wear on suspension parts or cabinet. 
Such service, representing years of actual 
use, insures customer satisfaction. This 
is why S/écfile is sold with a guarantee 


of life time service. 


The illustration gives but a hint of the 
distinctive design, the sturdy construc- 
tion and the true craftsmanship of 
“Sle File. Shall we send details? 





METAL OFFICE FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 











‘STEELCASE 


— Business Hqguipritiern,., 
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LEVISON & BLYTHE TO DISTRIBUTE 
WORK BOOKS 
The Levison & Blythe Manufacturing Company of 
St. Louis, Mo., has been appointed exclusive selling 


agent for the Champion work books, published by the 


Champion Publishing Company of that city and will | 
distribute them through the retail stationery and | 


school supply trade. 
Champion work books contain new seat work lessons 
for elementary schools. 


of gelatin duplicator. Each page in every book is per- 
forated and when torn from the book becomes a mas- 
ter sheet from which a hundred or more copies may 
be made. 

In the preparation of these work books the pub- 
lisher has obtained the services of authors of out- 
standing ability and prominence in the field of edu- 
cation and artists of exceptional talent to do the illus- 
trating. 

Several of the work books line will be ready for dis- 














Workbook 
Lenons In 
WorpD STUDY 


For Begunners 







PRIMER) 
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Champion Workbook Now 
Being Distributed by Levison 


& Blythe 


tribution about March 15, embracing beginners’ 
studies, studies for grades one, two, three, number 
books, etc., etc. 

For additional information, sample sheets and lit- 
erature, the dealer is advised to address the Levison & 
Blythe Manufacturing Company, 209 Locust street, St. 
Louis. 

—_<—_ 
BURLEY MANAGES LEET SUPPLIES DEPARTMENT 

William L. Burley has been appointed manager of 
the Leet Typewriter & Equipment Company, 425 West 
Walnut street, Louisville, Ky., as manager of the com- 
pany’s ribbon and carbon department. The appoint- 
ment was made by President W. M. Leet early last 
month. Mr. Burley was formerly with Waters and 
Waters, distributors of Old Dutch typewriter ribbons, 
and is a factory trained specialist. 

The Leet Typewriter & Equipment Company reports 
1935 business as opening up much ahead of last year. 
Many contracts have been closed for servicing type- 
writers and adding machines used by Louisville indus- 
tries —CG 

siiesiiiiiiamiiains 
WHEELER COMPANY MOVES 

The J. N. Wheeler Company of 27 Park place, New 
York City, have taken larger quarters at the same 
address in room 507. This move was necessary to take 
care of increased business volume. 

The company creates accounting forms, bookkeep- 
ing machine forms and equipment. 





Each practice lesson is printed | 
in violet hektograph ink for reproduction on any type | 
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YOU LIKE TO 
* . YOUR 
Simplify CARBON PAPER 
SELLING? 
T’S only been out a few months—but already 
it’s the biggest success in the carbon paper 
field—-because it’s the answer to every dealer’s 
hope that someday carbon paper selling would 
be simplified. If you want to know how to 
prescribe accurately for your customers’ carbon 
requirements—if you want to be able to demon- 
strate your knowledge of carbon paper without 


absorbing an encyclopedia of details—if you 
want to se// more, you'll certainly want the 


iM PE BUA LE 


Carbon Paper Merchandiser 


As simple as A-B-C, as handy as you can 
imagine, as practical and usable as the hat on 
your head, the Imperial Merchandiser gives you 
all the information about carbon paper at a 
glance—in convenient, pocket portfolio size 
with samples to prove your points. 





Get the Imperial Merchandiser now and you'll 
take a long step forward in making your carbon 
paper department one of the most profitable in 
your store. Write us NOW! 


. 
IMPERIAL MANUFACTURING CO. 


The manufacturer with the dealer’s viewpoint 


General Offices 
176 Fulton Street New York City 


Factory 


Newark, N. J. 
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You can count the sav- 
ing effected by the use 
of CASE BROTHERS 
PRESSBOARD 





File guides don't get out of date. Subdivisions 
are easily changed if desired and the same guides 
continue in use through the years—IF real press- 
board is used. 


Guides in an active file are subjected to severe 
strains many times a day. And though the 
folders and contents are transferred every few 
months, the guides usually remain. Those that 
have the density, rigidity, sturdy texture and 
hard finish to stand up for fifteen or twenty 
years, are naturally much more economical than 
the guides that break down and soon have to be 
replaced. 


When you recommend 


CASE BROTHERS 
PRESSBOARD 


for file guides and folders, you combine highest 
quality with utmost economy and you can be 
sure the installation will always recommend you. 


Specify Case Brothers Pressboard 
ON EVERY ORDER 


CASE BROTHERS, Inc. 


CONNECTICUT 
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WESBANCO REARRANGES FILING DISPLAYS 

The Western Bank & Office Supply Company, Okla- 
homa City, Okla., have just rearranged their filing 
display and now have a complete department devoted 
to filing cabinets and supplies. In this new depart- 
ment the company has on exhibition each type of 
filing equipment that they stock. They carry samples 
of all grades and different types of inserts and differ- 
ent finishes. In this display there are about sixty 
filing cabinets, and they believe it to be one of the 
largest and most complete displays in the Southwest. 
Steel manufacturers have made favorable comments 
on this exhibition, which has also impressed prospec- 
tive customers. 

The company is strong for filing systems and has 
set up in the different cabinets the several systems 
which are best suited to the various types of business. 
In almost every case salesmen try to sell the cus- 
tomer the system and then a file to put it in. They 
find that after they have sold the system, it is much 
easier to sell the proper equipment to go with it. 

The steel code, the company believes, has done much 
to stabilize prices, and most of their customers are 
less price conscious than they have been in the last 
four or five years. 

The company reports having done excellently with 
the Globe-Wernicke new 400 line of wood files. 

The stationers of Oklahoma City are cooperating 
with each other and with the manufacturers and do- 
ing everything they can to stabilize prices. Most of 
the stationers report January sales as better than 
those of any previous corresponding month for the 
last four or five years. 

~~ 
NEW ORLEANS RIBBON AND CARBON HOUSE 
TAKES LARGER SPACE 

From Maurice Brunet, Jr., general manager of the 
New Orleans Ribbon and Carbon Supply, comes the 
announcement that his organization has moved into a 
larger office and store in the Godchaux building, New 
Orleans, La. The business formerly occupied a smaller 
room in the same building. 

The removal was made necessary by an increase in 
business which Mr. Brunet attributes to the coopera- 
tion offered by Ruxton Products, Inc., formerly Ault & 
Wiborg Company, whose lines the company handles, 
and the effort put forth and the guidance given by 
B. A. Brady, president of the New Orleans firm. 

— 

FREDERICK JOINS BENTSON ORGANIZATION 

H. P. Frederick, formerly with the Aurora Metal Cab- 
inet Company as Sales representative covering the Mid- 
dle West, has joined the sales organization of The 
Bentson Manufacturing Company of Aurora, Ill. He 
will cover the same territory he covered in his former 
connection. Mr. Frederick has many friends in this 
section who will be interested in his new appointment. 

> 

NASHVILLE HOUSE INSTALLS LITHOGRAPHING 

EQUIPMENT 

The Marshall & Bruce Company of Nashville, Tenn., 
recently installed a new lithographing process in their 
printing department. The printing and bookbinding 
part of the firm has been in operation since 1865.—CG 

— 
A FILM ON PAPER MAKING 

The Southworth Company of West Springfield, Mass., 
have recently completed at considerable expense a 
moving picture film depicting the making of high-class 
rag papers. This film shows in a clear, understandable 
manner all of the important steps in paper making. 
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“*There’s a 


93 


MILLSTONE 


Around Our Necks,” 


SHOUTED THE TREASURER, 


‘it’s called 
ANTIQUE ACCOUNTING” 





HE Treasurer threw a real bombshell 
‘Tae the executive meeting THAT day. 
You see, statements had not been going 
out on time. Collections had been slip- 
ping. The list of bad debts looked like a 
telephone directory. And so Antique Ac- 
counting went out and Underwood Elli- 
ott Fisher Accounting Machines came in! 


Underwood Elliott Fisher Accounting 
Machines are geared to modern account- 
ing needs. They boost collections by get- 
ting statements into the mail on the dot. 
They avoid costly errors by keeping 
books in perpetual balance. They provide 
executives with a daily picture of the 
business right up to the last clock-tick. 

Why not allow Underwood Elliott 





Fisher to show you how effectively An- 
tique Accounting has been replaced in 
other businesses similar to your own... 
how efficient machine accounting can 
do a far better and more complete 
accounting job for you at a decreased 
accounting cost. 

Underwood Elliott Fisher represents a 
country-wide organization of accounting 
machine specialists. There are three dis- 
tinct types of accounting machines with 
a wide variety of models in each. 














Accounting Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY l inderwood Bookkeeping Machine. One of three types 


Accounting Machines...Typewriters of accounting machines made by Underwood Elljiott 

Adding Machines : : r : °] ‘ 

Carbon Paper, Ribbons and other Supplies Fisher and backed, as are all L nderwood Elizott 

342 Medicoe Avenus. New Yok. N.Y. Fisher products, by a company-owned, nation-wide 
Sales and Service Everywhere Service organization, 
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A DUPLICATOR | 














5815 Third Street 


NIAGARA AF MODEL DUPLICATOR 


The amazing duplicator value of today! The per- 
fection of NIAGARA AF registration makes mani- 
fold form, color, and other precision work practical 
and easy with automatic feed! Equipped with 
automatically elevating feed tray, automatic 
feeder, self-aligning impression roller, self-stack- 
ing receiving tray, nine-inch printing range ad- 
juster, selective inking device, and many, many 
other features. Price $170.00. Sensational 


NIAGARA Slip-Sheeter $45.00. Easily convertible 
to NIAGARA ELECTRIC DRIVE. 


NIAGARA B MODEL DUPLICATOR 


With this closed drum model you completely over- 
shadow every other low-priced duplicator. A du- 
rable, sturdy, ‘‘fool-proof’’ duplicator, constructed 
for both letter and legal-size stencils. Precise Regis- 
tration is insured by its features, many of which are 
unique in this price field. Price $75.00. 


ALL PRICES F. O. B. FACTORY 
SAN FRANCISCO, CALIF., U.S. A. 


There is a NIAGARA at $75.00, $97.50, 
$117.50, $170.00, $215.00, and $320.00 

for every purse and purpose. Out- 
standing value is written in each 


NIAGARA duplicator and accessory. 


The Niagara Company is growing, 
Growing, GROWING! Growing 
on the strength of its modern and rev- 
olutionary duplicators; on its fair 
and liberal arrangements with its 
dealers; and on the enthusiastic sup- 
port of its users. 


Investigate the profit-possibilities of 
the NIAGARA line. They are making 
money for others; they can make 
money for you! Open territory is fast 
being allotted to responsible and 
acceptable dealers. 


NIAGARA C MODEL DUPLICATOR 


This sturdy hand-feed model carries all the fea- 
tures of the AF Model with the exception of the 
automatically elevating feed tray and the auto- 
matic feeding devices. A remarkably accurate 
machine, and outstanding in its price field. Price 


$117.50. 


NIAGARA 


NIAGARA DUPLICATOR CO. 


SAN FRANCISCO, CALIF., U.S. A. 





Cable Address ‘‘Niado"’ 
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SOME DO/MORE CHAIR CO. NEWS 

During the first week of February, David McGowan 
of Toronto, president of the Do/More Chair Company 
of Canada, was a visitor at the offices of the Do/More 
Chair Company in Elkhart, Indiana. 

The Do/More Seating Service, St. Paul, Minnesota, 
held open house on February 4 and 5 to inaugurate the 
formal opening of their new downtown store. H. B. 
Williams of Elkhart, general manager of the Do/More 
Chair Company, who was there to attend a meeting 
of the Twin City Do/More organization, participated in 
the festivities. 

7” * a 

On the evening of January 31, James W. Black, man- 
ager of the Chicago branch of the Do/More Chair 
Company, was guest speaker at the regular meeting of 
the Citizens Speakers Forum in that city. His subject 
was “correct posture seating,” and his remarks re- 
ceived the interested attention of his audience. 

* * * 

Dr. J. R. Garner, of Atlanta, Ga., medical director of 
the Do/More Chair Company, visited Chicago in Feb- 
ruary to attend a meeting of the Surgical Section of 
the American Association of Railroads. Later, the 
Doctor called at Elkhart. 

J. C. Stout, Do/More agent in Cleveland, and A. E. 
Heidenreich, Detroit agent, were visitors at the home 
office of the Do/More Chair Company in Elkhart early 
in February. 

ee eed 
DENVER ADDRESSOGRAPH-MULTIGRAPH OFFICES 
REMODELED 

G. R. Vickers, Denver sales agent for the Addresso- 
graph, and C. A. Armstrong, Multigraph sales agent, 
recently rearranged their joint offices. Under the new 
arrangement the sales floor with its demonstration 








Sengbusch 
div] 
Merchandiser 

»» SELLS 
»» DISPLAYS 
»» STOCKS 


machines is located apart from the service rooms. The | 


Addressograph service and repair department is cen- 
tered in a large room at the rear of the main floor, 
and the Multigraph service department occupies gener- 
ous space at one side. New arrangement of demonstra- 
tion units on the sales floor provides more space and 
adds to the effectiveness of the offices. Increased busi- 
ness has justified the addition of extra repair men to 
the Addressograph-Multigraph force—BS 
onmanagiaeaiineiin 
NORMAN PEARSON RECEIVES PROMOTION 

Norman L. Pearson, for some time assistant equip- 
ment sales manager for All-Steel-Equip Company, Inc., 
Aurora, Illinois, has been appointed sales manager of 
the industrial division. The foregoing announcement 
was made by F. R. McQuown, vice-president of the 
company. 

Mr. Pearson joined All-Steel-Equip in 1928, coming 
from the Continental and Commercial Trust & Savings 
Bank of Chicago. 

—_—_—_—_——_—_ 
NEW YORK EXPORT MANAGERS CLUB 
MARCH TOPIC 


The Export Managers Club of New York, Inc., will | 


discuss “Exporting in Terms of 1935,” at its annual 


gathering of export executives. The meeting will be 


held March 19 at the Hotel Pennsylvania. 
niles 
SEEFRIED ENJOYS FLORIDA TRIP 
H. R. Seefried, president of the Excelsior Stamp 
Works in the Euclid Arcade, Cleveland, has returned 
from a six weeks’ vacation in Florida which he reports 
proved very enjoyable-——AED 


ahit with the trade 


Since the announcement of this new ''sales 
maker" in January, we have been swamped 
with orders every day. Better still, retailers 
who are using the Merchandiser report sub- 
stantial increases in sales. 





One of a group of five new displays, with an impressive 
background piece, available to Sengbusch dealers. 


SENGBUSCH SELF-CLOSING INKSTAND CO. 


Milwaukee Wisconsin 











UFIL 


STEEL 
CHAIRS 





For general util- 
ity, school, cafe- 
teria and indus- 


trial uses 


Substantial cold 
rolled steel con- 
struction, elec- 


trically welded 





No. 9000 


Your opportunity for sales of these comfortable, sturdy 
chairs becomes more and more extensive as they increase 
in use. Nicely finished, handy and in wide variety of size. 


each personal preference can be suited. 


No. 9000 is offered in choice of built-up plywood seat and 
back rests, with perforated steel seat and steel back rests, 
or with wood seat and steel back rests. It also can be 
fitted with tablet arm and book rack for school use—also 
**Pussyfoot”’ rubber 
tips or “Pussyfoot™ 
steel glides can be add- 
ed. A similar series 


No. 80 


grade schools and kin- 


is provided for 


dergarten use. 


rhe No. 9012 or No. 9014 
12" or 14° Diameter Seats 
made of Special Analysi« 
steel angle 


cold = rolled 


shaped (not common an- 
ale iron) electrically weld- 
ed into a solid steel unit 

an excellent bar stool or 


for factory use. 


The UHL line includes 
many other numbers of 
convenient and practical 
design such as **Postur- 
Chair” for stenographers., 
clerks, executives, ete., 
“Little Dandy” stands for 
typewriters, adding ma- 
chines, ete. Dealers who 
keep a representative stock 
of them, enjoy worthwhile 


earnings from their steady 


No. 9012-14 





sale. Catalog and details 


on request. 


The TOLEDO 
METAL FURNITURE CO. 


1570 HASTINGS ST.., TOLEDO, OHTO, U.S. A. 
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DU PONT SHOWS STATIONERY ITEMS 
ON BOARDWALK 

In connection with the Wholesale Stationers Con- 
vention held recently at the Hotel Claridge, Atlantic 
City, the Du Point exhibit on the Boardwalk arranged 
several showings devoted to the display of stationery 
items. 

One of the Boardwalk windows featured pens, pen- 
cils and desk sets of Pyralin, made by the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa. This included the 
new line of Lifetime Feather-Touch pens in an assort- 
ment of mottled pearl colors, as well as black. 

Two mechanical displays were arranged in the back- 
ground. One showed the filling of a Sheaffer pen and 
the other the new ink bottle which prevents fingers 
from being soiled when filling the pen. 

Wood cased lead pencils, made by the Eagle Pencil 
Company, New York City, and finished with du Pont 
finishes, formed another colorful display. An array of 
bridge pencils, some in mottled effects, as well as pen- 
cils for business and everyday use, were featured. 

Another exhibit comprised standard B. & P. Ziplock 
looseleaf covers made of a heavy grade Fabrikoid by 
Boorum & Pease, New York. The covers, which were 
shown in a variety of sizes, are equipped with a zipper 
type fastener that closes the covers entirely. 

scieiiiiiiaiies 








J. L. Canon, Sales Agent of 
the Underwood Elliott Fisher 
Company at Augusta, Ga. 
The News Item Regarding 
this Appointment Appeared 
on Page 31 of Our February 
Issue. 
~— : 
KIMMELL JOINS DENVER FORCE OF ALL-STEEL 
EQUIP. 

Al. Kimmell, new to office equipment, but having 
had three years’ experience as salesman with repre- 
sentative Denver houses, was recently added to the 
Denver sales force of the All-Steel Equip. Company, 
Aurora, Ill. The appointment was made by A. A. 
(“Double A”) Keith, Denver sales manager, who re- 
ports business as on the increase.—BS 


~> 
NEW SEATTLE STORE SELLS DESK ITEMS 
A new outlet for fountain pens and similar merchan- 
dise is Sadler’s, recently established at 1418 Third ave- 
nue, Seattle, Wash., where a new store for the sale of 
desk items and many gift articles has been opened. 
CML 


— 
WHERE IS THIS TYPEWRITER? 

Corona typewriter, Model 4, Serial Number 6K07343, 
is reported as having been stolen from Dr. J. E. Smith, 
7084 Garrison avenue, Fort Smith, Ark., on Sunday, 
January 19. Dr. Smith will appreciate information 
leading to the recovery of this machine. 
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REPEAT SALES TEEE 


The acid test of any new item is—repeat sales. 
National ‘‘Eye-Ease’’ Records have passed this 


test with fying colors. Here's what one dealer says: 











‘National Eye-Ease paper, with restful brown 
and green ruling not only helps to make original 
sales but also assures repeat sales because it gives 
users the eye comfort they have long wanted." 


You will find National “Eye-Ease’’ Records easier 
to sell because users are quick to recognize the 


extra value—at no higher cost. 


NATIONAL “EYE-EASE” ITEMS 
NOW AVAILABLE 


END-BOUND COLUMN BOOKS, 2780-82-88 Series 
END-BOUND ACCOUNT BOOKS, 2764-2774 Series 
LOOSE LEAF LEDGER SHEETS, 7148A-D-E Series 
LOOSE LEAF COLUMNAR SHEETS. 7048-2E Series 
LOOSE LEAF RING BOOK SHEETS, 5920E Series 


TUMBLER ANALYSIS PADS, 5202E Series 
Sheet Turn Back Easily—Lie Flat (coil wire bound) 
TUMBLER NOTE BOOKS, 3734 Series 
Lie Flat—Stand Upright (coil wire bound) 
NEW SIMPLEX BUSINESS RECORD, No. 370 
4 One Book System for Small Businesses 
NEW SIMPLEX BUDGET BOOK, No. 394 
For Family Use 
NEW TUMBLER TELEPHONE INDEX, No. 1690 
Coil Wire Binding—Capacity 416 Names 
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ATTRACTIVE SALES PROMOTION 
MATERIAL TO HELP YOU SELL 


Unique, convincing Window Displays and Sales Literature 








are available without cost 


sry . NATIONAL BLANK BOOK COMPANY 4 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment WE D0 OUR PaaT 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 
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TABULATING MACHINE CLASSIFIES CRIME 

The Los Angeles Times published an item regarding 
the use of tabulating machines to classify misde- 
meanors and crimes. The product of the tabulating 
machine serves to classify wrong doers according to 
their “specialties.” Every professional criminal, ac- 
cording to Capt. B. G. Lynn, of the police burglary and 
pawnshop details, leaves certain characteristic signs 
at the scene of his every crime, and these are known 
to the police as the “trade mark,” which is of impor- 
tance in tracking the criminal. 

A tabulating machine is used in the process. The 
moment a burglary report reaches the central police 
record bureau, the important facts are transferred to 
punch cards. Later, should information be desired on 
the number of burglaries of a certain “trade marked” 
type during any period or in any locality, the tabulat- 
ing machine separates the cards of that type. Capt. 
Lynn states that criminals, particularly burglars, 
usually proceed in the same way on each “job.” 

Some enter only through side windows, others 
through unlocked doors. The elite of the profession 
pick locks. Other criminals specialize on clothing, such 
as fur coats, or money. In each type of crime the 
tabulating machine serves to give a suspect list, which 
the officers follow to run down the individual identi- 
fied. 

— 
MEDFORD TYPEWRITER HOUSE MOVES 

Taylor & Bierma, operating the Underwood type- 
writer agency at Medford, Ore., has moved to 116 North 
Central avenue, occupying the premises used formerly 
by the Medford Beauty Shop. The principals of this 
business are P. W. Taylor and J. R. Bierma. 
mer has been connected wtih the Underwood Type- 
writer Company the past fourteen years, and was 


southern Oregon representative eight years. Mr. | 


Bierma has a wide acquaintance in the typewriter field 
of the Pacific coast, having spent twenty years there. 
He has been with Taylor & Bierma at Medford two 
years. 

The firm covers three counties in southern Oregon 
and part of Northern California. In addition to the 
typewriter business, Taylor & Bierma feature Sund- 
strand adding machines and the “Bostitch” staplers. 

——_—<___—-_ 
MAVERICK-CLARKE MAN INJURED 

K. D. Johnson, well known sales representative for 
Maverick-Clarke Litho Company of San Antonio, 
Texas, was seriously injured while on his route through 
West Texas, recently, when he lost control of his car 
while crossing a water-filled dip in the road and 
crashed into a large boulder. Johnson suffered several 
splintered or broken ribs, severe lacerations on his legs, 
a slight concussion of the brain and the loss of several 
teeth. 

He was brought to Uvalde where he was met by R. 
P. Grieve, general manager of the company, who 
brought him into San Antonio and assisted the com- 
pany doctor in rendering aid. 

He expects to be back on his route within a few 
weeks.—_BCR 

nenmaniiliiiianiaiali 
COLUMBIAN ART WORKS “MAKES” TOPICAL 
COLUMN 

“At Random with J. P. C.” in the Chicago Journal 
of Commerce discusses briefly topics of interest to 
traders in the stock and securities market. 


carrying the label, “Success.” 


The for- | 


A recent | 
issue commented on a note from a contributor, adding | 
that the item was written on a calendar tear pad sheet | 
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Hawaiian to you may be “‘Greek’’, 
When to read it or write it you seek; 
Even natives make errors 
But these bring them no terrors 


For ELLIPTIC corrects like a streak! 


T takes all kinds of races to make a world—and 
I it takes many kinds of erasers to satisfy the 
world’s needs. That is why WELDON ROBERTS 
makes a really complete line of erasers—and it is 
one reason why WELDON ROBERTS ERASERS 
have such a big demand the world over. 


Concentrating on the making of erasers makes it 
possible for WELDON ROBERTS to give you and 
your customers larger variety, finer quality, better 
cooperation and service. The WELDON ROBERTS 
Line means more sales and more profits—and 
WELDON ROBERTS leaders on display will prove it. 


Among the leaders you ought to feature is WELDON 
ROBERTS ERASER No. 121 
ELLIPTIC. This popular, con- 
venient shape is designed for easy 
handling. It is a fine quality gray 
rubber for clean, fast erasing of 
pen and pencil marks and is a 
favorite in office, school, home, 
art or architectural studio. Show 
ELLIPTIC and watch it sell! 


WELDON ROBERTS 
RUBBER CO. 


America’s Eraser Specialists 


Newark - New Jersey 





Corrnact mirtaker in any Qanguage 
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VISE SIGNALS 


America’s favorite signal for vertical 
files. Use them for checking credits, 
collections, mailing lists, goods in 
stock. and in a thousand other ways. 
They double file efficiency. Made of 
plated spring steel, enameled in 12 
distinet colors. Special printings 
available. 


New for 1935—The 


PATCH PLACER 


A unique time-say- 
ing instrument for 
applying gummed 
cloth reinforce- 
ments to loose-leaf 
sheets. So useful 

. so handy... so 
inexpensive, that 
Bex | every office should 
have several. Holds 
100 patches, with low-cost refills 
available. Individually mounted on 
smart counter display cards. 
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Memo for Today ~ 
Check see of Graff Vise Signals 
Maptacks, Vise Clips, CelluVise Index 

my Cf Inder Tabs, and Cellugraf 


Signal 
Get samples from 


GEORGE B.GRAFF CO. CAMBRIDGE, MASS. 
















LOOK FOR THE 
ORANGE AND 
BLACK BOXES 
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AUCTION BRINGS HIGH PRICES FOR OFFICE 
EQUIPMENT 

Under the direction of the federal auctioneer, Royal 
Leach of Judge Frank McLaughlin’s court in Denver, 
the office equipment and furnishings of M. E. Traylor 
& Company, stock and bond brokers, who took volun- 
tary proceedings in bankruptcy several months ago, 
went under the hammer recently. 

It is said that exceptionally high prices were realized 
from active Denver dealers. In one case, $250 was 
paid for ten used typewriters of varying age and con- 
dition. Flat top typewriter and executive desks were 
sold in one group at an average price of about $20 
each. A large safe went for $180, and a dealer com- 
menting on this figure, remarked that he should have 
brought his own safe to the sale, which was a duplicate 
of the Traylor safe. He would gladly have paid $25 
to move it up to the auctioneer’s room, for he had 
been trying to sell it for several months for less than 
the auctioned safe sold for. 

Filing cabinets, chairs and other items of office 
equipment brought correspondingly high prices and 
caused Denver dealers to view with satisfaction this 
positive indication of an uptrend in business.—BS 

a ae 
MR. BURRAS RECOVERING FROM AUTO ACCIDENT 
INJURIES 

On January 30, Cless O. Burras, Oak Park, IIl., sta- 
tioner was being taken to his home by Harold Conner 
the Burras’ motorcycle delivery man when an automo- 
bile driven by an eighteen year old boy hit the motor- 
cycle headon. Mr. Burras and the delivery man were 
taken to the hospital, both rather badly smashed up. 
Mr. Burras was able to leave the hospital after ten 
days and is now well on the way to recovery although 
he probably will not be on the job regularly for a 
week or two. 

Mr. Conner developed a hernia, was operated on on 
February sixth and left the hospital February 17. It 
is expected that he will not be able to return to work 
until the latter part of March. 

a 
A WASHINGTON’S BIRTHDAY SOUVENIR 

Ed. A. Garvey & Company of Chicago sent to their 
friends a Washington’s birthday souvenir consisting of 
a pictured bust of the first president on a background 
of blue and red sprinkled with stars. Some comments 
in remembrance of Washington’s birthday and what 
his spirit would counsel were he here to give advice 
appears on the inside pages. 

The back page is devoted to a publicity discussion of 
the Garvey lines. 

The souvenir is attractive and a credit to the 
sponsors. 

ee 
RELIABLE’S BARGAIN BULLETIN NO. 835 
NOW READY 

A new Confidential Wholesale Bargain Bulletin, No. 
835, is now ready for distribution, according to an an- 
nouncement from the Reliable Typewriter & Adding 
Machine Corporation, 303 West Monroe street, Chicago, 
Ill. The new bulletin contains twenty pages of text 
and illustration of various kinds of office machines. 
It is entirely different from former bulletins in its gen- 
eral makeup and appearance. Copies are available to 
dealers on request. 

—~" ; 
CLEVELAND RUBBER STAMP COMPANY TO MOVE 

The Perfection Rubber Stamp Company, 737 Prospect 
Avenue, Cleveland, Ohio, will move to larger quarters 
in the Finance building across the street.—AED 
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FREE 


New Improved 
Skrip-Well Display 
..-Booms Skrip Sales! 






Get going on writing 
fluid and adhesive sales 


and profits —- you never 

had a better opportu- USES LAST DROP 
nity to build up a record 
volume! Push the mew — fisrit”-trs enciscss mackentom,. Settle ena. haps Us. Conta? 


10c size Skrip-Grip for turn, attracting attention and showing action of Skrip-Well. 
business you never had 

before feature the new Skrip-Well bottle that uses the last drop and keeps 
fingers clean, now available in 2 oz., 4 oz., and 50c family and small office sizes. 
Get the new ‘“‘see-it-in-action”’ electric Skrip-Well Display working for you in 
your window—on your counter! This is not just an eye attraction but actually 
demonstrates and is a real salesman of a fine new product. Absolutely free 
with the No. 995 Profit Deal that includes both Skrip and a “‘Samplier”’ assort- 
ment of adhesives. Tie in with the national four-color advertising in the 
Saturday Evening Post and other magazines. Other dealers are cleaning up 
get your share! 








SHEAFFERS 
ermenent Skrip 


survives moisture, exposure and time! 









Reproduction of full page, four- 
color Skrip and Adhesive ad on yy bal @ 


ist inside cover of Saturday Eve- 
ning Post, April 27 .1935. 


es > 


s ‘(a s se Yv 
— Gr i 


No. 995 SKRIP 
Profit Deal ae 


Deal includes: List Prices \ 





1 No. 295 Adhesive Assortment (illustrated) $ 4.92 

3 doz. 2 oz. SKRIP-WELL bottles, assortedcolors 6.00 
4 dez. half pint SKRIP-WELL bottles, assorted — USES 

colors e 
THE 
$13.92 LAST 
Less full discount to the trade and in 

DROP 


addition you get 


1 SKRIP-WELL DISPLAY, VALUE 
$7.50 FREE 
Total Value of Display and Merchandise $21.42 


S 


No. 295 Adhesive Assortment 
included in No. 995 Deal 


HEAFFER 


PENS + PENCILS + DESK SETS + SKRIP 
SKRIP-GRIP PARA-LASTIK 
W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa, U. S. A. 




















TREPLE PLATED 


SES&ES SFENE 
~eogy Precise! 











4 BILLIONS 
Triple Plated 
STEEL Pins 
Used ANNUALLY. . n 


RY Bi 


pale Rica LONG ust AND erry 
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MARVIN ORGANIZATION MAKES APPOINTMENT 

The Marvin Envelope & Paper Company, 439-445 
South Clark street, Chicago, announces the appoint- 
ment of Herman Edwards as manager of its fine print- 
ing paper department. 

Mr. Edwards, who is well known in paper manufac- 
turing circles, is devoting his entire time to the Marvin 
lines. 

The company has added the complete line of the 
Wilson-Jones Company, including expanding and filing 
envelopes and expanding files. 

en an 
SEATTLE PAPER AND STATIONERY HOUSE 
INCORPORATES 

For the purpose of dealing in stationery, paper mer- 
chandise and other business commodities, the West 
Coast Paper Company was recently incorporated at 
Seattle, Wash., capitalized at $10,000. Richard and 
Amelia Abrams and Arthur Stasney are the incorpora- 
tors.—CML 








WEDDING S 


HUNT-SMITH 

Miss Virginia Smith, twenty-one-year-old daughter 
of Burns Lyman Smith, owner of the forty-two story 
Smith Tower at Seattle, and one of the famous L. C. 
Smith typewriter family, was married in February to 
John Newell Hunt of Pasadena, Calif. The bridegroom 
is twenty-two years old and a graduate of the Univer- 
sity of Southern California. Only a few relatives and 
friends attended the ceremony which was performed 
in the Smith home on Highland drive, Seattle. 

Mr. and Mrs. Hunt will reside in Seattle-—CML 














OL' DOC STORK 


TWINS ARRIVE IN TYPEWRITER MAN’S FAMILY 

Irving J. Bachman, proprietor of the Superior Type- 
writer Service, 310 Southwest Stark street, Portland, 
Ore., is the father of twins who were born recently and 
have been named David Franklin Bachman and Ben- 
jamin Franklin Bachman, respectively. The middle 
name of the twins, the same for both boys, not only 
honors the great statesman and philosopher, Benja- 
min Franklin, but also the present president of the 
United States, whose own fifty-third birthday followed 
the day of the twins’ birth at the Good Samaritan 
hospital. David Franklin weighed in at seven and one- 
half pounds at 4:00 P. M., and Benjamin Franklin 
tipped the beam at six and one-half pounds an hour 
later —CML 





— 
MASTER FRED WILLIAM FOGG, JR. 

Fred William Fogg, Jr., made his entry into the world 
on February 8, 1935. Fred Fogg, Sr., is manager of the 
Royal Typewriter Company branch at Minneapolis. It 
is confidently expected that the son, now in the light 
weight class of a Royal portable, will follow in his 
father’s footsteps and become a star salesman of 
standard correspondence models of Royal typewriters. 

— > 
SAN ANTONIO STATIONERS “HEIR-CONDITIONED” 

Two employes of Maverick-Clarke Litho Company of 
San Antonio, Texas, became the proud fathers of sons 
this month. The first boy to arrive was Ronald James 
Howard, son of Mr. and Mrs. W. E. Howard, who was 
born January 18. The second was Herbert L. Stappen- 
beck, Jr., son of Mr. and Mrs. Herbert L. Stappenbeck, 
whose arrival was on February 5.—BCR 
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Globe-Wernicke 
UTILITY INDEX TABS 
































TWO LINE NES O 
7 ore S$ OF 

ONE LINE EXPOSURE INDEXING 
Ypu can see thr@uch these all cellulpid taba. No cloth ar | 
paper skirt is ¥sefi. Can be used on| cards oF sheets where 
Gata extends cl@se/to edge. Three projiectiong available | 





ALL CELLULOID—THEY INDEX 
EVERYTHING—HIDE NOTHING.... 


Every kind of business can use Utility index tabs. They are 
handy for indexing records and books—save time and work. 
Made in three styles—with indexing printed directly on 
the celluloid (green only)—strip type that can be cut to 
any size—and shield type tabs, both of the latter having 
blank removable insert labels and available in green, blue, 
orange, yellow, and clear celluloid. 

There is a Globe-Wernicke Utility index tab for every 
indexing requirement. Write for samples and prices. 


Transparent Flexible Apron 


Easily applied and transparent front 
apron allows indexing to be 
read. A _ positive automatic 
stop assures perfect alignment. 


Heavy Celluloid Back 


A stiff back reinforcement 
keeps tab rigid and prevents 
cracking or breaking. Strongest 
where strain is greatest. a 





\ 








| Don't Want Guessing 
.... | Want Facts 





Visible records provide finger tip control and ac- 
curate, important information about sales, credits, 
accounts receivable, stock turnover, payroll, pur- 
chases, etc. 


Distinctive, exclusive patented features of Globe- 
Wernicke visible record systems are often the 
deciding factors that lead to profitable orders 
for our dealers. Write for details of an unusual 
opportunity to make money selling this line in 
your community. 





Globe-Wernicke 


Cincinnati, Ohio 


MAKERS O ()' / ITEMS NEEDET 
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**Now where 
are those 
contracts?’ 









Offer him an 


EXECUTIVE DESK FILE 


and he'll never ask that one again 


Because he will have all pending matter neatly and 
compactly put away, ready for instant reference. 
You have hundreds of prospects that need 
this file right now. 


Very attractive in appearance. Your most critical 
customer will want one on his desk. 

The EXECUTIVE DESK FILE is durably con- 
structed of gray cloth or gray pressboard covers 
and is subdivided A-Z, 1 to 31, or JAN-DEC. 
Carried in stock for immediate shipment in all 
standard sizes and indexes 


packed three to a box. 
Include Box of EXECUTIVE DESK FILES with 


your next order for Keathoroid, Products. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago 
Factory at St. Paul, Minn. 





QUALITY PARK ENV. CO 
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NATION. AL Oypewriter & Ollice Machine 





Desks ASSOCIATION NEWS 








C. Elmer Anderson, President 
104 E. Colorado St., 
Pasadena, Calif. 


G. N. Hammond, Treasurer 
613 J St., 
Sacramento, Calif. 


W. F. Clausing, Vice-President 
231 W. Monroe St., 
Chicago, Ill. 


C. O. Scott, Secretary 
578 E. Main St., 
Ventura, Calif. 





Board of Directors 


A. H. Kelistedt, Peoria Typewriter Com- 
pany, Peoria, Ill.; Theodore Schafer, 
United Typewriter Company, New York, 
N. Y.; A. L. Young, Fred Guy & Young 
Company, Oakland, Calif.; J. P. Ward, 
Sr., Shipman-Ward Manufacturing Com- 
pany, Chicago, Ill.; R. E. Huffman, Huff- 
man Typewriter Company, Aberdeen, 
S. D.; L. H. Wood, Midwest Type- 
writer Company, Kansas City, Mo.; 


Pueblo, Colo.; F. C. Waltz, Waltz Type- 
writer & Adding Machine Company, 
Cincinnati, Ohio; E. E. Thornton, Cali- 
fornia Typewriter Exchange, Los Ange- 
les, Calif.; W. T. Corney, Thomas & 
Corney Typewriters, Ltd., Toronto, Can- 
ada; R. A. Tiernan, Santa Ana, Calif.; 
W. H. Wolowitz, United Typewriter 8 
Adding Machine Company, Washing 
ton, D. C. 


G. W. Boyce, Boyce Typewriter Service, 


PRORATING DUES TO LOCAL ASSOCIATIONS 





A Letter from Casper O. Scott, Secretary of The 
National Association of Typewriter and Office 
Machine Dealers. 





At the last convention the question of dues of mem- 
bers belonging to local associations came up and the 
following resolution was passed after having been dele- 
gated to a committee made up of C. E. Gleason, chair- 
man, Earl S. White, Samuel Hutter, Frank Marin and 
W. D. Jackson: “That the Constitution and By-Laws 
be so amended as to permit any local association so 
desiring to join the National Association in a body, and 
that the dues be set at $5 per member per year; and 
further, that the individual memberships remain at 
$10 per year as at present.” 

This was suggested as a means to make it easier on 
members who did belong to a local dealers’ association 
and who were paying the stipulated membership fee to 
that organization, to join and get the benefits of a 
national program. 

Local organizations are being contacted by the secre- 
tary in reference to the above and it is hoped that this 
year will find many of these organizations completely 
a part of the National Association. 

It was brought out at the convention that, with the 
typewriter and office equipment dealers organized and 
working through a national association, they would be 
in a better position to get behind some of the progres- 
sive activities which are being advanced by those who 
are vitally interested in this field. Many of the prob- 
lems that face the small dealer, such as manufacturers’ 
decisions, code filings, supply house discounts, refusal 
of certain businesses to sell parts, and a hundred and 
one other things that come up in the life of our busi- 
ness, find their source usually in the minds of those 
directing a nation-wide business, and there is only one 
way to combat such things as that and get them ironed 
out to the satisfaction of everybody who is fair minded, 
and that is to contact the source from which these 
decisions spring. Maybe they are right, maybe they 
are wrong, but what the National Association does is 
to ferret out these ideas presented by its members to 
find tangible evidence as to whether the particular 
condition can be bettered or not and then they func- 
tion fairly and squarely to bring around the correct 
adjustment. There you see the worth of the National 
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255 JAY STREET ‘ ; ROCHESTER, N. Y 
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SALES ON THE WORLD'S LEADING 


ACE, PILOT and CADET 


STAPLING MACHINES 
Are Showing a Great Increase 
' ACE 


from Year to Year ye peice 13.00 


DEALERS—Do not hesitate to stock up on this proven, 
successful and fast moving line. 


NOT ONE CENT has been paid by any customer or 
dealer for repairs because ACE, PILOT and CADET 
Stapling Machines are built for SERVICE and not to be 
SERVICED. 


The new Ace Staple Remover—retail price 60c. 


DEALERS—The leading 


line is the profitable line! 


ACE FASTENER CORP. 


3415 N. Ashland Ave. Chicago, III. Prices apply east of Rockies 














PILOT 


PRICE $4.00 


~ CADET 


PRICE $3.00 











60 years of 
Desk Building 





This extended, continuous operation 

No. 578 Secretarial Desk, a popular : proves the genuine quality and popu a 

commercial design in full quartere i laritv of the Jasper Desk Co. fur ae J 

ak or in walnut and mahogany fin niture. Sturdy construction, attrac Co” 

ishes. Measures 60x34 inches, 30% 7 tive appearance and features of mod 

nches high Typewriter compart ern convenience are combined in all tunity in this line will convince you 

sent is placed in right or left pedestal si our products of the advisability of putting it in on 

as per your order Office Furniture Dealers: A com a regular basis For details and 
aii parison of the value and sales oppor illustrations, see our catalog No. 421 


New York Warchouse: 


Chicage Reprewentative: Lewin tt Farter, JASPER DESK COMPANY, Jasper, Indiana 


7610 Phillips Ave. Phone SAGinaw 5027 
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Organization. One local or two locals cannot do it, 
because the set up is entirely different, but represen- 
tatives of the whole United States Association can and 
will achieve results, and looking back over the last few 
years, one can pick from the proceedings of this Asso- 
ciation many things that have developed the industry 
into a position where it has come out of the rut where 
it was commonly called a second-hand business, into 
the light of day where it is now recognized more and 
more as a specialist’s business and is being regarded 
by the users of office equipment in that light. We 
speak of the so-called learned professions as doctors, 
lawyers, etc., and consider our line in the light of sim- 
ple merchandising. It’s more than that, fellows; it’s a 
profession and one of the best, if we want to make it 
so. Webster calls “professional”—‘one who makes his 
living by his art, as distinguished from an amateur.” 
I challenge you one and all, who have spent at least 
five years in the business, to let your minds wander 


back over your experiences, bring up before you the | 


accurate adjustment of office machines to satisfy the 
whims and wants of a critical public; the diplomacy 
needed in the handling of exacting people; the expe- 
rience needed to know the comparisons between good 
equipment and better equipment and the many, many 
things that constitute service to the public, and then 
to say “We are not in the professional line.” 

Many of you readers, no doubt remember and per- 
haps see today the old type of second hand typewriter 
dealer and repairman with the often cleaned, high 
celluloid collar, with remnants of his breakfast still 
upon his chin, his clothes the remaining portions of 
three suits and a grip that bespeaks the grime of a 
ship scraper; but this type of man is gradually fading 
from view. Instead we are now getting to the point 
where the majority of our industry enfolds the type of 
men that one would expect to find as the necessary 
appendages to a stock and bond house—neat appear- 
ing pleasant people who understand the needs of the 
public and are schooled in the art of satisfying that 
public. 

Strides we have made, strides we are making and our 
striding shall never stop. It’s always onward, upward. 
What has done it? You answer that question—your 
answer is as good as mine. But I think that you will 
agree that it is the fruit of Thinking Along The Same 
Line that has made us more watchful of our future 
interests. 

I have said this before, but let me say it again—Your 
problem in your locality is the same as in any other— 
it can be combated in the same way—a united front 
of office equipment dealers and typewriter men will 
eventually iron out those questions. Speed that prog- 
ress by sending in your dues today! 

Mr. Scott’s address is 578 East Main street, Ventura, 
California. 

ennseesiiliiaiiiiin 
N. T. O. M. D. OF NEW YORK MEET 

The fifty-fifth meeting of the National Typewriter 
and Office Machine Dealers of New York was held in 
the new meeting room at the Hotel Dixie, Times 
Square, on February 13. The meeting was a closed 
affair for dealers only and was regarded as one of the 
best the association has ever held. It lasted from 6:30 
to 10:45. Many new ideas and problems were brought 
up, discussed and taken care of. 

The new officers of the association intend to do 
everything in their power to accomplish work for the 
benefit of all the members. One of the important mat- 
ters discussed at this meeting was the coming National 


Office Machine Week. 
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Bates Products 







Bates File 
Fasteners have 
new and unique advan- 
tages. Send fora sample. 





Mun-Kee Silent Stamp 
Pad—the world’s finest 
stamp pad. 


New Bates Perforator— 
combines % less effort with 
4 times more capacity, 
several new features of 
strength and convenience. 





BATES MFG. CO., Orange, N. J. 
N. Y. Office, 20 Vesey St. 


The Bates name is a guarantee 
of quality. When you sell these 
Bates products you are selling 
values that your customers know. 


The Bates Featherweight Num- 
bering Machine—light, strong, 
quiet—the standard of quality. 





The New Bates Index, 
instantly finds 720 names 
and numbers. Redesigned 
for home as well as office. 





Bates Stapler—makes 
its own staples, 5,000 
to a spool of wire. 


Bates Eyleter — in- 
serts, feeds and 
crimps the eye- 
let in one auto- 
matic Operation. 











108 





OFFICE APPLIANCES 





A Newspaper Office 
Without Burns Brackets 
Would be News! 





and it would also be “*news” to 


find a first class stationer who 
doesn’t sell Burns Brackets, too, 
because these telephone extension 
arms have been staple items for 
office outfitters for more than 
twenty years. They keep telephones 
out of the way—yet always within 
easy reach. In offices where tele- 
phone business must be handled 
with speed and dispatch, they are 


virtually a necessity. 


Burns Brackets fit all types of 
telephones upright or handset, 
dial or dial-less. Prices range from 
$1.50 to $8.00 and include all neces- 
sary fittings for installation. For 
catalogs and discounts on these and 
other Burns Office Specialties, ad- 
dress American Automatic Electric 
Sales Company, 1033 West Van 


Buren Street, Chicago, Ilinois. 


BURNS 


OFHCE SPECIALTIES 








PASSED AWAY 











MRS. EDWARD L. LITTLE 
Mrs. Helen Little, wife of Edward L. Little of the 
Wabash Cabinet Company, died from a heart attack 
on Sunday, February 17, at the home of the Littles at 
Wabash, Indiana. Mrs. Little’s death will cause sorrow 
and regret among hundreds of people. She was her 
husband's constant companion and his associate at 





The Late Mrs. Edward L. Little 
(From a convention picture taken in 1929) 


nearly all the conventions of the trade which he at- 
tended. She was present at almost all the conventions 
of the National Stationers Association for years, and 
her kindness, tact and graciousness endeared her to all 
who came within her influence. She was a favorite at 
all the conventions which she attended, and she had 
the good will of everyone because she manifested good 
will and kindness to all. 

Mrs. Little was her husband’s trusted adviser, and 
their loyalty and devotion each to the other was char- 
acteristic of their lives. 

To Mr. Little Office Appliances extends its deep and 
abiding sympathy. 

L. H. BLAKEMORE 

L. H. Blakemore, secretary and treasurer of The 
Pounsford Stationery Company, Cincinnati, Ohio, 
succumbed to pneumonia February 5. He had been 
ill several weeks. Mr. Blakemore was a lifelong resi- 
dent of Cincinnati, and had been associated with the 
Pounsford business sixty-five years. He served as 
secretary-treasurer and was a director of the corpor- 
ation forty years. He had held offices in the Avon- 
dale Presbyterian Church sixty-five years. Mr. Blake- 
more gave his time and energy to many religious 
groups as well as educational institutions and building 
and loan associations. 

Mr. Blakemore was a thirty-second degree Mason 
with memberships in the Scottish Rite bodies, Royal 
Arch Masons, Calvary Clifton Lodge, the Knights 
Templar, and the Eastern Star. 

Surviving is his son, who is clerk of the Cincinnati 
council. 

WILLIAM F. ZIMMERMAN 

William F. Zimmerman, a former vice president of 
A. C. McClurg & Company, Chicago, passed away Feb- 
ruary 19, after a prolonged illness. He had spent a 
summer vacation in the Eagle River district of Wis- 
consin, as was his custom, and was taken ill on his 
return to Chicago. He is survived by his widow, Mrs. 
Maria G. Zimmerman; William Zimmerman, Jr., and 
Hilmar H. Zimmerman, sons; and six grandchildren. 

In late years Mr. Zimmerman conducted a book store, 
maintaining contacts with the descendants of old Chi- 
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ILLUSTRATED CATALOG 
COLUMBIAN ART WORKS Inc. 


1024-1036 W. JUNEAU AVE. 
MILWAUKEE WISCONSIN 


FIRST BY MERIT 





DOING O70 thing 


FIBROIN STENCIL CORPORATION, . 


Jacksonville, Florida 


Please send samples of the fine printing quality of the 


FIBROIN Stencil . . . and full information. 


a a 
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WELL 


FIBROIN sells ONLY Stencils and 
Duplicator Supplies 


Over 100 new dealers, in addition to our organization of 
over 700, have told us since October Ist, that the high 
quality of manufacture, and performance of the FI- 
BROIN stencil, is ample justificaticn for our policy of 
“Doing ONE thing . . . and doing it WELL.” 


The FIBROIN is NOT a NEW Stencil . . . Ten years of 
concentrated effort to produce the finest stencil it is pos- 
sible to manufacture has made it the outstanding leader 
in the duplicator supply field . . . and its name known 
in every state and principal city in America. TEST IT 


FIORSIN 


STENCIL CORPORATION 


306 WEST ADAMS STREET....--- JACKSONVILLE, FLORIDA 
Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 

























Combination No. 300 
Finished: Walnut, 
Mahogany, Oak 











SECTIONAL 
BOOKCASES- 


Built to give the same full 
measure of value regardless 
of price, for which Alma Desks 
and tables are recognized 
wherever medium and low 


price office furniture is sold. 


ALMA DESK COMPAN 


HIGH POINT, N.C. 








WE DO OUR PART 
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cago families who knew Mr. Zimmerman back in the 
days of the “Saints and Sinners” corner of the McClurg 
retail store, then at Madison street and Wabash av- 
enue. Mr. Zimmerman had many pleasant memories 
of this Mecca of authors and book lovers, made famous 
by Eugene Field. 
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J. F. BRAID 

J. Fred Braid, formerly connected with the Lowman 
& Hanford Company, Seattle, but in later years one of 
the prominent advertising executives of the Pacific 
Coast region, died recently in Seattle. Mr. Braid was 
the advertising manager of the Seattle Times. He 
arrived in that city in 1888 and his first job was with 
Lowman & Hanford. He came from Toronto, Ont., 
Canada, where he was born October 19, 1874. After 
leaving the Lowman & Hanford organization he went 
to the Klondike, where he helped blaze a way to the 
new gold fields. On returning to Seattle, he resumed 
advertising work and became prominent in that de- 
partment of activity. He was the head of the Seattle 
Advertising Club for a time and has aided civic and 
service organizations in recent years. He left many 
friends to mourn his passing —CML 
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CHARLES W. TAYLOR 

Charles W. Taylor, secretary-treasurer of the Sigwalt 
Manufacturing Company, Chicago, Ill., passed away | 
January 23. He was active in the affairs of the Chicago | 
Stamp Manufacturers Club, and various fraternal 
bodies. Mr. Taylor was sixty-two years old, and had 
been connected with the Sigwalt Manufacturing Com- 
pany thirty-five years. 

His widow, Mrs. Catherine Taylor, survives. 

Mr. Taylor was a member of Humboldt Park Lodge 
No. 813, A. F. and A. M., Humboldt Park Commandery | 
No. 79, Knights Templar and Medinah Temple. His | 
was a wholesome character and Charles W. Taylor was 
a welcome addition to any gathering in the business, | 
fraternal and social fields. | 


L. W. BOWKER 
Lewis Warren Bowker, the first Remington type- 
writer dealer in Memphis, Tenn., and long active in the 
stationery and office supply trade on Madison avenue, 
died at his residence, 1467 Jackson avenue, February 
18, at the age of 73. He was a member of both Al 
Chymia Temple and Memphis Lodge of Masons. A 
native of Metropolis, Ill., he came to Memphis forty- 
five years ago. He was a member of the Scottish Rite 
Masons and Knights Templar, and of the Second Pres- 
byterian church. He is survived by three children, 
Mrs. T. O. Nash and Francis L. Bowker, of Memphis, 
and Lewis W. Bowker, Jr., of Nashville; two sisters, 
Mrs. Nellie Poole, Marion, Ill., and Mrs. Margaret War- 
ren, Valdosta, Ga.—CG 
WILLIAM KEISER 
The Bircher Company of Rochester, N. Y., announce 
the death on February 10 of their superintendent, 
William Keiser, who during many years has served his 
associates in bringing the company’s products to a high 
degree of perfection. By his tireless devotion, he in- 
spired the entire organization to closer cooperation. 
One of the company’s representatives said of him: 
“His personality was wrapped into every machine that 
reached here. Everywhere could we see evidence of 
carefulness, diligence, patience, consistency, cheerful- 
ness. All his characteristics were built into the prod- 
uct of the company and I am sure that every agent, 





























Biggest National Magazines 
Back Up This Profitable 


FAST-SELLING 
Autepot DISPLAY! 


WERFUL advertising in most important National mag- 
azines with a combined circulation of over 7,300,000 copies 
is sending pencil users to you, looking for AUTOPOINT and 
REALITE pencils, with the famous exclusive AUTOPOINT 
features. They know about the patented Grip-Tip and the 
exclusive, trouble proof AUTOPOINT mechanism. You’ll find 
that folks to whom you offer AUTOPOINTS are already sold. 
Tie up with this advertising! Put the smart E-102 display, 
shown above, on your counter and watch it empty itself. It 
carries six each of the six fastest-selling numbers in the AUTO- 
POINT REALITE line, in the price range that interests most 
people— 25c to 75c. And there’s— 


BIG PROFIT FOR YOU! 


We've designed this hard-hitting display, with its specially attrac- 
tive profit, solely to induce you to test this AUTOPOINT line. 
We know that after you’ve had a taste of AUTOPOINT'’S fast 
sales, good profits and customer-satisfaction, you'll make AUTO- 
POINTS your feature line. The entire display of 36 pencils costs 
you so little you’ll get the surprise of your life. You'll find it’s the 
quickest, easiest way to make a handsome profit you’ve seen in a 
long time. Each of these fast-selling numbers can be reordered 
separately. Send for details. Get this display up now: Put one in 
the window, too! Order direct or through your jobber. 


e 


The B Better Pencil 


Autopoint Company,1801 Foster Ave.,Dept.OA-3,Chicago, Ill. 


In Canada: Brown Bros., Ltd., Toronto, Canada 
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First 


The All-America Package Competition Gold 
Medal adds another First to the advantages 
Ruxetone First 


ertain of Ruxetone Quality. Then, 


which offers the stationer. 


we made 
our mer- 


we placed the dealer First in 


chandising policy. Now, Modern Packaging’s 
Jury of Award has given Ruxetone First place 


for the smart styling of the entire line. 


Rux-tone 


PASTES and 
MUCILAGE e CARBON PAPER AND TYPEWRITER RIBBONS 


rr TAITR . art oo “al a ArT “TORTS ITE} . . 
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like myself, felt a sense of pride and appreciation to 
know that a master mind was at the factory on whom 
the success of the organization so largely rested. We 
shall remember the deceased with a deep sense of 
respect and appreciation during our allotted time in 
this world.” 


Y ha , 
< Loe] <« 


WALTER F. BARKLAGE 

Walter F. Barklage, one of the wheelhorses of the 
sales organization of the Monroe Calculating Machine 
Company, passed away January 6 at his home, 2 Pic- 
ardy Lane, Clayton, a suburb of St. Louis, Mo. He had 
served the Monroe Calculating Machine Company 
many years in various territories. He was fifty years 
old, the son of Edward Barklage, former vice president 
of the First National Bank. Mr. Barklage had suffered 
a severe stroke five months previous to his passing. 

Surviving are his widow, Mrs. Adele Barklage; Miss 
Eugenia Barklage, a daughter; and Edmund Barklage, 
a brother. 

ALLAN W. COX 

Allan W. Cox, head salesman of the stationery firm 
of H. M. Stern & Company, Brooklyn, N. Y., passed 
away January 26 at his home in Woodhaven, L. I. He 
was fifty-seven years old. Mr. Cox was born in the 
Barbadoes Islands, W. I., and came to the United 
States when nineteen years old. Mr. Cox is survived 
by two daughters, Jeanne and Thelma; and two 
sons—Allan W., Jr., and Louis. 

Mr. Cox was a member of Syracuse Lodge, F. & A. M., 
and of the Stationers Square club of New York. 


CHARLES S. BLICK 
Charles S. Blick passed away February 10 at his 
home, near Carroll, Ill., February 10. He was the 
father of E. B. Blick, manager at Chicago for The Sta- 
tioners Loose Leaf Company of Milwaukee. Mr. Blick 
was seventy-two years old. 
Mr. Blick was a geologist specializing on oil forma- 
tions. He is survived by six children. 
Business associates of E. B. Blick will sympathize in 


this interruption of family ties. 


Y ha r 
moe Le moe 
r s 


JAMES G. EBBETTS 

James G. Ebbetts, for thirty-five years connected 
with S. C. Toof & Company, Memphis, Tenn., and for 
the past two years located at Florence, Ala., died in 
the latter city January 29. He was superintendent of 
the Toof branch at Florence. He moved to Memphis 
from Little Rock thirty-five years ago. He is survived 
by his wife. The funeral took place at Little Rock, 
Ark.—CG 


y Y y 
-« me boa 
. s 


ROBERT E. NICOLLS 

Robert E. Nicolls, representative at San Francisco of 
the Manifold Supplies Company, Brooklyn, N. Y.., 
passed away at St. Luke’s hospital, San Francisco, 
January 16. He went to San Francisco last year to rep- 
resent his company. He was fifty-nine years old; a 
native of Brooklyn. The Carbon and Ribbon Dealers 
Association of Northern California attended the 
funeral services in a body. 


Y y a 
hoe i me 


MRS. YOUNG 
Friends of Walter and Elmer Young, Chicago, IIl., 
will regret to learn of the sudden passing of their 
mother February 10. She was a native of Sweden, born 
Hegstad. Decedent was sixty-eight years old, and 
made her home at Geneva, II. 
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A New Sales Hit for Dealers! 
VICTOR STENCILS & INK 


FOR ROTARY DUPLICATING MACHINES 


TYPING 





Victor Stencils are easy to type. Letters 
will not cut out. Stencils will not clog 


type. 


STYLUS 





Ruled forms, hand lettering, illustrations, 
can all be easily reproduced on Victor 
Stencils. 


DUPLICATING | 





Victor Stencils and Victor Ink are the 
ideal combination for all duplicator 
machine work. 


REPRODUCTIONS 





Thousands of clean-cut, attractive repro- 
ductions of bulletins, forms, sales letters, 
etc., can be produced with Victor Stencils 
and Ink. 

















Here is a line of reliable duplicator stencils that will produce the kind of work that 
will enable you to get more profitable stencil business and to hold it through 
superior service. 


Victor Stencils are not a ‘new experiment." They are tried and proven products. 
They have been sold over a year with outstanding success—now, for the first time, 
they are offered generally. 


We know that every Victor Stencil will do all that we claim for it. Every produc- 
tion run of stencils that comes from our factory is proven by actual use on a standard 
duplicating machine—just as your customers would test it—it must measure up to 
Victor's high standards of performance. 


Read these seven important selling features of Victor Stencils—they will qive you 
a distinct sales advantage: 


Letters will not cut out in typing. 


‘2 Stencil will not clog type excessively. 


~—l— 


Corrections cannot be detected in reproductions. 


w 


Can be used successfully for all kinds of stylus work. 


Will not deteriorate in stock within reasonable 
periods. 


ot = 


6. Can be filed after using and used again for re-runs. 
7 


No unpleasant odor. 


The combination of Victor Proven Stencils and Victor Duplicator Ink will put an 
end to supply troubles. Sold only through dealers—mail the coupon below today. 


THE VICTOR SAFE & 
EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 

















TEST VICTOR STENCILS YOURSELF 


We do not expect you to take our word for what they will do. Fill in 
this coupon and mail to the above address for free sample package and 
complete information. 


Firm Name 
Individual 


Address 


City State 
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RING-BOUND 
| NOTEBOOKS 


NEW * PRACTICAL * ECONOMICAL 


Bound with heavy gray board covers edged with a rubber- 
like substance enabling books to stand at any required angle 
without collapsing. 





No metal is used in the binding, removing all possibility of 
scratched desks or fingers. 





Leaves may be turned easily and rapidly, with book in any 


s00n m0. re. nw position. 





Standard sizes and rulings. 





\ttractively packed one dozen to a substantial gray box. 
WRITE FOR SAMPLE AND QUANTITY PRICES 


ROCKWELL-BARNES COMPANY 
1511 West 38th Street, Chicago 





























Thirty Years of Calendar Supremacy 







is our Guarantee of 


QUALITY and SERVICE 


PERFECTION DAILY REMINDER 


JUMBO GEM-+ +GEM- - DESKAID 


PERFECTION - »- DAYDEX 





The MOST COMPLETE line on the market “PERFECTION 
DAILY REMINDER” 


No. 50 
“PERFECTION” yy 
Also Nos. 20 and gay 
40 “DESKAID.” 
Seme except for 
spacing of arches. 


DEFIANCE SALES CORP. 


72 SPRING ST., NEW YORK, N. Y. 
The CALENDARS in the BLUE BOXES 
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FEBRUARY CONVENTION OF SCHOOL SUPPLY 
ASSOCIATION 

The National School Supplies and Equipment Asso- 
ciation held its eighteenth annual convention at the 
Palmer House, Chicago, February 18-21. As is the cus- 
tom, many manufacturers of school supplies exhibited 
their products during periods when convention ses- 
sions were not being held. Among manufacturers dis- 
playing their products and services were the following: 


Acme Shear Company, Bridgeport, Conn.—School and office scissors 
and shears were displayed by John J. Conway. 

American Crayon Company, Sandusky, Ohio.—This display showed 
the company’s “‘Penocrat” paper, “‘Crayonex” crayons, etc. “Forsight” 
is a new blackboard crayon, giving a soft contrast for the blackboard 
surface without glare, being effective at any angle of vision. G. F. 
James and Earl F. Opie were in attendance. 

The American Seating Company, Grand Rapids, Mich.—Representa 
tive items from this company’s lines were on display, under the direction 
of F. J. Snow, production manager. 

Binney & Smith Company, New York, N. Y.—This display included 
oo crayon, water colors and ‘‘Crayola,’’ and was directed by S. Vere 

mith. 

C. E. Bradley Corporation, Brattleboro, Vt.—A complete line of pen- 
holders with colors drawn from the rainbow was shown. Ralph Hale, 
president, was in charge. 

itto, Inc., Chicago, gave demonstrations of the Ditto mechanism to 
interested visitors. 

Eau Claire Book & Stationery Company, Eau Claire, Wis.—Account- 
> a and supplies were shown here, under the direction of Carl 
. Haas. 

Esterbrook Steel Pen Company, Camden, N. J.—A full display of 
Esterbrook pens and accessories was shown. The Esterbrook fountain 
pen with renewable nib aroused much interest. ‘“‘Bob’” Wood handled 
this display in his usual suave manner. 

The Haver Corporation.—A comprehensive showing of stencil and 
eebtagrapaie duplicators was demonstrated by S. E. Gregory and Arthur 

eyer. 

Ideal School Supply Company, Chicago, I1l.—Wm. A. Parker and his 
assistants demonstrated the standard items of this line, and made a spe- 
cial attraction of new “Occupational Posters,” in colors. There are two 
series—one devoted to important American occupations, and the other to 
a “History of Communication,” both appealing to the growing minds 
through attractive designs in colors depicting various developments in 
American industry and commerce. 

Jasper Chair Company, Jasper, Ind.—Standard items from this com- 
> school line were shown by Louis T. Koerner, assisted by W. H. 

rown, Chicago representative and his enterprising son. 

Levison & Biythe, St. Louis, Mo.—E. J. Mitchell had charge of this 
display, which showed an extensive line of adhesives and inks, and hekto- 
graphic duplicators. 

Rite-Rite Manufacturing Company, Chicago, IIl.—E. J. Samson 
showed the standard items of this line, and a number of new pencils, in- 
cluding the “Finger-Fit” pencil, designed to assure beginners in writing 
the proper grip for easy and fluent writing. 

Sanford Manufacturing Company, Chicago, Ill.—Representative items 
from this line of inks and adhesives were shown by Russell Carpenter 
and F. C. Schaefer. 

Standard Crayon Manufacturing Company, Danvers, Mass.—School 
crayons were shown by A. C. Sennert, sales manager. 

The Superior Type Company, Chicago, IIl., made a special showing 
of a printing outfit for school work, including a hektographic duplicator 
of moderate price. In attendance were Miss é. J. Palmer, L. G. Warren 
and George Smith, the latter from New York headquarters. 

Tell City Chair Company, Tell City, Ind.—Standard items from this 
company’s lines were displayed by J. H. O'Toole. 

Weber Costello, Chicago Heights, Ill—W. S. Scarborough directed 
the operations of this display, assisted by associates from the home 
office. A wide range of school items was shown, including globes, black 
boards, erasers, crayons, etc. 

Manufacturers in this field who were represented at the convention, 
but did not maintain displays, included the Autopoint Company and 
Automatic Pencil Sharpener Company. 


Among the visitors present at the convention were 
A. F. Krieg of Indiana Desk Company, Jasper, Ind.; 
Louis Joseph, president, Jasper Desk Company, Jasper, 
Ind., and Rowland Waltz of John W. Graham Com- 
pany, Spokane, Wash. 

The offices of the secretary of the National School 
Supply Association have been moved to Room 314, 
Palmer House, Chicago. 

ciientiliiatiibis 
SEATTLE MAN TAKES STORE FOR STAPLING 
DEVICES 

C. W. Bean on March 1 took over the corner store at 
623 Fourth avenue, Seattle, Wash., where he will show 
an extensive line of stapling and tacking devices. 

Mr. Bean recently returned from a trip to the east, 
where he visited factories in which business machines 
are made. He records among his enjoyable experiences, 
visits to the Acme Staple Company of Camden, N. J., 
and the Ace Fastener Corporation of Chicago. He re- 
cently broadened his line and is now Pacific Northwest 
distributor for a large number of special machines. He 
expects to have the largest line of stapling and tacking 
devices on the coast.—CML 














Let your customers 
write your profits UP 


On this page are two interesting products 
of Esterbrook ingenuity. They are being 
advertised to great groups of writing 
people, who know the name “Esterbrook” 
and accept its products with confidence. 
The pen and pencil shown here are strik- 
ingly “different”, and they are practical 
writing tools. To display them is to make 
them move. Write for our merchandis- 
ing plan and full information. 





RE-NEW-POINT 


FOUNTAIN PEN 


One pen, plus its brood of 
interchangeable Re-New- 
Points, gives you an efficient 
supply of writing points for 
all kinds of work. And the 
user may replace it for 25c. 
An extra sale for you, anda 
customer in your store an 
extra time. 


RE-LOADING 
+ 


PUSH PENCIL 


Literally, 2 feet of lead stored 
away,and pushed into writing 
position by a simple motion 
of the thumb. Imagine the 
writing mileage without refill. 
Suggest it with the pen, and 
make two sales instead of one. 


PEN .-ceco $9 and up be} 


PENCIL . s] and up 





at retail, in colors to match 
(Canadian prices slightly higher) 


; 
stertrvvk 


STEEL PEN MFG. CO. 


86 Cooper Street Sd Brown Bros., Lid. 
Camden, N. J. ~~ Toronto, Canada 





























When she hears 


your voice atits best! 


VA) tay } re co + ear err y 
When your secretary hears this new* transcribing 
instrument—when, at a touch of the hand, she brings 
y voice it tl xact pitch which is easiest for 
her to understand—she'll need no selling talk to 
convil that she is listening to a quality of 

product before attained in recorded 
lictat 

The soft with which your voice comes 
to | will I at larity of recording. 

| 

Nuphor Rey tion is tr the most out 
standing nt in 26 years of Dictaphone 

i sy wa 1 photographic preview of this re- 
markal instrument with its otherf interesting 
feature: r the Nuphonic Progress Portfolio. 
It you have the Dictaphone on your desk, lift the 
speaking tube a iSK yOur retary to send for 
this portf t, make a pencil note (bothersome 

+ +? > 1 fT T 

. . . o 

‘ 2W I 1eve } er 
J “W r e tare h 
tT 


THE NEW B-12 


DIL CTAP EONS 
J. &e ANY 
The word DICTAPHONE is the Registered Trade-Mark of Dictaphone 


Corporation, Makers of Dictating Machines and Accessories to which said 
Trade-Mark is Applied 


DICTAPHONE SALES CORPORATION R. 
205 Graybar Building, New York, N. Y 4 
CODE 

I want to see your representative mn 


Please send me your Nuphonic Progress Portfolio 


Name 


Company 


Address 
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SOME MARCHANT WINNERS 

Some of the people who topped the sales perform- 
ance for the Marchant Calculating Machine Company 
during the month of January are: Class A, E. L. Hoff- 
man, Los Angeles; Dwight Cooke, Washington; Hugo 
Bedau, San Francisco; C. G. Peterson, Boston; Harry 
Shifflette, Chicago. 

Class B: Newark, Lawrence Boyd; Minneapolis, 
Frank Winship; Milwaukee, Hugo Schonlau; Houston, 
W. R. Miller, and Seattle, Walter Cooley. 

Class C: Portland, C. A. Gilbert; Baltimore, Alvin 
Rose; Kansas City, Marion Planck; Buffalo, I. N. Mintz; 
Des Moines, Leroy Cook. 

Class D: Louisville, Lawrence King; Olympia, Roy 
Rook; Tulsa, Tom Gannaway; Greenville, Alton Davis; 
Richmond, Arthur Paxton. 

Salespeople to register as leaders are: Helen Bell 
Page, Washington; George K. Nealis, Newark; Lulie 
Dickson, Washington; Walter S. Gans, Jr., Philadel- 
phia; Hall M. Deming, New York City. 


hl 





A View of the New Home of the Royal Typewriter Company's 


Branch in Minneapolis, Minn.—It is located at 216 South Fifth 
street and is under the management of Fred W. Fogg, formerly 
manager of the Royal branch in Springfield, Il. 


_ 


PHILADELPHIA METAL CONCERN IN NEW 
QUARTERS ' 

The Metalstand Company, for some time at 909 Wal- 
nut street, Philadelphia, has removed to 135 North 
Twenty-second street, in that city. 

J. W. Golden, head of the company, has installed in 
the new plant additional equipment so that the trade 
will have assurance of every facility for prompt serv- 
ice. There will be greater production and the new 
plant will give the sponsors opportunity to work out 
the proposed expansion of the line, which consists of 
metal stands for typewriters and other purposes. 

~~ 
DUPACO REPRESENTATION IN WESTERN STATES 

Recently, J. C. Tracy, formerly general sales man- 
ager of the Duplicator Paper and Supply Company, 
Chicago, established the Dupaco Western Sales Com- 
pany at 406 South Main street, Los Angeles, Calif., 
which has taken over the exclusive sales rights for the 
western territory on all products of the Duplicator 
Paper and Supply Company. The territory covered is 
as follows: California, Oregon, Washington, Montana, 
Idaho, Wyoming, Utah, Colorado, Nevada, Arizona, New 
Mexico, the territory adjacent to El] Paso, Texas, and 
British Columbia, Alberta and Saskatchewan, Canada. 
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PAPER IN THE RAW 
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View of Carbon Coating yy ' » Oi — ellis ' — . 

Deportment, Cobamabin Al ER must be “tempered” and seasone d expertly to overcom« 

Ribbon § Carbon Mfg. green’ conditions in moisture, texture and “‘static’’ which fre- 

( oO aa Gle Cove. . 7 7 Y 

Li ad a quently would defeat at the outset the manufacture of a good sheet of 
carbon. 


Resources and facilities for purchasing and seasoning large quantities 
of the proper grade of paper at an even temperature to obtain the 
precise degree of texture and absorption, are possessed by relatively 
few concerns. In possessing all such facilities, COLUMBIA stands 
alone. 


Each sheet which forms the basis of every piece of Columbia Carbon 
is of the exact tensile strength required to be stretched without wrinkle 
and strain on the coating machines. Each possesses the exact degree of 
absorption to take and retain the ink as it is scientifically and uniformly 
distributed over the entire surface. 





Here lie the superiority and uniformity that make it possible and 
profitable for you to sell consistent quality in every box. 


Don’t guess at the quality you're buying now when 
you can be sure with COLUMBIA. Write for 
samples and prices—or list your specific requirements. 


DON'T GUESS—WHEN you CAN BE SUREt..+. § OEee is A DIFFERENCE 


Columbia Ribbon & Carbon Mfg. Co., Ine. Main Office and Factory, Glen Cove, L. I., N. Y. 
Export Department 305-313 East 45th Street, New York City 





COLUMBIA RIBBONS & CARBONS 


aie [cua 
et ern 


LONDON, ENGLAND Fs SYONEY, AUSTRALIA MILAN, ITALY GLEN COVE, N.Y. U.S.A. 


Corner Stones of Quality in the Four Corners of the Earth 
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wee is the dealer in your town who does a thriving 


business and holds the confidence of typewriter 


buyers? 


Is he the dealer who sells any old rebuilt at any price? 


Not by a long shot! 


He's the dealer who sells genuine rebuilts at honest 


prices—and—most likely he is the authorized dealer for 


MASTER GRADE 


UNDERWOODS 


the finest rebuilt typewriters ever made! 


THE WHOLESALE TYPEWRITER COMPANY 
FACTORY AND GENERAL OFFICES: 155 SIXTH AVENUE, NEW YORK CITY, U.S. A. 
Cable: SALETYPE, NEW YORK 














THE 
“CHALLENGE” 
EYELET PRESS 






EYELET REMOVER 


. ae . : 
So Sensible: = Simply place a “Challenge” Eyelet 
on the perforating pin, insert the material, and squeeze the 
handles twice. No first perforation is needed nor desired. 


“ 
So Efficient: On a fair amount of paper the 
**K-O” does exactly as fine a job as does the *‘Challenge”’ Eye- 
let Press, which is conceded to be the fastener par excellence. 
I 


” ” Se . 
So Convenient: This tool also removes and re- 
deems set **Challenge”’ Eyelets, whether the work has been 
done with the *“*K-O” or with the Press, more sheets may be 


added and the original eyelet reset. 


It lists at $2.50, individually packed, with a box of 200 No. 1 


“Challenge” Eyelets. 5-Year Guarantee. 


Edw.L.Sibley Mfg. Co. Ine. 


BENNINGTON VERMONT In Two Sizes: No. 1 50 Sheet C apac ity 
No. 2100 * 
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A BRIEF HISTORY OF “SPIRAL BINDING” 

Frank Amato, a young Italian who had conducted a 
business in Egypt for several years following the World 
War, settled in the United States ten or twelve years 
ago as an importer of Italian leather goods. Returning 
from a trip abroad some time later, his attention was 
arrested by a note book in the hands of a friend. The 
book was fitted with a spiral spring used as a binding. 
The idea appealed to him strongly. He sensed the pos- 
sibilities of applying it to a wide variety of uses and 
determined to investigate. 

A search revealed the fact that the spiral binding 
method was originally conceived in France and that 














Frank Amato 


the basic patents were German. He acquired the Amer- 
ican manufacturing rights and went back to Italy for 
the purpose of raising money to finance the project. 

(Editorial Note—Some time previously, samples of 
spiral binding were received by Office Appliances and 
submitted to several manufacturers in the United 
States. None evinced any interest in the idea.) 

Three years ago Mr. Amato established the Spiral 
Binding Company at 270 Lafayette street, New York, 
N. Y. In his office were a second hand desk, a type- 
writer, some files and a part-time stenographer. His 
production equipment consisted of a few pieces of im- 
ported machinery. Difficulty was experienced in obtain- 
ing capable salesmen. Many tried without success. 
After about six months the business began to show a 
sufficient development to justify a belief that the spiral 
binding idea would be accepted. 

The first spiral bound item that received approval 
was the stenographer’s note book. When Mr. Amato 
and some friends met to discuss the future possibilities 
of spiral binding, the general opinion of the friends 
was that its only field was such commercial items as 
stenographers’ note books, composition books, memo 
books, etc. In contrast, Mr. Amato thought that it also 
had a big future in binding catalogues and other spe- 
cialty items. Accordingly, he suggested arrangement 
with a firm properly equipped to take over the manu- 
facture of the commercial items, a procedure that 
would permit him time to concentrate upon the cat- 
alogue work. 

Arrangements were made in conformity with the 
suggestion and the volume in catalogue and magazine 
work soon vindicated Mr. Amato’s judgment. The orig- 
inal plant was enlarged and subsequently plants were 
established in Chicago, San Francisco, Philadelphia 
and Boston, with an annual production said to be in 
the millions of pieces. Appropriately, the Chicago 
factory is under the management of the friend who 
showed Mr. Amato his first piece of spiral binding on 
board ship. 
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ROTOSPEED combines 


SIMPLICITY» ECONOMY 
nan AUTOMATIC DUPLICATOR 








meROTOSPEED MODEL B 


..the last word in 


Automatic Duplicating 


Modern business-men know the grief of trying to 
get efficient work from complicated duplicators. 
They know how difficult it can be to train an 
operator—how soon an expensive machine can 
fall into dis-use because it is hard to operate. 


ROTOSPEED KNOWS THESE THINGS, 
TOO, and has perfected an automatic duplicator 
that is: First, simplicity itself to operate; 
Second, gratifyingly moderate in price. It is 
obviously to your advantage to handle the 
machine so closely patterned to today’s needs. 

The ROTOSPEEDMODEL “B” is inked by 
a new self-containing unit revolving on the in- 
side of the cylinder. Paper feeds automatically 
at each forward turn of the handle. Silent, 
swift. Compact; total weight about 27 pounds. 
Finished in Crackle Black and Nickel. 

WRITE for further information on_ the 
MODEL “B” AUTOMATIC and on the other 
3 ROTOSPEED MODELS. We will send you, 
too, full information on ROTOSPEED SUP- 


PLIES. 
The 


ROTOSPEED CO. 


343 S. Wilkinson St., DAYTON, OHIO 
Duplicating Machines & Supplies Since 1912 
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HOTEL McALPIN SINGLE ROOMS WITH BATH FROM §$2.50 


COLLEGE STORES 
THE N.A.C.S. CAN 
SAVE 
YOU MONEY 


Plan now to attend our 
FIRST 
ANNUAL BUYING CONFERENCE 
April 24, 25, 26 


Hotel McAlpin New York City 


You will find the largest gathering of 
school supply manufacturers and distrib- 
utors ever assembled under one roof. 
You will have an unusual opportunity to 
buy advantageously. 

Kor turther information concerning our 
Buying Conterence or Organization 


Address 


NATIONAL ASSOCIATION 
OF COLLEGE STORES 


DONALD G. LYMAN, Executive Secretary 
2960 Broadway 





New York City 
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A NEW HOUSE ORGAN 

Marchant Math-Mechanics B* is the name of a new 
house organ just gotten out by the Marchant Calculat- 
ing Machine Company, Oakland, Calif. B* is the alge- 
braic equivalent of the Marchant code. The publica- 
tion is dated January, 1935. 

The little magazine opens up with an article by the 
chief engineer on “D’’ Model Service Progress. This is 
followed by the President’s Personal Page, in which he 
sends a message to the Marchant workers in all fields 
and requests that any information or experiences of 
interest be forwarded to the company. To each of ten 
leading contributors through the year, a deluxe bound 
copy of the entire volume of Marchant Math- 
Mechanics will be given. 

Portraits of four district managers and one sales 
woman were presented on page four. On the following 
page, President Jessup notes the passing of the twenty- 
fourth year of the company’s history. 

There is an article on the Marchant in the Depart- 
ment Store and finally, a back cover page with striking 
illustrations showing the characteristics of Marchant 
quiet automatic calculators. The two pictures have 
been made up into blotters which are available to 
agents and dealers. 


—»>— 

BROWNE-MORSE APPOINTS NEWARK FIRM AS 

AGENTS 

The appointment of Grover Bros., 196 Market street, 
Newark, N. J., as the exclusive distributor of Browne- 
Morse steel furniture was recently announced by Cal 
Cameron, eastern representative of the Browne-Morse 
Company of Muskegon, Mich. 

Mr. Cameron feels that this is a particularly advan- 
tageous hook-up for both concerns, as Grover Bros., 
who have been in business for over half a century, 
possess not only a most favorable location in the heart 
of the city, but for years have maintained a reputation 
for selling quality merchandise only. 

cmdeitieiaiamie 
ANTIQUITY OF POSTAL RATES ON DUPLICATED 
FORMS 

When duplicating devices were first marketed, the 
post office required that the product be mailed at first 
class letter rates. In 1879 the regulations were changed 
permitting hektographic and stencil processed letters 
to take the third class rate. This change included sten- 
ciled letters done by the electric pencil process and the 
Papyrograph. It will be recalled that the early work 
done by the late A. B. Dick employed an electric pencil, 
consisting of a vibrating needle operated by an electro- 
magnet. The Hektographic machine of those days was 
known as the Papyrograph. 

STATIONER LEADS CAST OF LONDON DRAMA 

“Touch Wood,” a London drama of the day, has a 
stationer for its leading character, said the Booksellers, 
Stationers and Fancy Goods Journal, Melbourne, Aus- 
tralia. He is said to be a typical English stationer, but 
not a pen picture of the stationer of the Antipodes. 
The Bookseller says that the hero is not a pen picture 
of most of Australian stationers, who are among the 
keenest and smartest of citizens and dress almost as 
well as the Prince. 

> 
TERMITES EAT UP THEIR HISTORY 

A news report from Oklahoma City, Okla., states that 
a government pamphlet on termite extermination at 
the city library had been eaten by termites. How un- 
grateful! These are the “bugs” which have been 


brought to the fore in the discussion waging regarding 
wood and steel furniture in some of our lead articles. 
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HIGHEST 
QUALITY 


PINS 


| PAPER CLIPS 
BRASS FASTENERS 


S) THUMB TACKS STAPLES 























Write for Price List 11354, 
Describing and Quoting 
Our Complete Line 





Vail Manufacturing Company 
1752-58 East 75th Street, Chicago, IIl. 
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Why Not Try 
SHIPMAN-WARD’S 
Super-Grade PLATEN? 


of typewriters and adding machines, are made of a 
composition with a special texture which finishes 
with a velvety gripping surface. Combined in 
this composition is a patented chemical which 
preserves the rubber just as chromium preserves 
steel. It prevents the rubber from hardening and 
causes it to retain its life and resiliency much 
longer than the ordinary platen. 

We are able to guarantee any dealer that this 
platen can be kept by him in stock for one year, 
and if at the end of this time the rubber is not as 
live and resilient as when he first received it we 


ALL MAKES TYPEWRITER PARTS 


4401 RAVENSWOOD AVENUE 





ENAMELING 


Shipman- Ward Super-Grade Platens, forallmakes will be glad to refund his money or recover his 


platen free. 

Shipman-Ward Super-Grade Platen is a climax 
of twenty years’ experience. Every platen is sub- 
mitted to a scientific hardness test in the factory 
to insure correct resilience and uniformity. 

SAME DAY SERVICE 
No waiting—no delays for you or your customer. 
We guarantee to recover and ship to you all 
platens sent to us on the same day that we 
receive them. A trial order will convince you of 
the quality of our platens and the service we are 
able to give. 


NICKEL PLATING TOOLS 


WRITE TODAY FOR COMPLETE PARTS CATALOG 
UNDERWOOD AND ROYAL TYPEWRITERS 
SHIPMAN-WARD MANUFACTURING CO. 


CHICAGO, ILLINOIS 


SUPPLIES 
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A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 






Glad to send catalog 


Jasper Seating Co. 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 


CHICAGO: L. H. Farber 
7610 Phillips Ave. 
Telephone SAGinaw 5027 




















CARD INDEX GUIDES 
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Finest Quality Lowest Price 


Send for samples 


IMPERIAL METHODS CO. 


FOREST PARK, ILLINOIS 


Western Representative 
«. J. Schubert, Jr. 
307 KE. Third St. 

Los Angeles 


(-erard D. White 
100 Worth St. 
New York City 
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Show Your Customers 


GRAPHIC 
CONTROL 
of PROFITS 


with ACME VISIBLE 
RECORD EQUIPMENT 


Ten Divisions—covering all control and record needs: 





















1. Acme All Steel Visible Record 6. Acme Transparent Tube FE quip- 
Cabinets ment 

2. Insite Visible Record Cabinets Acme Flexoline Listing Fquip- 

’ . ment 

s. Insite Stagger-Lock Equipment 8. Acme Da-Log 

4. Visible Card and Listing Books| 9 Acme Signals 


». Insite Visible Card Books ' 10. Printed Forms 


Ask for the new Acme folder 


7 WAYS TO PUSH UP PROFIT 


It tells all—proves all—about the many sided service offered by Acme 
Equipment 


Dealer Territory Open. Some good territory open for progressive dealers 
who can qualify Address 


ACME CARD SYSTEM COMPANY 
8 South Michigan Avenue Chicago, U. S. A. 






STATIONERS / 175 your 
LINE... EXCLUS/VELY/ 


“STEEL-STRONG”’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY...... 


Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat'l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG “PRODUCTS 










“el AWANUAL 
‘| COIN 
“| COUNTER 














Bill STRAPS 


THE C.L.DOWNEY CO. cincinnati.o. 






















MARCH, 1935 


JOE GRADY TAKES CHICAGO OFFICE FOR HARTER 

J. E. (Joe) Grady, one of the most vigorous and en- 
terprising men the industry has produced, has returned 
to the office equipment field through his appointment 
as distributor for The Harter Corporation in the Chi- 
cago area. His headquarters are at 1400 Fulton street. 

Mr. Grady’s first connection in the field served by 
this publication was with the Rockwell-Rupel Com- 
pany, later known as the Rockwell-Wabash Company, 
one of the earlier concerns engaged in the manufacture 
and sale of loose leaf devices and filing cabinets. Later 





J. E. Grady 
Photo by Morett 


they sold typewriters, which gave Mr. Grady his intro- 
duction to a field of endeavor in which he achieved a 
reputation for initiative and accomplishment far out 
of the ordinary. Leaving the Rockwell-Wabash Com- 
pany, he went with the Oliver Typewriter Company as 
assistant to the president, Lawrence W. Williams. That 
was a stepping stone to going into business for him- 
self. He left Oliver and organized the Rebuilt Type- 
writer Company which he operated successfully until 
he sold the business and entered other fields. He is 
happy to be actively engaged again in the sale of office 
equipment and has plunged into his new tasks with 
all the enthusiasm which made his own venture years 
before so outstanding. 
— J 
BUSINESS SHOW AT DES MOINES IN MARCH 

A business show is to be held at Des Moines, Iowa, 
the week of March 4, conducted by distributors of 
office equipment located at the Iowa capital. The show 
will be held in what is known as the Brinsmaid build- 
ing. The space aggregates 10,000 square feet, and 
affords a good arrangement for a business show. The 
program and publicity committee includes A. P. Taylor 
(Dictaphone Sales Corporation); H. E. Russell (The 
Office Equipment Company),and L.R. Varner (Address- 
ograph-Multigraph Sales Agencies). The housing com- 
mittee comprises G. F. Romy (International Business 
Machines Corporation); K. W. Gaar (Gaar Brothers 
Typewriter Company); R. V. Blair (Addressograph- 
Multigraph Sales Agencies). The show is sponsored by 
office equipment manufacturers and allied industries, 
working in co-operation with the Des Moines Register 
and Tribune. 

There will be two executive nights, at which admis- 
sion will be by card only. As an educational program 
there will be special days and evenings also for high 
school students. There will be typewriting, dictating 
machine and other contests. 

The Des Moines show will have a model office girl 
contest, in which dress, personality, general appear- 
ance, carriage, posture, will be considered. The grand 
prize will be a trip to Chicago. 

In late February the following exhibitors had been 








Cash in on 


THE 
SEAL OF 


‘QUALITY 


© Build up a bigger 
business on the 
“line that repeats!” 


GRAND PRIZE 
CARBONS and RIBBONS 


make “comeback” customers 
v 


PACIFIC CARBON AND 
RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, Pres. 
Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 


Chicago Office: New York Office: 
608 So. Dearborn St. 42 Exchange Place 


Boston Office: Los Angeles Office: 
66 Franklin St. 406 So. Main St. 


Denver Office: Atlanta Office: 
1030 15th St. 503 Volunteer Bldg. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 


WE DO OUR PART 
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Your Customer's Interestin 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and public buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” Our recent catalog No. 9 illustrates and describes 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. Putting them in your 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


JASPER 
INDIANA 


Chicago Representative: 
W. H. Brown, 
6708 Glenwood Ave., 
Tel. ROGers Park 3644 





No. 847 


























OFFICE APPLIANCES 


signed up: The Office Equipment Company, displaying 
the Edison-Dick Mimeograph process, Automatic type- 
writer, “Lightning” letter opener and sealer, and the 
Varityper. 

International Business Machines Corporation with 
its line; Dictaphone; Ediphone; Addressograph-Multi- 
graph; Woodstock Typewriter Company; Underwood 
Elliott Fisher Company; L. C. Smith & Corona Type- 
writers Inc.; Zaiser’s Stationery Company; Koch 
Brothers and others. 

The publicity program includes news items in the 
Register and Tribune, including a full page in the roto- 
gravure section the Sunday preceding the show; radio 
announcements over Iowa Broadcasting Company sta- 
tions at Marshalltown, Waterloo and Des Moines. 





Walter W. Pennels, Royal Typewriter Company Branch Manager 

in South Bend, Ind., Decided to Celebrate Making His Quota 

for 1934 and Christmas at a Banquet for the Office Force and a 

Few Guests.._They are pictured here with Manager Pennels 
at the head of the table. 


—__~+>_ 


DES MOINES MAN HANGS UP FINE RECORD 

A capital record has been achieved by B. J. Bristoll 
of Koch Bros., Des Moines, Ia., and we are told that 
dividends have been received regularly by the stock- 
holders of Koch Bros. because the firm, largely on ac- 
count of the dynamic personality of Mr. Bristoll, has 











B. J. Bristoll 


succeeded in overcoming the difficulties of the times 
and has made money every year since 1929. 

B. J., as he is familiarly known to his many friends, 
has been on the job day and night during the last four 
years. He still finds time to indulge in one of his pet 
hobbies. He is an ardent horseman and every morning 
long before the average man arises he can be found 
on the bridle paths about Des Moines. We understand 
that he is also an ardent devotee of golf. 
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GREAT COLUMBIA LINES 











Columbia 


COLUMBIA 
COLU MBIA-APEX 


ATLAS 





Commercial Grade 


DEALERS EVERYWHERE ACCLAIM THE 
SUPERIOR CONSTRUCTION FEATURES OF THE Columbia 


Standard Grade | Equipped with 

{ Progressive Roller 
Bearing 
COLU MBIA-COLONIAL Utility Grade Suspension 


Non-suspension 


Combinations to meet any requirements 
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Apex 








Columbia PrP. 0. Box 2211 


Colonial 


Columbia Steel Equipment Co. 
Office and Showroom 

Lincoln-Liberty Building 

N. E. Corner of Broad and Chestnut Sts. 


Philadelphia, Pa. 





Atlas 











WHAT THEY ARE SAYING ABOUT 
Cleangrip 


CARBON PAPER (Patent Applied for) 


FLASH—PACIFIC COAST: 
**I have been using a sheet of CLEANGRIP here at 
my desk and what you say about it not curling is 
true alright—other sheets that I have been test- 
ing have 

“ROLLED UP AND AWAY” 
but the CLEANGRIP is flat and ready to use. So 
even in this climate CLEANGRIP holds its head 
high.”’ 


FLASH—MIDDLE WEST: 

**I might say that I did get wonderful response to 
the CLEANGRIP feature everywhere I showed it 
and believe it has immense possibilities.” 


FLASH—EASTERN COAST: 

“The more that I see and show the new sheet 
(CLEANGRIP) the more I am sold on it. Every- 
one likes it and it is a winner. I have sold a lot of 
it so far.”’ 

DEALERS: THINK what it would mean to you to 
supply typists with CURL-RESISTANT Carbon 
Paper—clean to handle—free from wrinkling and 
treeing troubles. 

ACT promptly. There may still be a CLEANGRIP 
Agency open in your City. Write now for detailed 
information. 


LR 


vs 


Manufactured Exclusively by 


© caasow sneer 


PROCESSED EDGES CURL RESISTANT 


<i 


Cue pxoRIP 


CARBON 
PAPER 





THE PERFECT CARBON SHEET 


H. 4. Storms Company 


Makers of ‘The Complete Line” 


561 Grand Avenue 


of Carbon Papers and Typewriler Ribbons 


Brooklyn, N. Y. 
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Pool the ship- 
ment with your 
order of New 
Indiana Chairs 
and save time 





and freight. 


A good thought, a good idea well ex- 
pressed, is well worth repetition. For 
this reason, we are featuring this No. 
900 series again for the benefit of those 
who have not as yet ordered a sample. 
Do not overlook this good bet, for it 
will be a money maker for you. Every 
dealer who has bought a sample has 
sent a repeat order. Write for prices 
and full particulars. 






No. 900 series is made in Flat 
Top (4 sizes), Double Flat. 
Single Pedestal Flat (2 sizes) 
Pedestal Typewriter, Drop- 
head Typewriter (both dou- 


INDIANA DESK COMPANY > and cinco patent 


JASPER, INDIANA 


Tables (5 sizes). 








NEW 
INDIANA 
Office 
CHAIRS 










Your investment 
in these chairs 
for stock and dis- 
play will be most 
profitable 


No. C-301 


Popular numbers of good quality at moderate 
price, these chairs sell in profitable volume if 
you have them at hand for exhibition and 
prompt delivery. Made in solid walnut, quart- 
ered oak or birch. You can have them included 
in pool shipments with Indiana Desks. Write 
for catalog showing extensive line of chairs for 
office executives, stenographers and _ teachers, 
and tablet arm chairs 


New Indiana Chair Co. 


JASPER, INDIANA 

















“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. &. Patent 1,782,622. Canadian Patent 324.059. Other patents pending ) 
All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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IMPERIAL MANUFACTURING COMPANY 
OPENS IN CHICAGO 


Imperial Manufacturing Company, manufacturers of 
typewriter ribbons and carbon paper of Newark, N. J.., 
and New York, N. Y., have established a Chicago 
branch at 19 South Wells street, Chicago, with James 
B. Clark in charge. 

The Chicago office will do a strictly wholesale busi- 
ness. It will carry a complete stock and ship to points 
throughout the middle west. 

Mr. Clark has sold inked ribbons and carbon papers 
for more than twenty years, most of his experience be- 


) 


| 





James B. Clark 
(Moffett Photo) 


A. L. Depke 
(Moffett Photo) 


ing direct to the user. Now in selling at wholesale he 
is in a position to give the trade the benefit of his 
direct selling experience. 

Associated with Mr. Clark is A. L. Dopke, who serves 
as contact man for dealers. His task is to work with 
the dealers in selling ribbons and carbons to their cus- 
tomers. He has had several years of experience sell- 
ing ribbons and carbons direct. 

The appointments were announced by Otto Kretch- 
mer, president of the company, who spent some time in 
Chicago making the necessary arrangements. The 
new office opened for business the first of March. 


> 
A TRIBUTE TO THE LATE GEORGE L. DAVIS 


Many of the friends of George L. Davis, late presi- 
dent of Adams, Cushing & Foster, Boston, who died in 
1932, have expressed the wish to have in permanent 
form the record of a complimentary luncheon to 
Walter F. Cushing by the latter’s business associates in 
the company named in recognition of Mr. Cushing’s 
sixty years of service in the stationery business. This 
luncheon took place on October 14, 1931, at the Boston 
Chamber of Commerce, George L. Davis presiding. 
These friends look upon that event as typical of the 
genius and personality of Mr. Davis. 

In view of the wishes mentioned Mr. Cushing has 
consented to the printing of a booklet reporting the 
speeches and events at the luncheon as a tribute and 
memorial to the personality of George L. Davis. The 
booklet bears the title, “After Sixty Years,” and is 
printed on high grade white stock and is bound be- 
tween flexible white covers. 

Accompanying the booklet is a tribute to the mem- 
ory of Mr. Davis by Charles P. Garvin, and other trib- 
utes from H. C. Whittemore and Horace B. Van Dorn. 

Mr. Cushing takes occasion with the publication of 
the booklet again to express his appreciation to the 
speakers and others who attended the banquet, and to 
those who sent letters and telegrams. 
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G/W steel desks combine quality, 
economy, and fine appearance. 


There is a GW steel file for every 
business need and price range. 


A Profitable Line of 
Steel Office Furniture 


Dealers selling our products are able to offer their customers a 
great variety of dependable merchandise—all bearing the 
same nationally known name—Globe-Wernicke. Our 
products are sold through dealers and we do not compete with 
them. No other manufacturer has such a complete line of 
office equipment and supplies. 


For example: Globe-Wernicke steel office furniture includes 
a wide range of standard and special business equipment— 
filing cabinets, tabulating machine card sections, counters, 
high line, vertical, and horizontal sections, book shelf units, 
document files, roller shelf cases, transfer cases, bookcases, 
Cello-Clip map and plan files, storage cupboards and ward- 
robes, desks, tables, steel shelving, railings, gates, and parti- 
tions, as well as visible record equipment. 


Dealers are invited to write for a copy of our catalog of steel 
office furniture, prices, and discounts. 

















G/W sectional bookcases permit 


GW storage or wardrobe cabinets 
expansionto meetindividual needs, 


meet every storage requirement, 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS O} ( } 4 ITEM NIERT 
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The NEW J-30 


NEVA ||(#/ CLOG 














STAPLING PLIER 





Price $3.50 


THOUSAND words would not de 

scribe to you all of the features and ad 
vantages of this new NEVA-CLOG Plier. 
You will have to see it, feel it, use it, test it. 
It will sell itself to you on its face value and its 
performance. Get your orders in promptly for 
stock and salesmen’s samples. 


You and your salesmen can start out fresh and 
cover your whole prospect list with something 
new, and very, very saleable. It is starting a 
new type of business that repeats and increases. 
When you get it started, you can't stop it. 
We'll help you go to work. 


SPECIFICATIONS: 


Length 5 in Height 2%4 in Thickness 34 in 
Weight 9 oz Stapling Depth 2 in 

Load 105 NEVA-CLOG DJ-340 Staples 

Satin nickel finish 


NEVA-CLOG 
STAPLING PLIERS 





No. J-30 Display — Free with order 


1 useful as the machine it is designed 


This display is as modern anc 
The silver is a 


to sell. Processed in red, blue, black and silver 


hint for your cash register 


DISPLAYS, FOLDERS AND NEW COMPLETE 
CATALOG READY. WRITE 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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RETAIL SALES UP FOURTEEN PER CENT IN 1934 
Retail sales for the United States are estimated at 
$28,548,000,000 for 1934 as compared with $25,037,000,000 
for 1933, an increase of fourteen per cent, according to 
a statement by C. T. Murchison, director, Bureau of 
Foreign and Domestic Commerce, United States De- 
partment of Commerce, based upon estimates prepared 
by Nelson A. Miller, Chief, Retail Trade Section, Mar- 
keting Research and Service Division of the Bureau. 

Based upon the most reliable current available sta- 
tistics, constructed trade by trade to arrive at a United 
States total, each kind of business substantially in- 
creased its sales in 1934 over 1933. While the general 
trend of retail sales in 1934 was upward, the rate of 
increase varied greatly among the different trades. 

For example, the catalogue sales of mail order 
houses ranked first with a twenty-five per cent in- 
crease, the automotive group was second-ranking with 
a twenty-two per cent increase, with restaurants, ap- 
parel stores, farmers’ supply and country general 
stores, and furniture and household stores, ranking 
next with an increase of eighteen per cent each. Low- 
est increases were registered for 1934 in the food group 
with seven per cent and variety stores with nine per 
cent, according to the Bureau’s compilation. 

Total retail sales in 1934 recovered to a point where 
they were fifty-eight per cent of the 1929 total. They 
had reached a low point during the depression in 1933 
when they were but fifty-one per cent of the 1929 total. 
The low point was reached in 1933 in all groups with 
the exception of the following: farmers’ supply and 
country general stores, mail order business, variety 
stores, automotive group, and furniture and household 
stores. 

These groups reached the low point in 1932 and each 
of them showed an increase in 1933. The recovery in 
1933 of these five groups laid the foundation for the 
general increase in 1934 and was responsible for the 
fact that total sales in 1933 were but two per cent 
below those of 1932, it was stated. 

The retail groups hit hardest during the depression 
were the furniture and household group with a low 
point in 1932 of thirty-two per cent of the 1929 sales, 
jewelry stores with a low point in 1933 of thirty-three 
per cent, farmers’ supply and country general stores 
with a low point in 1932 of tHirty-three per cent, and 
the lumber, building, and hardware group with a low 
point in 1933 of thirty-five per cent of the 1929 sales. 

The groups least affected by the depression were va- 
riety stores, with a low point of seventy-three per cent 
of their 1929 sales, restaurants and eating places, sixty- 
seven per cent of their 1929 sales, and second-hand 
stores with seventy-one per cent of their 1929 sales. Of 
these groups, variety stores, largely composed of chain 
organizations, lost less than any during the depression. 
A part of their lost ground had been recovered in 1933 
when their sales registered an increase over 1932. 

— 
THE TIME CLOCK STOPS IN GERMANY 

A report from Gotha, Germany, states that the time 
clock has been abolished from Germany, as a bad influ- 
ence from the United States. In place of the time clock 
workers will be called to their tasks by bugle calls. Dr. 
Robert Ley, trade union commissioner, is reported as 
saying: “The degradation of working men and women 
to mere file numbers was brought about by Marxism 
and by capitalism from overseas. .. . We are going to 
put labor on a personal basis in Germany.” The com- 
missioner referred indirectly to the United States as a 
bad influence because of the introduction of the time 
clock and other “soulless” labor systems. 
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WINNING NEW Se WHY DON'T | 


CUSTOMERS GET THAT 
v SPOTLIGHT ? 





BERKSHIRE TYPEWRITER PAPERS have been 


recognized for over forty years as the standards SORRY, THEY RE 


of excellence 


Each year their quality and uniformity have won USING IT ON 
new customers for those dealers featuring this 
nationally known line : : THE NEW 
—_ sample Book and Price List } ROYAL 
EATON PAPER CORPORATION , § PORTABLE! 


ry 


Write + > B 





er Department 


PITTSFIELD,MASS. 





















Profits you can have 


Lawyers, physicians 
and business men 
have constant need to 
hang up pictures, draw- 
ings. charts and other 
things, without § marring 
woodwork or walls. 

Wherever displayed, they 
will buy the world-famous 


Moore 


Push-Pins 


Aluminum and Glass Heads, and 


Push-less Hangers 
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POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 
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Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 


“Vertex” Pockets will 


satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 
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Our compact Revolving Cabinet, 
holding 72 window-front Pack- 
ets, makes constant sales. Get 
one from your Jobber. 

Write for a supply of our Book- 
lets, ““The Home Beautiful,” 
imprinted with your name, 
to give to your customers. It 
will bring new business to 
you. 


MOORE PUSH-PIN CO. 


113-125 Berkley St. Philadelphia, Pa. 
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The 60-inch Desk 
from the No. 2100 
Series in Walnut 


IT’S TIME TO 
BUILD UP STOCK ... 


With the continued improvement of business, executives 






are rapidly replacing outmoded office furniture. 


These decisions are made quickly. The minute your cus- 
tomers are ready to buy they want prompt service. Imper- 
ial Desks of friendly wood meet their ideas of style, utility 
and price. , 


Be ready to handle this business. Build up your stock of 
Imperial Desks, Tables and Matched Suites. Write today 
for Portfolio No. 31, if you do not have it, and take ad- 
vantage of the new opportunities for office furniture 
profits. 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 





LOOSE SAV Zul LEAF 


EQUIPMENT 





MACHINE POSTING 
BINDERS and FORMS 


Our New Catalog of Machine Post- 
ing Equipment illustrates and de- 
scribes many new items—distinc- 
tive types of devices and forms that 
represent the last word in speed and 
utility. Send for your copy today. 
Agencies Available 
Exclusive protected territory is avail- 
able to active established dealers. Com- 
plete Catalog and full details on request. 


THE C. E. SHEPPARD CO. 


4401-4429 Gre, 
Twenty-First St. oms® New York 


Long Island City 
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WARSHAW 


INDEX CARDS 


rotary cut on all four sides and 
wrapped in Cellophane still show 
the way to modern packaging. Strik- 
ing in sales appeal—a package of 
Warshaw Index Cards is always as 
fresh as the day they were cut 
never discolored, dirty or faded. 


This adds to the quality—price ad- 
vantage. Get samples today. 





FOLDERS! 


Strong grade manilla 
round cornered—ac- 
curately scored—excel- 
lent workmanship 
competitive prices. * 





MFG. CO., Inc. 


ONE MAIN ST. 
BROOKLYN, N. Y. 








IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


NOW IN ADDITION TO 
DESKS, CHAIRS, FILES, GUIDES 
AND FOLDERS, YOU CAN GET 
STAPLING MACHINES & STAPLES 





FROM 


NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 











ponte 


WARS HAW 
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MINNEAPOLIS STATIONERY BUSINESS RECOG- 
NIZED AS A “HOME” INDUSTRY 

The Japs-Olson Company, Minneapolis, Minn., was 
referred to in the Minneapolis Star for Monday, Feb- 
ruary 4, 1935, as a “firm operating a factory and store 
which ships products throughout the Northwest and 
earns profits which remain in Minneapolis.” G. F. 
Olson, president of the company, is quoted as saying 
that his organization spent more than $220,000 for 
wages and material in 1934. Because the company is 
owned by Minneapolis citizens, the profits “remain at 
home as a community asset.” 

“The Japs-Olson Company,” the article continues, 
“operates a factory at 417 South Seventh street and a 
stationery store on the ground floor of the Chamber 
of Commerce Building. Products are shipped from 
Minneapolis all over the Northwest, principally to grain 
elevators, banks and creameries. 

“The firm specializes in grain and elevator forms and 
books, county forms and record books, as well as bank 
and creamery forms. In Minneapolis it sells a general 
line of commercial printing, featuring loose-leaf forms 
and loose-leaf binders. Japs-Olson own one of the) 
four largest lithographing departments in the North- 
west. 

“Almost all the materials purchased by the company 
come from Minneapolis wholesalers. Business in- 
creased 15 per cent in 1934 over 1933, and the firm’s 
records show it has made a substantial increase in | 
business this January over the same month in 1934. | 

“All of the concern’s officers have grown up in the 
business, starting as errand boys. They were admitted 
into the firm as officers and stockholders in 1927. Be- 
sides G. F. Olson the officers are Frank Beddor, vice- 
president; Charles G. Strand, vice-president; H. S. Fall, | 
secretary, and E. H. Olson and Otto Japs, directors. 

“The president originated the idea of selling grain 
elevators a complete bookkeeping system which obvi- 
ated the necessity of rural grain men having to have 
special forms made and also helped to standardize 
bookkeeping in the country elevator business. The} 
innovation resulted in a very substantial saving for 
country grain elevator operators. 

“The company occupies a full basement and three 
stories in its factory. The factory and store employ 
sixty persons. The factory is filled with over sixty 
printing, binding and lithograph machines. 

“The present business grew from an organization 
located at 305 Fifth avenue S. in 1909. At that time 
five persons were employed. It expanded in 1912 and 
again in 1919, when the present factory building was 
purchased.” 


—_<g>—— 


BOOKLET ABOUT LEATHERS 


For dealers who sell leather covered furniture, the 
Eagle-Ottawa Leather Company of Grand Haven, 
Mich., has issued an informative booklet about leathers, 
their tanning and the various processes of surfacing. 

The booklet enables dealers to differentiate leathers 
and to suggest selection best adapted to usage to which 
they are put. 

In a letter to office furniture dealers, the company 
states that in the leather covered furniture and tables 
shown at the January Furniture Market in Grand 
Rapids, in which, of “593 leather pieces shown, 535 were 
covered with Eagle-Ottawa leather.” 

The company operates tanneries at Whitehall and 
Grand Haven, Mich., and produce leather in a wide 
range of finishes and colors for practically all purposes 
for which leather is used. 


Co, 
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To the well-known 
line of Higgins’ Col- 
ored Drawing Inks 
three new colors have 
been added: Blue 
Green, Light Brown and 
Lemon Yellow. The name of 
the former Green has been 
changed to Emerald Green, of the Brown to Dark 
Brown and of the Yellow to Chrome Yellow, with 
no change in hue. Note this: 


NEW COLOR LISTING 





CARMINE LIGHT BROWN WHITE 

SCARLET ORANGE EMERALD GREEN 
VERMILION CHROME YELLOW BLUE GREEN 
BRICK-RED LEMON YELLOW INDIGO 

DARK BROWN NEUTRAL TINT VIOLET 


Each color is easily identified by attractive new 
labels of modern design with lettering correspond- 
ing in style to the lettering on the familiar Higgins’ 
drawing ink cartons. New envelope size color 
cards (no charge for imprinting) are ready as is a 
new Color Display Card. 


Fill Out Your Stock — Bring It Up to Date. ORDER NOW! 
CHAS. M. HIGGINS & CO. INC., 271 Ninth St., Brooklyn, N. Y. 


HIGGINS’ trericcn 
PTAVAINCMINLS 





CARBONS 
and 
RIBBONS 


OUR 1935 BOOKLET 


An Aid to Greater Carbon Paper 
and Typewriter Ribbon Sales. 
We will be glad to mail a copy of this 


booklet to all dealers interested in 
promoting greater sales for 1935. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 
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fot [ALITY FILING St PPLIES ) 


PRESSBOARD 
GUIDES 
METAL TAB 


PLAIN TAB 
CELLULOID TAB 





DURATEX 
FILE FOLDERS 


(THE BEST MADE) 


TUFTEX 
FILE FOLDERS 

(THE NEXT BEST) 
WRITE for SAMPLES and CATALOG 
SEND US YOUR INQUIRIES 
FOR SPECIALS ON 

FOLDERS AND 
GUIDES 
PROMPT 
SERVICE 























PRODUCERS 
GREEN-EDGE 
STORAGE FILES 
¢. L. BARKLEY & CO. 














MANUF ACTURERS—FILING SUPPLIES 
517 SOUTH JEFFERSON STREET * CHICAGO 








WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 


cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






7 0.8.8 0) 0 omer or ve vn oe 


Airmail No. 1—Capacity 1 lb. x 4% oz. with computing chart. 
Airmail No. 4—Capacity 4 lb. x % oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x 4% oz. without computing chart. 


Computing chart shows all mail and parcels post rates up to full capacity 
Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Mlinois 
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SENGBUSCH DISPLAYS WELL RECEIVED 
A group of five display pieces, presenting individual 
Sengbusch products, and a large background piece for 
ensemble window displays, are being featured this 





No. 106 Counter Card, One of Five New 
Sengbusch Display Pieces 
month by dealers of the Sengbusch Self-Closing Ink- 
stand Co., Milwaukee. 
In addition to full windows the pieces are being used 
individually on counters and in composite window 
displays. 





“Pritchard Office Supplies” Basketball Team.— At the time 
of going to press this team had a record of winning twenty 
out of twenty-two games played this winter. It is spon- 
sored by the J. W. Pritchard Company, 216 West Jackson 
boulevard, Chicago, Ill. The team is entered in the Chi- 
cago Evening American Tournament (Commercial Divi- 
sion) which requires that all players be actual employes 
of the sponsoring company. Several of the players are 
members of Catholic Youth Organization teams. All are 
former K. C. stars. Standing, left to right: P. Roche, 
manager; J. Lowery: E. Agnew; J. Arrighi, and J. W. 
McGraw, J. Sasso, J. Kane, and T. Kane. On floor: M. 
Pritchard, sponsor. Seated, left to right: A. Brown, L. 
Cortipassi, mascot. 


a 
GABRIEL LIPPMAN BUSINESS TAKES NEW SPACE 


The office supplies business conducted under the 
name of Gabriel Lippman in Room 960, 440 South Dear- 
born street, Chicago, Ill., was moved March 1 to Rooms 
1250-1260 in the same building. In addition to its gen- 
eral commercial stationery lines, the Lippman organ- 
ization distributes the “Option-A-Graph,” a device 
used by life insurance companies for imprinting options 
embodied in the individual policy. 
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Pertinent 


FACTS 


Good impressions result 
from the use of “Little” 
Ribbons and Carbon 
Paper: Clear and sharp 
typing that results in 
attractive letters and 
easily read manuscript 
—legible manifolding, 
billing, etc. For 46 
years, “Little” has been 
the name for quality 
carbon and ribbons. Of- 
fice equipment dealers 
and salesmen who rep- 
resent this quality line 
are equipped to assure 
customer satisfaction, to 
show a higher percent- 
age of sales and improve 


their earning power. 


A. P. LITTLE, INC. 


New York Office, Bible House, Astor Place ROCHESTER, N. Y. 
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CLIP-ONS 


First paper clip choice for 
service, appearance and 
adaptability. 


Include CLIP-ONS in every 
display of stationery items. 
They are continually add- 
ing new prospects—bring- 
ing in new customers. 
Available in three sizes, 
nickel or brass finish — 
packed 100 in a box, ten 
boxes in a carton; three 
sizes, brass or nickel finish. 


A line on your letterhead 
brings sample and details. 


Corporation 


OSWEGO, N. Y. 


CLIP-ON 


EVER -Faet FASTENERS 

















133 


SORRY, SKIPPER! 
THEYVE TAKEN 
IT FORTHE NEW 


ROYAL PORTABLE! 





Hoy /LIGHTHOUSE,ANay’! 
WHERES YOUR LIGHT? 









THE MARK OF QUALITY 


UNIVERSAL 


The Heavy Duty 
Self Leveling 
Office Machine 
Stand 


You can safely entrust the most expensive, indispensable 
office machine to its support. Strong and safe, it is steady 
as well which induces accuracy in the operation of the 
machine. Tusco UNIVERSAL is framed of one inch cold 
drawn steel tubing, top is cast iron, slotted and drilled to 
accommodate practically every type of office machine. 
Back can be tilted up to 25% inches, making large adding 
machine keyboards more accessible. Moves easily and 
noiselessly on 3-inch rubber tired casters—simple cam 
oes hold stand steadily in position. Shipping weight, 
40 Ibs. 


DEALERS: Tusco is the stand with the unqualified 
guarantee; you can depend upon it for creditable per- 
formance in any office. Booklet with details on request. 


Tubular Specialty Mfg. Co. 
1940 Stanley Ave., Detroit, Michigan 

REPRESENTATIVES: 

Typewriter Circle Co., 359 Broadway, New York, N. Y 


C. E. Ritter, 2451 E. 78th St., Chicage (Phone REGent 1110). 
Export Representative: Lincoln Export Co., 41 Water St., New York, 
N. Y. 
































No. 6160 


WHEN YOUR DESK PROSPECT SAYS, 
“PLL BE BACK” 


Have You 
Shown Him Anything that he 


will HAVE to come back for? 


The WAGEMAKER Exclusive Agency is the 
most valuable, and only truly exclusive agency, 
because of its exclusive features. 

Two new cheap lines just out. Send for full 
information. 


ts LLZLLLLLS ss 


PRONTO Storage File 











26 


mwecEeES 


A BOX FOR 
EVERY 
PURPOSE 





STEEL FRONT (Snr otive oreen 
STEEL-REINFORCED 
DRAWER and CASE 
THE only corrugated collapsible storage file having 


these desirable features. 


Which accounts for their unprecedented popularity, 
where front-office file appearance, strength, accessibil- 
ity and stacking qualities are appreciated at no more 
than storage-bex prices. 
26 stock sizes for every filing purpose, 
retailing at 85c to $2.10. 


Write for Sample and Trade Discount 


PRONTO FILE CORP...636 Broadway, NewYork 
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No Matter how you Figure 
... Here’s the NET RESULT 







Dealers are learning that 
every factor for building 
greater pencil profits is 
offered by Mohican. Qual- 
ity. style and eye-appeal 
mean more sales — more 
repeats. Prices and dis- 
counts permit a generous 
profit. Write for samples. 


MOHICAN PENCIL COMPANY 


Manufacturers 


PHILADELPHIA, U.S. A. 











SENECA—MOHICAN—DAWN—GREAT 


Grafite, Crayons and Copying 





THE 
bEMAND 


vr RATOR 
sti ONS | 
* a@eaSING 


Do you want a share of this business and 
the resulting profits? 

Every office worker in your territory is a 
potential purchaser and will appreciate 
your calling their attention to 


RESPIRATOR CUSHIONS 


Write for new stock chart and price list. 
There are several new numbers which we 
are certain will be of interest. 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. S. A. 
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FURNITURE 


Aurora, til._-Norman L. Pearson, assistant equipment sales manager of 
the All-Steel Equip Company, Inc., has been appointed sales manager of 
the industrial division 

Chicago, tt!.-The Art Metal Construction Company has leased 27,000 
square feet of space at 208 West Adams street Extensive alterations 
are being made to the space leased by the Art Metal branch. The com- 
pany has been located at 173 West Madison street several years 

Denver, Colo.—Al Kimmell has joined the local organization of the All- 
Steel Equip Company 

Los Angeles, Calif.—Barker Brothers, Inc., have been appointed exclu- 
sive agents for this city and vicinity by The Browne-Morse Company 

Los Angeles, Calif.—The Grimes-Stassforth Stationery Company has 
taken the exclusive franchise for The Shaw-Walker Company for Los An- 
geles The Grimes-Stassforth Company started at Spring and Main 
streets in 1870, and is now one of the largest organizations in its line in 
the West Fletcher J. Swan is now in charge of the filing equipment de- 
partment 

Louisville, Ky.—Clarence R. Smith & Company has amended its ar 
ticles of incorporation, changing the name to the Office Equipment Com 
pany 

Macon, Ga.--The McClure Office Equipment Company has filed a peti- 
tion in superior court for the renewal of its charter. 

Milwaukee, Wis.—RKemington Rand Inc., has leased the store at 622 
North Broadway. The premises are to be remodeled for the new tenant 
Remington Rand has been located at 622 North Water street since 1928. 

Newark, N. J.—Grover Brothers, 196 Market street, have been appointed 
exclusive distributors of Browne-Morse steel furniture 

New York, N. Y.—The Commercial Office Equipment Company has moved 
from 309 Canal street to 574 Broadway 

Providence, R. !..-The Modern Office Supply Company has moved to 26 
Custom House street to secure additional space 











LOQOs& LEAP 


Chicago, !11.—-The mechanical plant, stock, good will, patents and office 
equipment of the W. G. Lloyd Company, 626 South Clark street, were auc 
tioned February 20 under order of the trustee for creditors 

Chicago, IH.—Accounting Devices Company has changed its name to 
A. J. Lloyd Company; the capital stock has been increased from $1.000 
to 100 shares par value 

Columbus, Ohio.—-Harry Liggett, of Miami, Fla., has joined The Co- 
lumbus Office Supply Company, 1792 Andover road. He has had twenty- 
five years’ experience in the stationery field. The company plans opening 
a downtown store in the near future, handling nationally distributed lines 
of loose leaf devices, wood and steel furniture, filing devices and supplies 




















 HIGHLANDER 


TYPEWRITER RIBBON 






(Lithographed in seven colors) 






Through the lowest possible production and 
distribution costs, we are enabled to offer the 
fine Highlander Ribbon at a price that assures 
the dealer greater profits, and the consumer 
entire satisfaction. 


ee a el ee 


Its rapidly increasing and widespread popu- 
larity is the best evidence why Highlander Rib- 
bons have attained Nation wide distribution in 
three short years. 


Write today for samples, and quotations. 


Cameron Manufacturing Co. 
1617 BRYAN ST. DALLAS, TEXAS 








BUSINESS OPPORTUNITIES| SURPRIGE! 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orricz 
APPLIANCES, are tangible business opportunities. 


Boston Representation Available.—_A. F. Schenkelberger, 1069 Boylston 
street, Boston, Mass., wishes to get in touch with manufacturers desiring 
representation in Boston He calls on the commercial stationers and 
printers, and has office space and storage space available 

Catalogues for Milwaukee Furniture Dealer.—The D. S. Bascom Agency, 
744 North Fourth street, Milwaukee, Wis., handling modern office and 
factory equipment, requests catalogues and prices on metal office furni- 
ture and other types of office equipment. This business is operated by 
D. S. Bascom and J. H. Huebner. The company specializes in metal 
equipment, but is in a position to handle other kinds as well 

Catalogues for Missouri Dealer.-The Price-Jones Office Supply Com 
pany, West Plains, Mo., requests catalogues and information on dealer 
arrangements. The company wishes information on lines available for the 
territory surrounding West Plains, including office equipment and sup 
plies. Please mark mailings for the attention of J. G. Price, Manager 

Expansion Program of Typewriter Dealer._-The Typewriter Inspection 
Company, Wilmington, N. C., is expanding its activities to include the 
sale of a complete line of office outfittings. Catalogues and prices are 
requested E. N. Small, manager of the company, states that he has 
represented the Woodstock Typewriter Company sixteen years. He has 
a good location and plenty of space to handle and display general office 
equipment lines 

Furniture Business at Memphis.—-The Tri-State Trading Company, 238 
South Main street, Memphis, Tenn., was established recently by J. D 
Freedman to deal in office equipment and furniture 

Furniture Sales Facilities at Memphis.--The Tri-State Trading Company, 
238 South Main street, Memphis, Tenn., has been chartered to deal in 
office furniture and equipment and certain other allied lines. J. D. Free- 
man, proprietor, wishes to make factory connections for office desks, 
chairs, filing cabinets, etc. He wishes to receive catalogues and prices 
on popular priced equipment 

Manufacturer Representation in Eastern Virginia.—-Siebenthal Brothers, 
205 Grace American building, Richmond, Va., manufacturers representa 
tives, wish to get in touch with manufacturers of office items who desire 
representation in eastern Virginia 

Office Accessories Lines for Southeastern Territories._-_S. R. Evans, 421 
Hampton court, Athens, Ga., wishes lines of desks, chairs, desk pads, 
chair cushions, leather goods or stationery items. He calls on dealers 
in Virginia, North Carolina, South Carolina, Kentucky, Tennessee, Mis- 
sissippi, Alabama, Georgia and Florida. Mr. Evans covered the middle 
western territory formerly 

Office Supply Lines for Texas Printer.—The Whitsitt Printing Com 
pany, 13 East Twohig avenue, San Angelo, Texas, is adding stationery 
and office equipment. Catalogues and prices are requested Please mark 
mailings for the attention of H. H. Whitsitt - 


Swarr dealers, who 

know HOTCHKISS 

and want to be the 
first to show the new models soon to be an- 
nounced, are sending in their orders by the hun- 
dreds. Price means little to these dealers 
Quality means everything—and HOTCHKISS is 
going to surprise them on both counts. 


The new HOTCHKISS models will feature Qual- 
ity —Service—Stamina —Modern Design—Smart- 
ness—-Low Price. They will have the advantage 
of a real merchan- 
dising package and WAIT FOR THE 
will be backed by 
the progressive 
leadership and ex- 
perience of the 
world’s oldest and 
largest manufac- 
turer of stapling : Lis 
equipment. 
- 


THE HOTCHKISS 


ew 
SALES CO. 


Norwalk, Conn. H OT ‘ H K I Ss 
e STAPLING MACHINES 
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When 
IT COMES TO 


STAMP 
PADS 






Say 
“FULTON” 
and be sure! 





ee All stamp pads are not alike. And 
~ 

/ all stamp pads manufacturers are 
For smudge proof! 


not as experienced as FULTON 
the trade's leaders for two genera- 
tions. 


quu kdrving umpres 
Have no odo 
give areal 
Will not injure rub 
slamps nor d 
k ire colors 


stones 


wea 


ber It’s an art to make stamp pads so 
that they stay fresh and do not dry 
out in dealers’ stocks, to make inks 
that do not dry out nor “gum,” to 
treat wood, muslin and felt so that 


oul 


FULTON SELF- 
INKING STAMP 


PADS . - 
The trad — they give clear rubber stamp im- 
ard utility stamp pressions when used for stamp 
pad. Contains pure pads 


alvcerine ink 
passed in purily and 
strength of color 


ansus 


Wrile us your requirements. 


FULTON 
SPECIALTY CO. 
ELIZABETH N. J. 
Sales Office: 200 Fifth Ave., New York, N. Y. 





























Stencils 










for 

ROTARY 
DUPLICATING 
DEVICES 


GUARANTEEDALLAMERICAN 
MADE—HIGHEST QUALITY 


TEMPO Stencils—made to fit all stencil du- 
plicating machines. 

Colors—Blue and White. 

lf you are not already selling TEMPO—Write 
today for full particulars. 


Manufactured by 


MILO HARDING CO., LTD. 
1362 So. Hill St. Los Angeles, Calif. 














OFFICE APPLIAN( 


ES 
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Chicago, Il. Clyde Jungbluth, of the portable division 
Elliott Fisher Company, visited the local branch last month 

Chicago, Il. Fire on the seventh floor of the Remington Rand building 
216 West Monroe street, February 10, caused serious damage to the stocks 
of typewriters, adding machines and other equipment 

Chicago, Il1.--The local sales office of Varityper, Inc., has been moved 
from 540 North Michigan boulevard to 208 West Monroe street, occupying 
a ground floor location, including window display facilities 


Underwood 


Chicago, I11._-A. B. Sallander, who had been assistant manager of the 
Chicago branch of the L. C. Smith & Corona Typewriters Inc., has been 
promoted to wholesale representative He succeeds K. B. McClellan, who 
transferred to his former important retail territory on the South side 


Ben Teck, who had covered that South Side territory, has been transferred 
to a loop territory He is succeeded by B. C. Denman, who has been ap 
pointed assistant manager Einar Jensen is now in charge of the Smith 
Corona shipping department, replacing Earl Harris, who has been appointed 


assistant to R. Degner, the service supervisor 

Cincinnati, Ohio.._The branch of the American Writing Machine Com 
pany operated by M. L. Rudin, formerly at 416 Main street, has been 
moved to 150 East Fourth street 

Gloversville, N. Y¥.—-Robbins & Peck have taken added space in the 
Schine building, North Main street, to house this firm’s typewriter busi 
ness 

Long Beach, Calif.._The local sub-branch of the Underwood Elliott 
Fisher Company has moved to a new location on the main business street 

Los Angeles, Calif..-K. M. Smith has joined the local branch of the 


Underwood Elliott Fisher Company as an accounting machine salesman 
He had been formerly with the Kansas City branch 
Medford, Ore.-Taylor & Bierma, operating the Underwood Typewriter 


Agency, have moved to 116 North Central avenue. The firm handles Un 
derwood typewriters and Sundstrand adding machines 

Modesto, Calif..-The A. W. Tressler Company has taken on the distri 
bution in this territory of the Smith-Corona machines To the Modesto 
territory will shortly be added the Stockton territory The Tressler Com 
pany previously distributed the Underwood in the same territory 

Nashville, Tenn._-The Nashville branch of the Underwood Elliott Fisher 
Company has appointed new men covering sub-branches--T. H. Corbett 
Paducah; J. S. Smalling, Chattanooga; D. Hackney has joined the Nash 
ville branch 

Newark, N. J.—-Clem Driscoll has joined the local branch of the Royal 
Typewriter Company, Inc 

Newark, N. J..-The T. H. Hindle Company, typewriter and duplicator 
supplies, has opened a local branch at 173 Washington street. William 
H. Dey is in charge 

New Haven, Conn.--Dan Mute, of the local branch of the Underwood 


Elliott Fisher Company, has been promoted from service to typewriter 
sales 

New Haven, Conn.--George L. Sholes, branch manager here for the 
Remington division of Remington Rand, has taken on the duties of super 


visor of the New England territory Mr. Sholes is a grandson of (¢ 
Latham Sholes, inventor of the typewriter 

New York, N. Y.--The Tytell Typewriter Company has leased addi 
tional space at 206 Broadway 


New York, N. Y.--W. E. Lippert has been transferred to the commer 


cial engineering department of the Underwood Elliott Fisher Company 
He has been connected with the manufacture of Elliott-Fisher machines 
since 1925 

Philadelphia, Penna.--William L. Burley has been appointed manager 
of the Leet Typewriter & Equipment Company 

Pittsburgh, Penna...Abel Rosser and A. H. Weinheimer have joined 
the local sales staff of the Royal Typewriter Company, Ine 

St. Louis, Mo,.-.-The Underwood Elliott Fisher Company has leased 
space at 1107 Locust street Extensive remodeling will be done to adapt 


the building to the requirements of the new tenant 


San Antonio, Texas.Carl L. Ward has joined the local 
Remington Rand Inc., operating for the typewriter division 


branch of 


San Francisco, Calif.._C. H. Billington, manager of the Smith-Corona 
branch, reports about twenty-five per cent increase so far this year over 
the volume of last year The new style L. C. Smith machine is getting 
ready acceptance by the trade 

San Francisco, Calif...The Woodstock branch reporgs rapid improve 
ment in the San Francisco trade For one thing there is now a shortage 
of used machines, so that the field is wide open for new merchandise 
They themselves shipped quite a supply of used machines back east, to 
supply demand there Many offices that had disposed of their surplus 
typewriters when they reduced forces, are now resupplying with new ma 
chines The local branch carries stock here for seventeen agencies 

Scranton, Penna.—-Fire in the Royal Typewriter Agency, 304 Adams 
avenue, January 29, caused considerable damage to stocks and equipment 

Springfield, I1l._-H. B. Stewart has joined the local branch of the Royal 
Typewriter Company, In covering the southeastern section of the 
Springfield territory 

Walla Walla, Wash.-.Coad’s Typewriter & Music Shop has been ap 


pointed typewriter and adding machine distributor for this territory by the 
L. C. Smith & Corona Typewriters Inc 








ADDING MACHINES 





Columbus, Ohio.—-The Interest Computing Machine Corporation has 
been chartered; capital stock, 150 shares no par value; incorporators 
Orton A. Reid, N. B. Haughton, Jane Gessner and Floyd A. Johnson, 12 
North Third street 

New York, N. Y.—L. F. Allen and B. F. Maupin have been appointed 


supervisors of the Sundstrand division, Underwood Elliott Fisher Company 

New York, N. Y.--The Mencyd Corporation has been chartered to deal 
in adding and calculating machines; capital stock, 1,500 shares common 
Smyth & Tuttle, charter representatives, 40 Wall street 


Stockton, Calif.__The Stockton Fixture Company, formerly at 140 North 
California street, has moved to the corner of California street and Weber 
avenue Adding machines and cash registers are included in the com 
pany s lines 
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Guaranteed 


RING METALS 


Leading Stationers use and demand Tenacity all- 
steel ring metals in their ring books and leather 
goods. They look for the diamond-shaped hole- 

assurance that their product contains a Tenacity 


guaranteed ring metal. 

The Bookbinder and leather goods manufacturer 
are likewise enthusiastic users of Tenacity ring 
metals. They too have found that a sturdy ring 
book deserves an all-steel ring metal. 


Tenacity carries a large stock of all-steel ring 
metals in numerous sizes for use in either ring books 
or slide-fastener cases—and at very popular prices. 


Do you too use Tenacity ring metals? If not, send 
for your copy of our No. 34 catalog today. 


The Tenacity Mfg. Co. 


Cincinnati, Ohio 
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e 
Quick, Accurate 
FIGURES 
END MISTAKES —DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western 
Electric and many other users, Any employee can use 
Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy 
the answer. 


The Meilicke line consists of 
the following devices: 


N.R.A. Payroll Calculators 
The Dictaform for letters, 
Paragraphs and al! data 
Savings Bank Calculators 
Commercial Calculators 
Yard Goods Calculators 
Dozen Basie Calculators 
Unit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Caleulators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Calculators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 

















Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with- 
out obligation how Meilicke systems can save 
money for your business. Dealers, send for 
our new catalog. 


Meilicke. Systems, Inc. 
~PL 3466 No.Clark St. Chicago, Illinois 








CARBON 


Cohyse ee 


Are Guaranteed! 


HAT a wonderful feel- 

ing it is to be “sold” on 
the quality of the carbon pa- 
pers you sell! How satisfying 
it is to Anow that Codo Carbon 
Papers not only give the best 
possible service, but that the 
good will gained results in new 
and repeated sales—and at sub- 
stantial profit. 


ONFIDENCE in your mer- 
chandise is inevitably re- 
flected in increased sales. And 
your confidence in Codo Car- 
bon Papers is amply justified. They always give strong, clean- 
cut impressions; are unusually long-lived; never flake off ; and 
they cannot dry out! That's why Codo carbons are guaranteed 
against deterioration for five years. There’s a Codo carbon 
sheet for every copying purpose and in all practical colors. 





Codo Typewriter Ribbons, too, excel in 
quality. Be convinced by a trial order. 


Codo Mfg. Corp. 


New York Ceraopolis, Penna. Chicage 
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Guidi 


Dealers Handling 
Tumi RING BOOKS 


Know they are offering 
their trade the very best 
merchandise that can 
be made—the finest 
designs, materials and 
workmanship through- 
out 
plus 


all the advantagesof the 
PRESS-TO 
metal part 


Your customers are 
entitled to the best! 


that means 


— Frisell — 


TRUSSELL MANUFACTURING CO 
Poughkeepsie, N. Y. 
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— at 


NOW! the New 
PREMIER No. 2 


An improved model of Apsco’s famous Automatic Feed 
Sharpener—featuring 


The New Steel Pencil Stop 
and a rich Black Japanned 
Metal Strip in the Receptacle 


—or with polished metal if desired. 


You ought to see this new Premier—it’s America’s 
Smartest Pencil Sharpener 
$2.50 


Automatic Pencil Sharpener Company 
CHICAGO ILLINOIS 














NEW FOR YOU 
CAPITALIZE ON 


TUBULAR EDGE 
YOU CANNOT LOSE 


a Ye 
Tubuler 
Edge 














Linen Hinge g 


» TUBULAR EDGE insertable celluloid 
tabbing has additional strength, does not 
warp or crack, titles are easily inserted and 
do not shift position. 

» A NEW Product having many advantages 
over other styles of tabbing at No Extra Cost. 


» You will enhance your opportunities by 
offering your customers the only tab with 


TUBULAR EDGE. 


6 inch lengths with Blank and A-Z Inserts 
8 Colors. 3 extensions 4-%4-% inches 
Packed 1 ft. in a cellophane envelope, 5 ft. in a box 


Send for Samples and Literature 


G. J. AIGNER CO., Index Mfrs. 
503 S. JEFFERSON ST., Chicago, lil. 











300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 Seuth Dearbern Street 
Chicago, 111. 
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OTHER MACHINE §$| 


Chicago, I11._-The Reliable Typewriter & Adding Machine Corporation 
has expanded its check writing machine department, and now carries a 
full line of all makes and models 

Chicago, I!l._-The Economy Supply Company, 6 North Michigan ave 
nue has been chartered to service and repair office machines capital 
stock, 100 shares par value common ; incorporators—H. P. Yeaman, L. L 
Yeaman and D. F. Smith 

Chicago, Il! E. E. MeNally, sales manager of the Vivid division, L. C 
Smith & Corona Typewriters In spent several days at Chicago in Feb 
ruary He was accompanied by his assistant. Alvin Sousonge.—C. B 
Clifford has been appointed supervisor of the Chicago branch Vivid divi 
sion He is assisted by C. Starritt 

Philadelphia, Penna A. R. Baker Company, duplicating and mailing 
machines, ete., 2401 Chestnut street, has been registered as a commercial 
title in the common pleas court by A. Richard Baker, 4418 Overbrook ave- 
nue, and Chester A. Branka, 2402 East Cumberland street 

San Francisco, Calif.._John Johnston, formerly with the bookkeeping 
machine department of the Underwood Elliott Fisher Company in this city, 
has joined Alexander Bros. in Honolulu 

San Francisco, Calif.—Leonard Gustafson, of the A. L. Jones, Inc., or 
ganization, is making the Northwest Pacific territory with the line of the 
Hotchkiss Sales Company, and the several other lines that the firm rep 
resents 

San Francisco, Calif._-O. H. Davison, western representative for the 
Neva-Clog products, reports that Frank R. Curtiss, general manager, will 
be here from Bridgeport shortly He reports that the Neva-Clog sales have 
shown excellent growth, and that the four new items they have placed in 
stock will add materially to the interest the trade is taking in the line 

Opportunity for Business 

Philadelphia, Penna.—-Williams & Kendall, 1122 Vine street, has been 
registered as a commercial title in the common pleas court by Max D 
Kendall, 6734 North Smedley street Mimeographing, stencil cutting and 
printing are done 














STATIONS & F 


Chicago, tll.—Dr. M. A. Thometz, of The Kohlhaas Company, left in 
February for a six-week vacation at Clearwater, Fla 

Chicago, t11.—Keigher Brothers, Inc., 508 South Dearborn street, has 
been chartered to carry on the business of stationers, printers, lithog 
raphers, engravers, die sinkers, book printers, account book manufacturers, 
etc. ; capital stock, ten shares common ; incorporators—Milton F. Keigher, 
Edw. P. Keigher and Raymond W. Keigher 

Chicago, Il!l._-The Commercial Metal Products Company, 2014 Wa 
bansia avenue, has been chartered to do a metal spinning and stamping 
business, and the manufacture of electric lamps, smoking stands, combi 
nation stands, beverage stands, etc.; capital stock, 200 shares par value; 
incorporators—Abraham 8S. Zagel, Zelda S. Zagel and Samuel J. Zagel, Jr 

Hoboken, N. J.—-The Modern Office Supply Company, 92 Hudson street, 
has been chartered; capital stock, $100,000 ($21,000 subscribed) ; incor 
porators——Dan H. Elkind and Rebecca Laikind 

Los Angeles, Calif.—The Dupaco Western Sales Company has been es- 
tablished at 406 South Main street by J. C. Tracy, distributing the prod- | 
ucts of the Duplicator Paper & Supply Company, Chicago 

Jackson, Miss.—-The Mississippi Stationery Company, Inc., has moved to 
242 East Capitol street 

Milwaukee, Wis.—-Howard Clements Company, stationer, printer, book 
binder and publisher, has been chartered ; capital stock, 500 shares com 
mon, no par value; incorporators—Howard Clements, E. Clements and E 
Draheim 

New York, N. Y.—Gerston Brothers, stationery, have leased 20,000 
square feet at 516 West Thirty-fourth street. 

New York, N. Y.—-E. Whitaker, Inc., has been chartered to deal in 
stationery incorporators—Stanley Ryan, 136-40 Sixtieth avenue, Flush 
ing, N. ¥ Frederick Colban, 1385 East Ninety-fourth street, Brooklyn ; 
Michae! Waslick, 9 Willard street, Garfield, N. J 

Philadelphia, Penna.—-The General Stationery Catalogue Company, 121 
Chestnut street, has been registered as a commercial title in the com- 
mon pleas court by Baron Drenner, Forty-ninth and Pine streets 

Philadelphia, Penna.—-Loughead & Company, manufacturing stationer, 
engraver and printer, 512 Race street, has been registered in the com- 
mon pleas court as a commercial title by Harry F. Christie, 1832 Spruce 
street 

Roanoke, Va.—The Roanoke Book & Stationery Company has moved 
from 15 West Campbell avenue to 211-13 First street, S. W 

San Francisco, Calif A. L. Jones, Inc., Rialto building, is distributing 
the lines of the Atlas Shear Company 

San Francisco, Calif.—-Paul Burbank, general sales manager for the 
Eaton Paper Corporation, Pittsfield, Mass., was a recent visitor to the 
Pacific Coast. 

San Francisco, Calif._-The Charlies R. Barry Company, factory repre 
sentatives at 430 Brannon street, is now pushing the sales of the Oak 
ville ‘“‘Kwick’’ wire staples 

San Francisco, Calif._The Rutledge-Glissman Company, stationers, 
printers, lithographers, and engravers, have moved into larger quarters 
at 621 Montgomery street The growth of business made the change nec 
ssary This is a new firm organized in June, 1933, with H. W. Rut 
ledge president, Richard H. Glissman, vice-president, and Leo Ferrogiaro 
secretary-treasurer. 

San Francisco, Calif._-A visitor during the early part of February was 
John D. Cardinell, of Cardinell Products, Montclair, N. J With his wife 
he was taking a seven months’ tour, and they spent a month on their 
ranch at Los Gatos, Calif Mr. Cardinell is well known to the Western 
trade, as he was for a number of years a member of the Cardinell-Vin 
cent Company, stationery jobbers of this city Mr. Cardinell reported 
finding distinct improvement all along the line He came by way of Can- 
ada, Detroit, Chicago, St. Louis, El Paso, San Diego, and Los Angeles 

Warren, Ohio.—<Albert C. Andrews, formerly with The Warren Office 
Supply Company, has joined Mrs. Vern B. Lewis, 790 Oak Knoll, 8. E., 
to assist in conducting the business her husband founded 

Warren, Ohio.—The Warren Office Supply Company has been chartered ; 
capital stock, 250 shares no par value; incorporators—Pauline E. Barnes, 


W. Richard Hughes, Samuel A. Barnes and William W. Wier 
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HERE’S THE CARBON / 
TYPISTS ASK FOR! ‘ 


e@ Here is design and quality that appeals, and a 
name that ties right up with it and is easy to 
remember. Carter’s Midnight Carbon carries its 
name and silver stars on every sheet as well as on 
the box. All kinds for type-bar and noiseless 
machines. The Carter’s Ink Company, Boston, 
New York, Chicago. 


Carter’s MIDNIGHT CARBON PAPER 








MOST UNUSUAL 


Would you be attracted by an Office 
Appliance that would cut the Bills 
Payable of a Business Concern 35 to 
60%? 


VYARITYPER will do exactly this so 
far as a firm's printing bills are 
concerned. 
The SAYING pays for the machine in 
a short period of time. 
RALPH C. COXHEAD CORP. 
17 Park Place 
New York City. 


DEALERS DESIRED WHERE WOT HOW REPRESERTED. 








coneae SO TI I 
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penne: —_ 
WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 








TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 
11-13-15 Vandewater Street 
New York 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is partic ularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 


formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 
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RIBBONS AND CARBONS 


Chicago, Il.—-E. Curtis, Jr., of the supplies department of the Under 
wood Elliott Fisher Company, was a March visitor at the local branch 

Chicago, Ill.The M. B. Cook Company has amended its articles of 
incorporation ; Wood, Molloy and France, correspondent, 25 Broad street 
New York, N. Y. 

Chicago, t!!._-The Imperial Manufacturing Company, Newark. N. J.. has 
established a Chicago branch at 19 South Wells street James B. Clark is 
in charge 

New Orleans, La.-_-The New Orleans Ribbon & Carbon Supply, con 
ducted by Maurice Brunet, Jr., has taken a store and office in the God 
chaux building; previously an office only had been occupied in the same 
building 

San Francisco, Calif.__John H. Griffin, secretary for the Carbon and 
Ribbon Dealers’ Association of Northern California, reports that at the 
meeting February 8 an identification mark was adopted for use on men 
bers’ letter heads, invoices, quotations, etc 





San Francisco, Calif.—Vice-president T. G. Roehm. of The Miller-Bry 
ant-Pierce Company, made a quick visit to San Francisco the past month 
and left on February 21 for Portland, Seattle, and thence East He ex 
pressed regret that the urge of business prevented him waiting to attend 
the reception planned by the local association 

San Francisco, Calif._-T. J. (Ted) Gibson, manager of the local branch 
for the Miller-Bryant-Pierce Company, is one of the pioneer subscribers 
of Office Appliances Began in 1904 when it was little more than a 
folder, and has taken great pleasure in watching its development under its 
capable management into an outstanding trade paper And Ted Gibson 
says to tell all the boys that if they are at all Western minded, the sum 
mer ahead is the time to come, for it is an education to watch the de 
velopment of the wonderful engineering on the two great bridges now 
raising their towers across the Bay to Oakland, and across the Golden 
Gate to Marin County Gibson reports their business urging forward fine 
and it isn’t the Hauptmann trial or the Lamson trial, but the new business 
trial that is absorbing the most of western interest 








PENS AND PENCILS 


Chicago, t.—-Norman L. Pearce, district manager for the Eberhard 
Faber Pencil Company, attended the February dinner of the St. Louis 
Stationers’ Association He also was present at the annual powwow of 
the Twin Cities stationers 

Los Angeles, Calif.—-Raynes Davis, Pacific Coast representative of the 
Swan line, plans to cover the Pacific Northwest during the coming month 
He receives mail at P. O. Box 1273 Fred Hosselet, representing the con 
pany, was on the coast during January, and reported satisfaction with the 
business in the West 

New York, N. Y.—The Peerless Fountain Pen & Pencil Company, In 
has been chartered to deal in pens and pencils; capital stock, $3,000 
Philip Wolinsky, 299 Broadway, charter representative 

San Francisco, Calif.—Poor & Allured, 74 New Montgomery street, have 
taken on the Moore pen for the West They handle already the Ward 





Manufacturing Company line ef Boston After a showing of their lines 
made at the Plaza hotel, they immediately started on the canvass of 
their territory Mr. Moore covers the Northern part of the territory fron 
the San Francisco office Mr. Allured covers the southern part, making 


headquarters at the Hayward hotel in Los Angeles 

Trenton, N. J.—Pencil-Lite, Inc., has been chartered to deal in sta 
tionery items; capital stock, 600 shares no par value; William A. Moore 
charter representative 

Seattle, Wash.—-Sadler’s, 1418 Third avenue, has been established as a 
pen and pencil and gift shop 








MARKING DEVICES 


Cleveland, Ohio..-The Perfection Rubber Stamp Company has moved 
from 737 Prospect avenue to the Finance building, which is across the 





street 

San Francisco, Calif...The Coast Banker and Pacific Banker narrated 
its history in the January number. In listing early advertisers, Patrick & 
Company, marking device makers, were mentioned 

San Francisco, Calif.—0O. H. Davison, among other samples in his new 
Fulton line, shows stamp outfits for “‘The Three Little Pigs,’ Mickey 
Mouse,”’ and several others that are bound to go over in volume with the 
toy departments of the general merchandise stores He explains that they 
have the exclusive franchise on the Mickey Mouse’’ reproductions Re 
ports that the Western trade is showing appreciation of having all these 
items in local stock for quick delivery 

<= 
(Export Statistics Continued from Page 8) 
United States Exports of Metal Furniture and Equipment, 
November, 1934 


6130 


6129 Sheet 6151 
Sheet -metal metal Sheet-metal 

wkers and shelving filing cases st! 

storage and wall not ibinet 

cabinets bins nsulated nsulatec 

Countri Number Number Numbet 
Belgiun $ 62 oe 
Denmark 57 1.725 
Finland 
France aD 110 
Greece 1 247 17 552 
Italy lf 4 
Netherlands l 18 3 61 
Norw is Peal 8 2.533 
Portugal 14 574 
Spain t 713 2 
Sweden 1 104 2 4,668 l 1 
United Kingdor : 7 NE 2 661 4 
Canada s l 18 14 1,433 14 J 
Costa Rica 195 ‘ 1.043 
7 162 


(juatemala 
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Four Important Facts Concerning 


DoppCrafit Zipper Cases 


N They Sell Easily 

N Give Satisfaction 

N Provide Ample Profit 
N Wide Range of Designs 


That’s our whole story, “tin a nutshell.” 
But brief as it is, it explains why dealers 
are enthusiastic about their DoppCraft 
line. Quite naturally, because the popu- 
larity of DoppCraft zippers is reflected in 
steadily increasing sales. 

Send for the new DoppCraft 

catalog. It shows you how 


to sell more carrying cases. 
Address Dept. C. 


Charles Doppelt & Company 


112 Orleans St., Chicago, Il. 








Hundreds of total loss fires 
have left positive evidence of 
the integrity and efficiency of 


SCHWAB SAFES 


For over half a century, Schwab Safes have been 
serving American business firms. During all that 
time, Schwab Safes have safely guarded the 
valuable records of the business world. Office 
Equipment Dealers interested in adding to their 
service and earnings are invited to write for the 
Schwab sales representation plan. 


The Schwab Safe Co. 


LAFAYETTE, INDIANA 














INGENTO CUTTERS 





models 


A Necessity and 
a Convenience 
Saves Time and Labor 


Whether it be a small card or photo, or heavier 

materials, such as corrugated board, cloth, leather, 

rubber, sheet metal, etc., one or more of the eight 

sizes (6 to 30-inch blades) will do the cutting job 
perfectly. 


Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8316 Birkhoff Avenue 
CHICAGO, ILLINOIS 




















YOUR CUSTOMERS 
WILL PAY A 
BETTER PRICE 
FOR A NATIONALLY 
KNOWN ARTICLE 
WHICH ASSURES A 
BIGGER PROFIT 

THIS DISPLAY SHOWS 
YOU ARE A QUALITY DEALER 





uw vs CUS °o ~ 


INTERNATIONAL 


Ves CS VS 


G0G000060600 


Munson Suppry Co., 348 Hudson St., New York City | 
Please send information about the New Key | 
New Package and Counter Display to 


Name. 
iddress. 


City. Stale 
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A PosTURE CHAIR 


Devoid of all capi i, 
Complicated | 
Mechanism 


Just adjust for height 

. and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are builtin 
...not manipulated. 


Send now for complete facts about 
this correct posture, comfort induc- 


ing chair. Address Dept. OA 3 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 


ps Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. 


General Offices: GRAND RAPIDS. MICHIGAN 











POSTAL 
SHIPPING 
AIR MAIL 





Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 








O* COURSE you want to 

handle a highly efficient 
finely constructed line of scales—and of course that 
means Hanson scales. But scales that remain on your 
shelves do not fulfil their purpose—there must be a satis- 
factory volume of sales to make their handling profitable. 


Hanson service does not stop at mechanical perfection. 
There’s a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
scales department one of the most satisfactory activities 
of your business. Write for this plan today. 


HANSON SCALE CO. 
525 N. Ada St. Chicago, Ill. 














A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma- 
chine rests in 
place of the usu- 
al solid top. 


Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves. 


Fits ; 
Any Typewriter 


or Hand Operated Adding or Calculating Machine 


{ Write for further particulars and prices } 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 


Quality and Cooperation 
winning features of 


CROWN 


TYPEWRITER RIBBONS 
AND CARBON PAPER 


Live dealers and salesmen, 
linked to a progressive pro- 
ducer, get bestresults. 
CROWN carbons and ribbons 
are made in grades and weights 
for all requirements of corre- 
spondence, manifolding, bill- 
ing, etc.; they produce clear, 
permanent impressions. 

And CROWN cooperates with dis 
tributors in supplying the needs of 
their trade most effectively. To those 
in position to give first-class represente- 
tion to a first-class line, we shall be 
glad to supply further information 


CROWN RIBBON 
& CARBON MFG. CO. 
782-790 St. Paul Street 
ROCHESTER, N. Y. 


Making Good Impressions for 
More Than a Quarter Century 
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Sheet-metal 
ckers and 
Torage 
abinets 
Countries Number 
Panama . } tit 
Salvador 
Mexico .........+s 2 424 
Newfoundland and 
Labrador ..... 
Bermuda . ee 20) 
Barbados S1 
Jamaica . 
Trinidad and Tobago 
Other British West Indic l 45 
Cuba j rv 


Dominican Republic 

Netherland West Indies 

Haiti, Republic of ; 4 
Virgin Islands of United 


States 21 
Argentina 
Brazil : 
Chile a) 
Colombia 14 7 
Peru 
Uruguay l ; 
Venezuela i 4 
Aden 
Arabia 12¢ 
British Malaya 
China if 1,651 
Netherland India 
Japan 2 4") 
Philippine Islands 25 ‘4 
Syria : 
Turkey 
Australia 
New Zealand 
British East Africa 4 
Union of South Africa " 1, 20¢ 


Other British South Africa 
Algeria and Tun 


Total 68 $6,171 
Shipments 

Hawai $ 468 

Puerto R 108 W 


Countries 


Austria 

Belgium 
Czechoslovakia 
Denmark 

Estonia 

Finland 

France 

GFCCGR .cccccccs 
Gibraltar ....... . 
GerTMany ..ccceeess 
Irish Free State.. 
BORE cccccce ee 
Malta, Gozo and Cyprus 
Netherlands 

Norway 

Portugal 

Sweden 

Switzerland 

United Kingdom 
Canada ‘ oe 
British Honduras. 
Costa Rica 

Guatemala 

Honduras 

Nicaragua 

Panama 

Salvador 

Mexico 

Newfoundland and Labrador 
Bermuda 

Jamaica 

Trinidad and Tobago 
Other British West Indies 
Cuba 

Dominican Republic 
Netherland West Indies 
French West Indies 
Haiti, Republic of... 
Virgin Islands United States 
Argentina 

Brazil 

Chile 

Colombia 

Ecuador 

British Guiana 


Peru 
Uruguay 
Venezuela 
Arabia 


British India 
tritish Malaya 
Ceylon 

China .. 
Netherland India 
Hong Kong 

Japan 

Palestine 
Philippine Islands 


Syria 
Turkey 
Other Asia 
Australia 


French Oceania 

New Zealand 

British South Africa 
Tnion of South Africa 
Gold Coast 

Egypt ..... 

Algeria and Tunisia 
Tihberia .....0s+- 
Mozambique .. 
Other Portugal 
Canary Islat 


Total 





‘Africa 


Shipments tc 
Hawall 
Puerto Rico 


6130 

Sheet- 6131 

metal Sheet-metal 6132 
shelving filing cases Sheet-m 








not cabinets 


and wall . 
: insulated 


bins insulated 


Number Number 
52 l ist . 
t 144 4 61 
87 1,7 l 45 
136 
> 13 
l 
l 15 








l 18 
1 27 
19 547 
60 028 4 
a9 661 2 
11 s4e l 
4 105 
204 12 18¢ 
l 2 
l 45 
17 ‘1 1,371 
1 
28 127 2,180 
‘ 191 
“i 
on 
165 445 
sj 
$ 1,927 1,445 $37,231 f x 
$10,762 1 $ 1,449 m $ 
lt) 64 1,511 3 
6134 6135 
Bank & Other 
safety office 
deposit furni- 
61 vaults ture 
Safes & equip- & fix 
Number ment tures 


5 6S 265 
1 43 
24 R50 
ye 
48 2,958 
20 1,395 $1,397 
1 i8 
4 194 
18 1,043 f 
17” 
1 4 
15 664 
780 
4 1,520 
4.441 
2 &5 
25 3.070 1.035 
521 225 
1 1 


291 


181 $13,291 $8,015 $26,774 


7 $ 302 $ 4 $ 
‘ 440 
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THEY EVEN TOOK 
MY TORCH TO 
SPOTLIGHT THE 
NEW ROYAL | 
PORTABLE | 








Vul-Cot is one wastebasket that never chips, rusts, cracks or 
dents. The standard wastebasket in 87 per cent of business 
offices in America. Vul-Cot—made of National H: A-R°D Vul- 
canized Fibre, in olive-green, maroon-brown, oak, walnut, and 
mahogany. Steady sales. Liberal sales policy. Good profit. 
NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 
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BOX FILES 








OFFICI 





APPLIANCES 








2 NEW ASCO HITS BOOK ENDS 


Here are two more popular items—daily sellers 


4\4" wide x 57%" high 








everyone needs and buys. Their low price and 
utility commends them. Made by ASCO their 
durability is assured. Put these two items to 


work for you today. 


Asco Steel Letter Asco Book Ends 
File an efficient pair of Book 
complete with a reink d Ends made of heavy furni- 
A-Z index at an extremely ture steel, finished in oven- 
low price. Attractive oven- baked Olive Green, Choc- 
baked Olive Green enamel olate and Maroon enamel. 








finish. No. 105. No. 7. 
ART STEEL COMPANY, Inc. 
300 E. 145th St. New York, N. Y. 

















PROGRESS PAPERS 


Were produced to meet the demand for high quality, 
medium priced, office papers. PROGRESS embraces a full 
and complete line of boxed and wrapped items; a weight, 
size and finish to meet every requirement. Values are 
truly OUTSTANDING and packing exceptionally attractive. 
Samples and prices upon request. 


Our other lines will also interest you . . 


Adding Machine Rolls Cash Register Rolls 
Carbon Papers Duplicating Papers 
Typewriting Papers Ruled Papers 
Mimeographing Papers Scratch Pads, Ete. 


BRADNER SMITH & COMPANY 


333 8S. DESPLAINES ST. CHICAGO, ILLINOIS 


























WRITE US FIRST if you 
~ want to buy supplies and 
machines,and save money. 


| P . 170 N. LaSalle Street 
Attn.: Mr. Otto CmICACe PHILADELPHIA 


WwW A N T CE D _—_ 


Addressing Machines, 
Typewriters, Adding Ma- 


Se a WHY NOT TURNER & HARRISON? 
' igraphs, ; olders, Dictat- 
ing Machines, for cash. High Geode Pens 


Our One Product 
Since 1876 





TURNER & HARRISON PEN MBG. CO. INC. 

















Sa 
~ 


« WEKTOGRAPY 8 


> 


UNIVERSAL HEKTOGRAPHS 
ACME DUPLICATORS 


2-SURFACE — 4-SURFACE 


STANDARD REFILLING COMPOSITION 
HEKTOGRAPH INKS AND PENCILS 
CHAMPION HEKTOGRAPH INK REMOVER 


Sold by Leading Stationers Everywhere 





duplicator in the world 








The most successful, yet inexpensive [ EVISQN & BLYTHE MFG. CO. 


209 LOCUST ST. ST. LOUIS, MO. 
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Pelouze Postal Scales—warranted accurate 
HE dials show the exact amount of postage in cents - 
required on all mail matter, including parcel post 

rates by zones. Beautifully finished in Green or Gold 

Bronze. 

Made in several styles. Intended for the individual desk, 
library, office or shipping room. 


Write for new catalog. 





For sale by leading dealers everywhere. 


NATIONAL, 4 Ibs 














COLUMBIAN, 2% Ibs. PELOUZE MANUFACTURING CO. c 
aaaaeeeenaine 232 East Ohio Street, Chicago, Illinois Pf 
DESt St St St St St St St St St St St St Sro+ 
DIP-NO-MORE 


the vial style 
ink eradicator 


For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


Serves better—sells in 
increasing volume. For 
travelers or for office 
and home use. Con- 
venient—quick. Bent 
neck prevents overflow. 
Ink spots off paper or 
white clothing at a 
touch. 


Details and prices to 
Stationers on request. 


H. A. Ink Eradicator Co. 


1707 Zerega Ave., New York, N. Y. 
CABLE ADDRESS “ERADICATOR” 





The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 








For 27 years the 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


Browne-Morse Company 
of Muskegon, Michigan 


has been satisfactorily serv- 


ing worthwhile dealers and 


PtP t Ot Ot G+ S++ G++ G+ G+ S1S+H+S+S+S+ Sto 


The Office Appliance Company their eustomers with of- 


417 S. Dearborn Street 
Chicago, III. 


D4 O44 G4 S++ S++ S++ S++ S+ S++ 


YYW SLD / WAY ce 
V/ 4A. LLL he —_— 


fice equipment and supplies 
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° A perfect all-pur- 
ose pencil for business and general 








Zp 
Y me in grades 1, 2, 2-4/8; 3 and 4. 
Y aN ra FINE. yy Write at once for samples and prices. 
Y 
YllUUuwu“su“ U3 Yfy ; cad W INCORPORATED YMlelllelélééllldls 





221-225 Fourth Avenue New York City 








OFFICE APPLIANCES 











No. 9930—two sizes, 
16x11 and 1344x110 inches 


The National line of zipper envelopes and 
ring books is a consistent sales producer 
for stationers. The new zipper envelopes 
featured here are popular for commercial 
use and for school. 
No. 9930 at left is made of walrus seal 
black or mahogany, with side bands; gus 
seted 4 sides, zipper in top and side 
leatherette lined, handy pockets—extra du 
rable 
At the right, No. 9936 ten pocket en 
velope, made of top grain cowhide in 
black or brown; 24 inch expanding gusset 
sliding handles, 3 sided Hookless fas 
tener Lined with sturdy, good quality 
leatherette 
Send for circular showing these and a dozen 
other new numbers 


NATIONAL 
BRIEF CASE MFG. CO. 
512-532 S. Peoria St., Chicago 





ZIPPER ENVELOPES 
that Sell 














No. 9936 
16x12 inches 
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Corry-Jamestown Mig. Corp. 


SESS SSSSSSSSSSSSSSSSSSSSSSSSSOSOOOOOOS 


TRANSFER FILES 


Steel Age transfer files offer a fine ex- 
ample of quality at low cost. They are 
available in three grades—no rollers, 
two rollers, four rollers. Completely en- 
closed, with no unsightly channels or 
bars on the outside. Made rigid with 
adequate strength to permit high stack- 


ing. 


RRTEW eb 
1YPE ? 
CLEANER} 


/ md thom 
ao 





CORRY, PA. 
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y Bo 
FREE INTRO. 
DUOTORY OFFER! 


Write for it and our lib- 
eral discount schedule. 


TYPE CLEANER 


Cleaning type is not the mussy, 
dirty job it used to be—not with 
Martens Type Cleaner. The pat- 
ented applicator does the trick. 
Typists like its quick, thorough 
cleaning action. You'll like its 
quick turnover and repeat profits. 
Retail price 50 cents. 


MARTENS 
TYPE CLEANER Co. 
120 E. 28th St., New York, N.Y. 











No Foolin’ ‘rt 
We're actually running at capacity so please 


help us to give you our usual prompt deliv- 
eries by ordering ahead. 


BIGGER VALUE THAN EVER 


Sales are ‘way UP, but prices are being kept 
DOWN—no increase in the 5-in-1, 5 move- 
ment Numbering Machine, to retail for. $7.50 


AMERICAN 


NUMBERING MACHINE CO., Brooklyn, N. Y. 


with handsome profit. 














LITHOGRAPHED 
LETTERHEADS 


DISPLAYS—BROADSIDES—FOLDERS—etc. 
~ The JOHN B. WIGGINS COMPANY 


LUTZ & SHEINKMAN, INC. 
Lithographers Since 1896 - 
2 Duane Street New York, N. Y. Wiss 


BOOK FORM CARDS 











and other office forms 


LABELS 








They Like to Be Sold! 


T’S no trick to sell customers 

their first order of business 

cards done in book form, for Wiggins 

Cc compact Binders. Because they are as 
far in advance of old-fashioned “loose” 

ecards as the 1935 stream- lined auto- 


mobile is over the one-hoss shay. 
Ask any of these paper merchants — or us— for 
details and samples. 


(Originators of Scored Cards) 
1162 Fullerton Avenue 


ims 


COMPACT BINDERS 


New York City 
Richard C. Loesch Co 
Pittsburgh 

Chatfield & Woods ¢ 
Cincinnati 

The Chatfield Paper Co 
Detroit 

Seaman-Patrick Paper Co 

Washington, D.C., ey 

The Barton, Duer & K 
Pape ‘ 

Grand Rapids 
Carpenter Paper Co 
Houston 
L. S. Bosworth Co., Inc 

St. Louis 
Tobey Fine Papers, In 
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Dealers 


Sansom at Tenth Street 








ESTABLISHED 1895 


Inquiries Solicited 





Philadelphia, Penna. 











1AL : 
e 1510" saeco mn 'Bur. 
o* - 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





















Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 








ATLAS 


OFFICE MACHINE 
COVERS 


CHOICE OF THREE 
Attractive Materials 
Write for Details 


4 Massachusetts customer writes: “‘We are very much pleased with the 
covers and imprinting and you will receive all our orders hereafter. 


DISTINCTIVE—ECONOMICAL 


Hand Lettering and Designs in Attractive Layout 
Brilliant Gold or Silver Applied by Screen Process 
Maximum Advertising at No Additional Cost 


ATLAS SPECIALTY MFG. CO. 


(Established 1911) 
3257 Shields Ave. Chicago, Ill. 











——. *4 ARKILO Celluloid Products —__ 
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Made of the acetate (slow-burning) cellulose, and embody features 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W.63rd St. Chicago, U. S. A. 














Brass 
Nickel Plated 
FIVE SIZES 


Inside Diameters 
“—1.35 Per 100 


No Large 
Joint to Tear 
Paper 


Open Easily, 


Close 


Securely 


For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of 


The E. W. Carpenter Mfg. Co. 





ROOCO 


Stencil Duplicator Ink 


There’s big business in stencil 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO—the one dupli- 
cating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
Samples and prices to 





formly. 


dealers. 


H. D. ROOSEN CO. 
Brooklyn, N. Y. Chicago 
Factory: foot 20th St. 609 S. Clark St. 

















St. Louis wants for cash 


1000 
OLD TYPEWRITERS | 


We pay more in cash than trade-in allow- 
ance for any old Underwood or Royal 





St. Louis Typewriter Exchange | 

A. C, Albright, Prpr. 

718 Pine St. St. Louis, Me. | 
ESTABLISHED 51 YEARS 
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ACME MIDGET 


an i Ns The stapler for your personal use 
TheOutstanding Quality and all office stapling. The lever 
Fastener presser action is quiet and velvet- 
like. Note the superior MIDGET 
staple—<«mall, flat. Papers 
fastened with it are filed in 
less than half the space. 
PEALERS: Get the MID- 
GET in stock and on dis- 
play; the demonstration 
eonvineces. 
Rush your 
trial order. 














[a] 
The New Midget 


ACME 
STAPLE CO. 


1643 Haddon Ave. 
Camden, N. J. 


ee 







Old style staple 





ZIPIT 


THE NEW 
TIME SAVING 
CARBON 
Territory now in 
aaa 


CARBON PAPER 
Send for samples and 
agency proposition — 


—- 
IT SELLS 


PHILLIPS PROCESS CO., Inc. 
82 ST. PAUL ST., ROCHESTER, N. Y. 


MODERN 

















EXETER 


RITE-RITE PEN 





For pencil 
economy, 
recommend 


EXETER 


Your larger accounts 
will order by the 
gross, and the lead 
business is regular 1 : 

and profitable 7 a. a & 


EXETER propels, cate 





os fo fe woos o 2 ay 
; : ’ , ’ 
} i 


repels and expels 

octagon shaped bar ‘ 
rel with black Bake 
lite cone; a great 
variety of finishes 
including a wide 
assortment of New, Two-Color Pin Stripes. Uses 4-inch leads, has large 
replaceable eraser. Order handsome easel display illustrated or write for 


details 
W. Polk St. 
Rite-Rite Mfg. Co. “ChicaGo- 
















<\ You Just Use 


~h The Sturdy Dauber 





Tr 


‘ 1 with the ld tooth 
l ‘ e why tenographer everywhere 


the modern type cleaner 
ffice necessit eta f kc and offers you 


lise I Y “ find a staple 


t 


THE CLAROTYPE CO. INC, 
16-C Hudson St NEW YORK 














OFFICE APPLIANCES 





CHECK WRITERS 


100°% Rebuilt Machines 
Lowest Prices 


We supply and repair all makes check protectors. 
Parts for all machines in stock. 


Write for our catalogue and monthly “Specials” on 
which you can make a large profit. 


CHECK PROTECTOR CORPORATION 


53 PARK PLACE NEW YORK CITY 














* 
PAPER FASTENING SIMPLIFIED 


Cf — OS etl ip) 






















The illustra- 
tion at the 
right shows 
the Quicflexin 
use. 





® Quicflex is a revolutionary, efficient paper fastener. Excellent 
seller, repeat orders. 

e Quicfiex positively will not tear the paper. Permits easy read- 
ing. Allows insertion of new sheets in the minimum of time. 

e Has nothing to bend, break, or wear out. Saves time, effort 
and money. 

Jobbers, Distributors and Stationers write for prices, Free 


QUICFLEX M'F'G. Co. 


Dept.0A3 500SAN FERNANDO BLDG. LOS ANGELES,"CALIF. 








The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 





PATENTED for a purpose—to keep the ring al 

VES. 17.1920 JAN. 11. 1028 ways right side up. No need to hunt 
wov. 6. 1929 and fumble to find the place where 

: the ring opens, if it’s an Adams ring 

Seven Sizes Here is the simplest, quickest-operat 

Inside Diameters : ing and most satisfactory ring ever 
Ne. 000, %,’’ No. I, 1% invented for perforated sheets or 
No. 00, %4’’ No. 2. 1% binders of all sorts. Allows binder or 
No. 0, %'" Wo. 4, 2% sheets to lie flat when open at any 


No. 6, 3°’ point The enlarged, joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked 
Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


Henry T. Adams Mig. Co. 355),50 [iilcase Ave 











that never wrinkles paper 


not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . Write for Free Tube and 


Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 














MARCH, 19 





F. B. 


LOOSE LEAF 


HOLDERS 


for all transfer binding 


Keep transferred records safe, clean and in order — 
and conveniently available. F. B. fits any width of 
sheet or distance between centers. Posts of various 
length give a choice of capacity to suit your records. 
F. B. is most economical— 
O per dozen sets, f. o. b., New York 
$3 ’ Write for sample and details. 


! le Ave. 
F. B. Mfg. Co., "New vor, NOY” 
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The OAKVILLE TAK-A-PIN 
makes REGULAR customers 


GOOD profit on the original sale. 
CONTINUED profits on refills. Bvery- 
body wants a Tak-a-pin for the desk. 
Holds 200 rust-proof, brass pins. Press 
down—a pin is at your finger-tips head 
up, ready to use. Walnut, mahogany or 
green finish. Practically unbreakable. 
Sells at $1.00. Refills (200 pins) at 10c 
each, 10 for 90c. 

OAKVILLE COMPANY 
Division of Scovill Manufacturing Company 
WATERBURY CONNECTICUT 

Save time with Yellow Box Line Products 
Pins, clips, fasteners, thumb-tacks, Tak-a-pins, 

ete. 





Chicago New York San Francisco |‘ 


OAKVILLE 








OOOO OOO OOO oeoeSeSe 


The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


pe 


POCKET SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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SPECIMEN IMPRESSION LEVER SEALS 
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BARGAIN BULLETIN 
No. 835 Spring 1935 


CHUCKFULL OF BARGAINS in 


Adding Machines 
Billing-Bookkeeping Machines 








Calculating Machines 
Typewriters 


WRITE OR WIRE FOR YOUR COPY TODAY! 


Wo ° Silas crane teers. 
liah MAC Corporation. 
ARTILITY 
POSTURE CHAIRS 
v 


Manufactured by 


Artility Metal Products, Inc. 
Elkhart, Indiana 


DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 
Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N.Y. 











DU-WA-CO Quality 
DUPLICATOR INKS 


Dealers who emphasize the high character 
of their merchandise and service find that 
DU-WA-CO not only registers a new de- 
gree of satisfaction in use, but also co- 
operates more closely and more effectively 
in their sales effort. 

Intense color—more copies to the pound 
—doesn’t offset or smudge—approved and 
in use by Army, Navy and other govern- 
ment offices, also schools and corporations. 
We can help you extend your sales. Write. 


Dunham oatson @ 


Ink Specialties 
644 So. Clark St. 


We also manufacture Multigraph Inks 


Chicago 

















nERE! 


) 


BiCE-QUALITY 


LINOLEUM 


DESK TOPS 












~ y 





ORDERS SHIPPED 
DAY RECEIVED 


— 
IDEAL LT. CO. || 


420 N.CLARK ST. CHICAGO, ILL. 
q | 


>| 


\—> 
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| FIBRE . 
CHAIR MATS 





= 3 PROFIT PRODUCERS EE 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE as POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the time The subjects run all the way from 
account books to window dressing and are wrilien in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

The Newsagent, Bookseller's Review and 
Stationer's Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
—The British Printer. 


welcome 


4 good idea in ilself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 








OFFICE APPLIANCES 








IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE | 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ‘“METHODES” in your ad- | 
vertising appropriation: It pays. | 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X* France 




















“There's a 


MILLSTONE 


Around Our Necks,” 


SHOUTED THE TREASURER, 





ad 
7 


“it’s called 
ANTIQUE ACCOUNTING” 





as TREASURER threw a real bombshell into the execu- 


e tive meeting THAT day. You see, statements had ,not been 

a ey ne ee going out on time. Collections had been slipping. The 

— RwWOUD ages FISHER COMPANY list of bad debts looked like a telephone directory. And 
Accountine Machines. yPeuriters iddine Machines : 

Carbon Paper, Ribbons and other Supplies so Antique Accounting went out and Underwood Elliott 


342 MADISON AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 


Fisher Accounting Machines came in! 


UNDERWOOD ELLIOTT FISHER 


ACCOUNTING MACHINES 
Underwood Elliott Fisher Speeds the World’s Business 














